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How to put witch doctors out of work 


r 
Radin witch doctors play second drum to 


the magic of modern disease fighters such 
as Shell Chemical’s insecticide, dieldrin. 
Used against malaria-carrying mosqui- 
toes the world over, dieldrin helps eradicate 
an age-old scourge. Dieldrin is so effective 
that three ounces protect a home against 
mosquitoes for as long as six months. 


Thanks to powerful, modern insecticides 
such as Shell Chemical’s dieldrin, the 
number of people stricken by malaria has 
been cut fifty per cent in just ten years. 

Rescuing many fertile areas of the world 
by checking insect-borne disease is one way 
Shell contributes to world health, industry 
and agriculture. 


Shell Chemical Corporation 


Chemical Partner of Industry and Agriculture 


NEW YORK 
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He’s a whiz at prompt deliveries—because he engineer, backed by versatile application en 

has the most complete line of bearings avail- gineers and bearing designers. 

able. More than 3,000 basic sizes of ball and Why not simplify your job by putting his 
’ roller bearings. And he knows bearings inside- skills to work for you today? Just call the 


out because he’s an experienced bearing SOS office nearest you. 


EVERY TYPE EVERY USE 


oKF 


SKF INDUSTRIES. INC.. PHILADELPHIA 32 
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BARNES 
fA _— 


Welded Edge 


~\ 
DETROIT 
S.A 


U.S.A. 


COMET 


24” x 2” x .100-4TEETH 







SAFE, TOUGH BLADES TO INCREASE 
PRODUCTION, REDUCE DOWN-TIME! 


Barnes COMET Welded-Edge power blade is shatterproof and . 


unbreakable—satisfies all safety requirements. 


The hardened, high speed steel cutting edge is scientifically 
Wife (To ME Coo MEL igelile Miele sMikel oh MES MMolela a This combines the 
cutting qualities of an All Hard blade with maximum beam 
strength to withstand heavy tensioning and cutting loads. 


The rugged Barnes COMET will give inexperienced operators, as 


well as skilled machinists, extra-long, extra-safe service life. 


Call your Barnes distributor today! 


? 
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" 





<i) > W. 0. BARNES co.., inc. 


1297 TERMINAL AVENUE + DETROIT 14, MICHIGAN 





"TSPECIALISTS IN HACK AND BAND SAW BLADES... FOR OVER 40 YEARS'' 








B.EGoodrich 


Bang, rattle, shake 


Ata Kansas zinc plant, expensive metal 
pipes were cracking up after a few 
months’ service. They carry hot acid 
at 400 gallons a minute. But vibrations 
from the powerful pump shook the 
pipes until they banged and rattled, 
gradually cracked, leaked corrosive 
acid. 

The plant superintendent, working 
with a B.F.Goodrich distributor, de- 
cided to replace a short length of lead 
pipe between the tank and pump with 
a B.F.Goodrich Flexseal Connector. 
This is a special kind of hose, made of 
thick, resilient rubber, which is de- 
signed to absorb the pump vibrations 
traveling along pipelines. 

At a cost of only $105, this B.F. 
Goodrich hose saved the company 
$1,000 in the first year by eliminating 
the harmful shaking that caused broken 
connections, frequent repairs, costly 
pipe replacements. Even greater sav- 
ings will be made because the sturdy, 
acid-resisting hose is expected to last 
another two years. 


That's oil, brother 


A manufacturer of building materials 
was looking for a longer-lasting con- 
veyor belt to carry hot, oily pieces of 
grit. The type of belt previously used 
had to be replaced every four to six 
weeks. About two years ago, a B.F 
Goodrich distributor sold thema 
“Superoilproof” conveyor belt. It's 
still in service, looks good for at least 
two years more. 


Stock situation 


A glass company needed supports for 
a mixer weighing 26,000 pounds. B.F. 
Goodrich Vibropads, rubber pads for 
use under machinery, could have been 
specified, but the customer couldn't 
wait for shipment from Akron. The 
B.F.Goodrich salesman working with 
his distributor stuck his neck out and 
recommended B.F.Goodrich ‘Armor- 
ite’’ sheet rubber, usually used for 
chute linings, conveyor skirt boarding 
and other places where extra tough- 
ness in rubber is needed. The Pee al 
tor had the Armorite in stock; it was 
cut, mounted like Vibropads, and the 
problem was solved. 


On the paper route 


Pulp-and-paper companies in the far 
west needed belts only 2% inches wide 
to hold stacks of dry pulp and paper 
on large cutting machines. Each ma- 
chine needs 30 to 47 belts, usually 
about 24 feet long. A B.F.Goodrich 
distributor in Hoquiam, Washington, 
solved the problem by cutting a 30- 
inch sheeting belt to the narrow widths, 
then spliced the belts to make them 
endless. 


Keeping posted 


A purchasing agent for a west coast 
steel company, answering a letter from 
a B.F.Goodrich distributor about new 
B.F.Goodrich products, said, ‘Your 
letter is an excellent way to call 
our attention to new developments 

As you undoubtedly know, the value- 


How to make a noisemaker pipe down—see ‘Bang, rattle, shake” 
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SUCCESS STORIES 


B.F.Goodrich distributors helped these customers cut costs. Can they help you? 


analysis program . . . requires that we 
conduct a continuous search for new 
and better products which can perform 
their function better for equal or less 
cost. This does not mean, however, 
that the initial cost will always be 
lower.” 

If you would like to know about these 
new products, ask your B.F.Goodrich dis- 
tributor, or write to the address given below. 


Hose sorry now? 


A paper-box manufacturer, in West 
Virginia, returned a piece of steam hose 
to his distributor with the complaint 
that it had lasted only 5 weeks on bat- 
tery molding presses. He said other 
B.F.Goodrich hose had lasted 50 
months in similar service and was still 
in use. B.F.Goodrich men were mysti- 
fied until technical men examined the 
returned hose and found that it had 
not been made by B.F.Goodrich at all. 
Customer explained that a workman 
must have misidentified a piece of 
competitive hose, and told distributor 
that BFG ‘'Burstproof hose’ would be 
used in the future 


New products 


Acid hose. New “Commander” acid 
hose, developed by B.F.Goodrich, han- 
dles highly corrosive acids and chemi- 
cals that eat holes in ordinary rubber 
hose. New rubber compound provides 
high resistance to strong oxidizing 
acids, such as concentrated sulphuric 
acid, nitric acid and chromic acid. Sizes 
from 4” to 20” 

Rubber buckets. B.F.Goodrich 
rubber buckets are now being made 
with stainless steel handles, locked in- 
to the buckets with stainless steel clips. 
Handles can’t pull off 


New handbook 


V belt maintenance. 12-page illus- 
trated manual, “How to get longer 
life from V belc drives’ tells how V 
belts work, how to select V belts that 
fit, how to install them, how to keep 
them running, and how to spot trouble. 


For more information 


For full information about any product 
on this page, see your B.F.Goodrich 
distributor or write B. PF. Goodrich Indus- 
trial Products Co., Dept. M-494, Akron 
18, Obio. 


B.EGoodrich 


industrial 
rubber products 
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Fort Howard Paper Company 


Green Bay, Wisconsin 
America’s most complete line of paper towels, tissues and napkins 


@ Fert Heward Paper Company 
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‘GOODYEAR INDUSTRIAL PRODUCTS 
@p)-Specified 
er s tor nveyor Belting 
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They’re raising production —and lowering costs by 2 


expensive belts eliminated the need for parts wash- 
ing. And after 3 straight years of full service— 
three times the life of competitive belts—they’re 
still going strong. 


Portable conveyors—between production lines on 
different levels— were a “must” at this Midwestern 
automotive parts plant. But the specially con- 
structed belts they used soon cut and flaked off. 
They became oil-soaked and accumulated dust— 
dirtying the parts. Worse still, they stretched —had 
to be taken up every 6 weeks. Even then, none 
lasted more than a year. 


Then the G.T. M.—Goodyear Technical Man—recom- 
mended Style ORS Cleated Belts. They’re made of 
rubber especially compounded for extreme resist- 
ance to oil, cutting and abrasion. And the tough, 
firm-gripping cleats are molded right into the rub- 
ber for durability. 


The savings are impressive: The G.TM.’s less- 


Like to have savings like these on your production 
lines? The fastest way to find out is to call the 
G.T.M. He'll be Johnny-on-the-spot if you contact 
your Goodyear Distributor — or write Goodyear, 
Industrial Products Division, Akron 16, Ohio. 


IT’S SMART TO DO BUSINESS with your Goodyear Distribu- 
tor. He can give you fast, dependable service on Hose, 
V-Belts, Flat Belts and many other industrial rubber 
and nonrubber supplies. Look for him in the Yellow 
Pages under “Rubber Goods” or “Rubber Products.” 


CONVEYOR BELTING BY 


GOOoOD*/YEAR 


THE GREATEST NAME IN RUBBER 
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Straws in the Trade Wind 


& ADVANCE NOTICE OF PRICE HIKES— 
A bill requiring large corporations to give ad- 
vance notice of all price increases will be in- 
troduced this session of Congress by Senator 
O’Mahoney (D.-Wyo.). This means that sup- 
pliers will have to notify the Commerce Depart- 
ment and purchasing agents six months before 
any hikes could take effect. The proposal is be- 
ing backed by labor unions and strongly de- 
nounced by most business groups. 


& PRODUCTION IN °59—Look for the Indus- 
trial Production Index to rise above the previ- 
ous peak of 146 this year. The Gross National 
Product should also show a sharp increase—to 
about $475 billion by the end of 1959 from $453 
in the fourth quarter of 1958. 


> NEW PRODUCT SPEEDUP—More com- 
panies will be putting new products on the mar- 
ket this year. The main reason: a desire to tap 
the growing market among purchasing agents 
for new materials and processes. In the last five 
years, corporations have increased the number 
of products they manufacture by about 33%. In 
1959, another 5% increase is expected. 


&> MAIL ORDER CUTS—tThe winter catalogs 
of the big mail order companies all show price 
cuts from their previous catalogs. This move 
could have a marked effect on retail prices this 





For the P.A.'s Hot File .. . 


Here’s an idea if you're buying a lot 
of coal and are puzzled by how much 
value you get from each grade. Don’t 
figure your costs on the basis of how 
much you pay per ton—determine your 
price per pound of steam at the boiler 
nozzle. One midwestern P.A. discovered 
that a grade of coal costing $8 per ton 
gave 40% more steam at the nozzle than 
a grade selling at $6 per ton. The result: 
he switched to the $8 per ton grade and 
saved money. 











winter and spring. The Sears, Roebuck cuts 
averaged 13%, while those of Montgomery 
Ward’s and Alden’s were around 10%. Prices 
in the Spiegel book were off 2% to 214% from 
earlier levels. 


> PRICE HIKES AND CUTS—Announce- 
ments of hikes and cuts cross the P.A.’s desk 
every day. Have you seen these: Hikes: a 334% 
increase in stainless steel products by Joslyn 
Manufacturing & Supply Co.; a '% cent per 
pound rise for sodium chlorate by American 
Potash & Chemical Corporation. Cuts: 
grades of emulsion were reduced two cents a 
pound by DuPont Co.; titanium mill products 
were lowered between 10% and 12% by Cruci- 
ble Steel Co. (Turn Page) 
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Capital expenditures for new 
plant and equipment are expected 
to decline in the first quarter of 
1959. During the current quarter 
they will probably fall below $7 
billion, compared to the $8 billion 
spent in the final quarter of last 
year. 
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Preloading of the New 
Departure double row 
ball bearing eliminates 
progressive fretting cor- 
rosion problem induced 
by engine vibration. 


-_ 


Photo: Courtesy Warner Electric Brake & Clutch Co. 


"xy Preloaded Double Row Bearings Solve 
Kretting Corrosion Problem tn Electric Cliteh/ 


CUSTOMER PROBLEM: 


Fretting corrosion of automobile air con- 
ditioner electric clutch bearings due to engine 
vibration. Application requires compact bear- 
ing design and positive lubricant sealing. 


SOLUTION: 


N/D Sales Engineer, working with the manu- 
facturer, suggested replacing two single row 
bearings with one internally preloaded New 
Departure Double Row ball bearipg with 
shield and Sentri-Seal. The preloaded angular 
contact construction of these New Departures 
offered maximum resistance to combined radial 
and thrust load deflections, plus freedom from 


effects of engine vibration. Problem of fretting 
corrosion was eliminated by producing bearings 
with accurately determined internal com- 
pression. Lubrication of bearing was assured 
for life by New Departure’s exclusive Sentri- 
Seals .. . dirt was sealed out under extremeiy 
contaminating conditions. In addition, the 
compact size of these double row bearings 
eliminated a tough assembly problem . . . and 
provided savings in both space and costs. 
When you're faced with a bearing problem, 
why not call on New |])eparture. Chances are 
there’s a precision N/D high production bear- 
ing that will solve it. For more information, 
write Department V-1. 


Available through United Motors System and its Independent Bearing Distributors. 


DIVISION OF GENERAL/MOTORS, BRISTOL, CONN. 


NOTHING POLLS L/*XE A BALL 
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> IMPORTS AND EXPORTS—This sector of 
the economy will show a rise in 1959, Accord- 
ing to Dun & Bradstreet, imports will increase 
over the $12.8 billion adjusted annual rate in 
the last quarter of 58. Exports also will be ex- 
panded from the $16.5 billion level in the same 
period last year. 


& SELF-INSULATED PIPE—An innovation 
for underground and structural heating and air- 
conditioning: self-insulated, flexible pipe. The 
pipe walls are of resilient urethane foam rein- 
forced with coiled spring wire. The manufac- 
turer is a small Pennsylvania company that 
specializes in new engineering and structural 
materials. 


&» V.A. EQUALS V.E.—Here’s a sign that 
value analysis has really arrived! The concept 
has been adopted by the government (Navy De- 
partment, that is) as an organized cost-cutting 
program. Although the Navy calls it value en- 
gineering—as do some private companies—the 
system is nothing more than an application of 
value analysis techniques that have been de- 
veloped and perfected by purchasing agents in 
recent years. 
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& THE NO. 1 PROBLEM—Can you guess the 
number one national problem in 1959, as seen 
by the American businessman? It’s inflation 
and the need to control federal spending. Infla- 
tion beat out labor reform and tax reform in a 
survey conducted by the Chamber of Commerce 
of the United States. Other issues of concern to 
business this year, says the Chamber, are gov- 
ernment control of business and agriculture, 
government competition with business, and 
government subsidy of teachers’ salaries. 


& ELECTRONICS UPTURN—the electronics 
industry expects a big sales boost in '59. Gov- 
ernment analysts see electronics reaching a new 
high, with dollar volume 14% above °58 levels. 
Factory output—excluding research and devel- 
opment—will be around $7.9 billion. 


& EARNINGS TO RISE IN °59—Industrial 
earnings will rise in 1959, says Standard & 
Poor’s. Average per share earnings are slated 
to go up to between $3.50 and $3.75 per share 
from around $2.95 in 1958. In 1957, per share 
earnings were $3.50. The stock market has al- 
ready zoomed to new highs, anticipating higher 
earnings and greater sales this year. 


QUOTE! ccccccccccccccccccccccccccccccccccccces 


The three forces likely to have the greatest effect on 
the ability of American business to operate are—‘the 
power of big labor, inflation, and growing foreign com- 
petition.” So says E. J. Hanley, president of Allegheny 
Ludlum Steel Corporation. Mr. Hanley believes we 
must take these important steps to overcome these 
problems: 1) “make substantial improvements in our 
productivity and moderate our wage cost increases,” 2) 
“revise our tax laws to encourage capital investment,” 
and 3) “amend the Full Employment Act... to make 
stability of the consumer price level an explicit and 
solemn objective of the nation’s economic policy.” 
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E. J. Hanley 


JANUARY 19, 1959 


¥ 
ie Be , 
75 B@aee 
i 22a SREBR 


aay 





Look what paper is doing now: 


»* New: Punchless loose leaf 
* Booster for Jack Frost 
* Now: Coated heavy board 


* Why punch holes in papers you 
want to protect? Here’s a punchless 
paper holder with a unique spring 
clip that has a bulldog grip. No holes 
to punch...no holes to tear... easy 
to operate as a safety pin. No need 
to lift top papers to get the one you 


want... just lift the clip and slip the 
sheet in or out, anywhere in the 
stack. Covers are Riegel’s Pressboard 

..a tough paper that lasts longer, 
costs less, doesn’t crack, and doesn’t 
have sharp edges. Advanco Prod- 
ucts, Inc., Elmhurst, L.I., makes ‘em. 
Have you a need for paper like this? 


* Jack Frost brown sugar stays 
wonderfully soft, fluffy and fresh be- 
cause it’s packed in a special Riegel 
over-waxed, laminated glassine. 


* New Riegel facilities permit sol- 
vent or aqueous coatings on heavy 
paper up to 25 pts... for heat-sealing, 
quick release, resistance to grease, 
abrasion, moisture, etc. Want facts? 
* One of our 600 papers may fit 
your needs. Write Riegel Paper 
Corporation, Box 250, New York 16. 


Now..what can we do for you! 


* 10,000 digits a minute 
* Arithmetic’s fun for kids 
This one’ll stick you! 


* Mountains of data radioed by 
rockets are captured photo-electri- 
cally on ultra-fast paper tape. It’s a 
strong paper with controlled con- 
ductivity, coated to receive and hold 
static charges. High surface resistiv- 
ity and rapid heat-sealing properties 
are also needed to give sharp images. 
10,000 digits must be printed each 
minute. Imposing specifications, but 
Riegel met ‘em. 

* Kids are fascinated by these spin- 
the-dial ““Rapid-Easy” arithmetic 


drill charts. They’re die-cut from 
Riegel’s strong, long-wearing Tuf- 
wite. We'll gladly send you one. 

* Finger-prick lancets by Becton, 
Dickinson are used once by doctor 
or nurse, then thrown away. They 
needed a convenient and inexpen- 
sive package. Perfect answer was 
this perforated strip using a Riegel 
fay 

9. 


‘ 


2a “1 
glassine specially made for heat 
sterilization. 
* Can we do something unusual for 
you, too? Write Riegel Paper Cor- 
poration, P. O. Box 250, New York 
16, New York. 





2 Two-faced paper speeds 
Plastic production 


* Honey attracts too much 


>» An unusual, glassy-smooth Riegel 
paper plays an important role in 
producing adhesive coated plastic 
film. A thin vinyl coating goes on 
one side of the paper. Adhesive is 
then applied on top of the viny]! film. 
It is then rolled up for storage. 
Later, when the roll is unwound, 
a minor miracle happens. The ad- 
hesive sticks to the vinyl coating 
only, and not to the paper surface it 


aren PEELS FeRST 
PRONE STICKY ADHESIVE 


aAnO LATER PEELS 
from PLASTIC fume 


has been wound against. Yet in the 
next manufacturing step, the com- 
bined film of adhesive and vinyl 
peels cleanly from the paper that 
supported it, thus eliminating the 
need for a separate casting as well 
as a release paper. 

* Wheat Honeys have a delicious 
honey coating. But honey’s high af- 
finity for moisture could quickly 
spoil the delightful crispness. Na- 
bisco solved this problem with a 


sure-fire moisture barrier . . . a lami- 
nated liner of foil and special Rieges 
glassine. 

* Have you a problem that may be 
solved by a better paper? Just write, 
to Riegel Paper Corporation, P. O. 
Box 250, New York 16, N. Y. 


TECHNICAL PAPERS FOR INDUSTRY 
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What's the 59 Business Outlook? 


Purchasing Agents, who played such a vital role in fighting the recession in 1958, 
will be called upon to make many important decisions in 1959. Since their opin- 
ions about business conditions often affect their buying policies, their views on the 
‘59 business outlook are quite meaningful. For they must foresee possible supply 
difficulties, price hikes and cuts, labor unrest, etc. in order to make their buying 
plans for the year. We asked a representative cross-section of purchasing exec- 
utives a number of questions about economic conditions in the forthcoming year. 
Their combined answers follow: 
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1. How do you think the general 
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business outlook for 1959 com- Sliahtly b 
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2. Do you expect that your com- 
pany’s volume of purchasing 
for the year will be higher or About the same 


lower than in 1958? 
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About the same 
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3. Do you expect the general 
level of prices on purchased 
materials to be higher, lower, 
or about the same as now? 
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Mobil has the man...he’'s at your service! 


There is a man who fits the above requirements to a ‘“T’’. He’s a Mobil 
lubrication engineer. His references include many of America’s leading 
manufacturers. His thorough lubrication knowledge enables him to make 
preventive maintenance and production recommendations that can save 
thousands of dollars .. . and actually have in hundreds of documented cases. 
He’s at your service night and day when you select a Mobil Program of 
Correct Lubrication. Chances are you'll find his experience (over 17 years CORRECT 
average), coupled with Mobil’s comprehensive :ubrication program, is an 


answer to today’s continually rising production costs. Why not find out? LUBRICATION 


Another reason you're miles ahead with Mobil / 


SOCONY MOBIL OIL COMPANY, INC., and Afhlates: MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION, MOBIL OVERSEAS OIL COMPANY, INC. 
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Purchasing Opinion 


. In what specific commodities do 
you expect significant price 
changes? 


increase 


5. What change do you anticipate 
in your inventory position dur- No change 
ing 1959? 


Decrease 


Pe ee 


Downward Revision—- 


A wave of strikes and 
poor acceptance of 
. What changes in the over-all 1959 automobiles 
situation might lead you to re- 
vise your opinion of the busi- 
ness outlook for 1959? 
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Upward Revision— 


A hot war and increased 
government spending 
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glazing could have prevented this 


The chances are mighty good that PLExIGLAs® acrylic plastic 
would have withstood this impact by a flying fragment. 


\s a glazing material, PLEXIGLAS withstands shock and vibration 
takes twisting without breaking. It provides clear visibility 
and, in tinted form, can reduce sky glare. Adds safety. Cuts 


replacement costs. Installs easily 


Ask us for full information on the properties of PLEXIGLAs, clear 


and tinted samples, and the names of local dealers. 


Chemicals for Industry 


rd | ROHM & HAAS 


COMPANY 
WASHINGTON SQUARE, PHILADELPHIA S, PA. 





Representatives in principal foreign countries 


Breakage resistance is shown here by photo taken at moment 


. ee ” Canadian Distributor: (: 
of impact of mallet with PLEXIGLAS. Note how PLEXIGLAS “gives 


130 Oueen’s Quay East, 7 
with the blow. : = e 
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PRODUC TIVITY? 


Tae YEAR 1959 will be a good one for busi- 
ness. Most companies will rebound sharply from 
recession lows of 1958. But higher prices for raw 
materials and supplies will narrow profit margins 
for many businesses. 

That’s the outlook as viewed by the nation’s 
purchasing agents. A representative cross-section 
of P.A.’s throughout the country responded to 
PuRCHASING Magazine’s Purchasing Opinion Poll. 

Some of the highlights of the 1959 business out- 
look survey are: 

@ 86% say the general outlook is better for 

1959 than it was for 1958. 

@ 72% expect their company’s purchasing vol- 

ume to be higher this year. 

@ 62% believe prices of raw materials will rise. 

@ 51% plan to increase their invertories. 

This year’s poll found purchasing agents in a 
much more optimistic mood than they were dur- 
ing last year’s survey. For example, 25% think 
business this year will be far better than in 1958. 
Last year, only 3% thought 1958 would be much 
better than 1957. 

On the other hand, just 3% anticipate slightly 
worse business conditions in 1959. Last year, 23% 
predicted a worsening of the economic climate 
and an extension of the recession that had al- 
ready begun. 

Here’s a detailed comparison of the latest sur- 
vey with the one made at the same time a year 
ago: 


The General Business Outlook 
This Year Compared to Last Year 
1959 Survey 1958 Survey 
Much better 25% 3% 
Slightly better 61% 29% 
About the same 11% 45% 
Slightly worse 3% 23% 
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Sizing up the overall business outlook, the pur- 
chasing agent of a New England metalworking 
plant says: “On the whole, industry is picking up 
slowly. There seems to be a lot of optimism 
tempered with caution. We’re moving ahead, but 
making haste slowly.” 


A Note of Warning 


But a Brooklyn buyer for a metal forming plant 
adds a note of warning. “The volume of business 
will be greater in ’59—but there will be consider- 
able emphasis on cost control. More interest will 
be shown in material costs. And there will be 
more pressure on P.A.’s by management to watch 
the buck.” 

In line with the general business improvement, 
P.A.’s anticipate that their purchases will be at 
a higher level this year. About three-quarters of 
those surveyed expect to buy more raw materials 
and supplies in 1959 than 1958, while 22% plan 
to buy the same amount. In 1958, only 39% said 
they would purchase more. Almost half of the 
purchasing agents said at that time they would 
keep their purchases at the same level as 1957. 

Volume of Purchases 
This Year Compared to Last Year 
1959 Survey 1958 Survey 
Higher 72% 39% 
About the same 22% 41% 
Lower 6% 20% 

As the P.A. for an Indiana brass manufacturer 
remarks, “We anticipate a 25% increase in pur- 
chases this year. This will naturally be reflected 
in our inventory position.” 

P.A.’s will have a major challenge facing them 
this year, their survey replies indicate. It’s simply 
this: the increasingly tight profit pinch their com- 
panies will face in 1959. (Turn Page) 





WHICH BEARING 
IS RIGHT FOR 


p40) ons 


Play it safe! Do business with an 
AUTHORIZED FAFNIR DISTRIBUTOR 


Two ball bearings — both identical in size and 
made to the same tolerances. 


The difference? The bearing on the left is a 
Conrad, or non-filling slot type. It is designed 
to take combined thrust and radial loads. 


The other bearing — a filling slot type — fea- 
tures the maximum possible number of balls. 
It is generally specified where bearings are sub- 
jected to relatively heavier radial loadings, 
with only moderate thrust loads. 


Differences such as this in bearings and bearing 


units can often spell the difference between 
proper machine performance and costly break- 
downs. To be sure the bearings you buy are 


right for the job, do business with an Author- 
ized Fafnir Distributor. 


He's a bearing specialist. The know-how and 
expert technical services he offers are valuable 
extras available to you wherever you find the 
Fafnir sign. 


What's more, by ordering from him, your bear- 
ing needs are met from stocks of the latest 
manufacture, and design. You avoid the risk 
of equipping with obsolete bearings, or units 
that are second-best substitutes. 


Play it safe! For the most effective and coop- 
erative help with bearing selection, supply, 
and service, do business with your Authorized 
Fafnir Distributor. 


THE FAFNIR BEARING COMPANY, New Britain, Connecticut 
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Special Industry Report: 


Sixty-two per cent of the P.A.’s expect to pay 
higher prices for most items in ’59. Thirty-seven 
per cent expect to pay the same amount for goods 
and services and a minute 1% anticipate general- 
ly lower prices. 


General Level of Prices 
This Year Compared to Last Year 
1959 Survey 1958 Survey 
Higher 62% 55% 
About the same 37% 40% 
Lower 1% 5% 


“Pressure by the unions will bring about high- 
er wages—which generally means higher prices,” 
observes the purchasing manager of a Pennsyl- 
vania company. 

Says the P.A. for a chemical company in the 
far West: “I expect the majority of increase in 
prices, gross national product, sales, etc. to be due 
to inflationary pressure. It will not be particularly 
due to a supply-demand situation or to great in- 
creases in production.” 

The one commodity that virtually all P.A.’s ex- 
pect to cost more this year, of course, is steel. 
Buyers in both large and small companies are 
almost unanimous in predicting a steel price hike 
around mid-year. Other items expected to be 
higher-priced in the next 12 months are metal 
products, paper, and copper. 

Some prognostications were also made of lower 
prices this year—mainly in textiles, chemicals, 
electronic components, and plastics. But the over- 
all view is that it will cost more to buy the same 
amount of goods in ’59. 

With higher sales and more purchasing antici- 
pated this year, P.A.’s foresee a noticeable rise 
in inventory levels. This would be in marked con- 
trast with the situation throughout most of 1958, 
when many companies cut inventories to the bone. 

Over half of the P.A.’s expect to increase their 
inventories, while 32° contemplate keeping 
stocks on the same level. In January 1958, P.A.’s 
were already starting to lop off sizable chunks 
from inventories. 


Change in Inventory 
This Year Compared to Last Year 
1959 Survey 1958 Survey 
Increase 31% 11% 
No change 32% 46% 
Decrease 17% 43% 


An Eastern purchasing agent in the soft goods 
line has this to say about inventories: “I think 
too many people were hurt in permitting their in- 
ventories to go to the point of no return. This ac- 
counted for the low at the beginning of the year 
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and the high at the end. Business should get bet- 
ter as 1959 progresses and inventories will con- 
tinue to rise.” 


Downward Revision 


P.A.’s are aware, however, that changes in the 
domestic and international situation might have 
important repercussions on the business outlook. 
For instance, they note that a rash of strikes at 
mid-year in important industries would force 
them to revise their predictions. Poor acceptance 
of the 1959 autos is another event that would 
cause many to become pessimistic. 

“I cannot help but think there will be a strike 
in basic steel in July,” says the P.A. for a South- 
ern fuel company. “I hope that I’m wrong, but I 
feel that it will come and might set off a chain of 
labor disturbances.” 

On the other hand, the chances of a hot war or 
increased spending by the government were cited 
by purchasing executives as possible causes for 
an upward revision of their views. Either of these 
two possibilities would mean more inflation. 

This threat of inflation was cited by more than 
one P.A. as perhaps the greatest economic danger 
of 1959. In return after return, purchasing agents 
expressed the fears that excessive spending and 
higher taxes would put a further crimp into al- 
ready narrow profit margins. 


THE OFFICIAL GOVERNMENT FORECAST 


Here are some highlights of the 1959 forecast 
by the Department of Commerce’s Business 
and Defense Services Administration: 
Steel— 


Production up between 24% and 30% to 

a total of 105 to 110 million tons 

Operating rate at 71% to 75% of capacity 
Construction— 


A 4% rise over 1958 
Public construction—with a rise of 11%— 
to account for a major part of the growth 


Automotive— 
Production up 30% to 5.5 million units 


Containers— 
A 2% to 5% increase over 1958 levels 





makes MORSE 
Hlectrolized Tools 
Standard 





...n construction of world’s 
first multi-jet seaplane 
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NEW MARTIN P6M “SEAMASTER?” is one of the fastest low-altitude 


attack aircraft in the air today . . . a 134-foot giant with 4 turbojets that develop 
more than 600 mph. 


Preparing for production, Martin spent 6 months testing tools for drilling epoxy 
laminated fibreglass printed wire cards. 


FINAL CHOICE: MORSE Electrolized Triple Treatment Drills. 


RESULTS: 400% more clean holes, with no tearing of thin copper 
sections around the holes. 
400% fewer drills ground per day. 
Less down time, higher production. 


And you can get comparable results with Morse Electrolized Tools . . . available 
only from your Morse-Franchised Distributor. Call him now. 


MORSE TWIST DRILL & MACHINE CO., NEW BEDFORD, MASSACHUSETTS 
A Division of VAN NORMAN INDUSTRIES, INC. 


MORSE 


means “TEE MOST” in Cutting Tools 


WAREHOUSES IN NEW YORK, CHICAGO, DETROIT, DALLAS, SAN FRANCISCO 
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GEORGE S. CASE, Jr., President, 
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Lamson & Sessions, tells... 





How we've planned 

our organization 

to help you “tighten up” on 
fastening costs 


poe OFTEN, unit price has been the sole criterion in fastener 
buying. Actually, what you want to buy and what we have 


to sell is lower total cost of assembly. 


The past twelve months have seen the culmination of a care- 
fully planned, long-term program at The Lamson & Sessions Co. 


Included in this program are: 


Two new, ultra-modern plants at Cleveland and Chicago 
—plus up-to-date plants at Birmingham, Kent and Cuyahoga Falls, 
Ohio — representing an investment of more than $18,000,000 in 


fully-integrated, high volume, high precision production facilities. 


A new concept of customer service through effective 
co-ordination of all departments—Sales and Order Service, 
Research and Development, Engineering, Quality Control, 


Purchasing, Inventory Control, Packaging and Shipping 


Today, as industry moves more and more toward automated 
or semi-automated production and assembly, highest quality and 
reliability of components becomes a must. Our entire effort is 
organized to assist you in attaining this goal—where any type of 


standard or spec ial fastener is required. 


In future messages, we'll tell you about specific ways in which— 


Le S Fastener Engineering helps you ‘‘tighten up’’ on... 


® PURCHASING COSTS 
@ INSPECTION AND HANDLING COSTS 
® ASSEMBLY COSTS 


LAMSON €& SESSIONS 


5000 TIEDEMAN ROAD + CLEVELAND, OHIO 


J Plants in Cleveland and Kent, Ohio + Chicago and Birmingham 
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Carbides 











Don’t buy just the tool, Us 
buy the JOB it'll do! $ iG 


The real value of cutting tools can be measured only in ee of Today! 
terms of the amount of work produced. When V-R ; omorrow ... !oday: 
carbides consistently turn out more pieces per cutting Vascoloy-Ramet Corporation is a 
edge at increased speed, there has to be a reason! pioneer manufacturer of refractory 
The answer is quite simple . .. V-R production metals . . . making its substantial 
engineers work with thousands of production a ae or 
problems and develop carbides to fit the job , exceptional characteristics to meet 
requirements. It’s a matter of engineering the U the changing needs of industry. 
carbide for the job instead of trying to adapt a! _ 2B years of V-R research, engineering 


a : and manufacturing experience .. . 
the job to fit the carbide. covering thousands of application prob- 


Let V-R carbides help increase production lems . . . have produced the technical 
and reduce costs in your plant. Contact your know-how built into all V-R products. 
local V-R representative or distributor. . This same know-how is 
working full time, developing new refrac- 

tory metals, to meet tomorrow's needs. 


VYascoloy-Ramet corporation 


PRIME MANUFACTURERS OF REFRACTORY METALS ENGINEERED FOR THE JOB 


838 Market Street - Waukegan, Illinois 
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Washington Report 


The 1959 Congressional Battle: 
Inflation Vs. Spending 


The current battle in Congress 
is between legislators who see in- 
flation as the No. 1 threat and the 
so-called “spenders,” who feel that 
they have to make good on a num- 
ber of campaign promises. 

Hub of the argument is the 
federal budget for fiscal 1960. 
Government spending in the cur- 
rent fiscal year is close to $80 bil- 
lion, At the present time, the 
government has to go into debt 
over $1 for every $8 it spends. 
This is the legacy of the recession, 
when pump priming increased the 
amount of money spent and the 
drop in income cut deeply into 
the taxes that could be collected. 

In prospect for the current year 
is a much brighter picture for bus- 
iness and personal earnings—no 
bonanza but a solid improvement. 
This means that tax receipts will 
increase over 1958. 

On the other side of the ledger, 
the government expects to cut 
down some of its expenses. For 
example, the Administration is 
spending close to $7 billion for 
agriculture in the current fiscal 
year—about $1.9 billion more than 
it had expected to spend. Higher 
price support payments, increased 
soil bank payments, larger grants 
to states for school lunches, and 
more loans to farmers all swelled 
the total going to the farm. 

Another big factor in the huge 
federal deficit: over $1 billion 
more than was estimated was 
spent for purchases of mortgages 
on low-cost houses. 

In both these areas the federal 
government expects to trim its 
spending. It wants to cut ex- 
penditures from the current level 
of $80 billion to $77 billion. 
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But there is one major stumb- 
ling block. Although currently it 
looks like we're in the midst of 
solid recovery on the business 
front the pickup is still a long way 
off on the labor front. In late 
winter—when employment is al- 
ways at the bottom of the trough 
——the total number of jobless will 
be close to 4% million. This 
would be 650,000 more unem- 
ployed than in November 1958. 
The increase will probably be 
seized on by some Congressmen, 
who will be talking about “hu- 
man values.” 

What many thoughtful citi- 
zens never take seriously into 
account is that it is possible to 
have inflation side-by-side with 
a large number of unemployed 
and considerable unused indus- 
trial capacity. 


@ Military To Step Up 
Electronics Buying 


The military will be buying as 
much hardware in the year ahead 
as in the past year—but the mix 
will be sharply different. Instead 
of buying heavily in metals, the 
purchase dollars will be going 
increasingly into more electronics 
equipment. 

Rough figures show that about 
60% of the cost of the giant At- 
las guided missile is electronics. 
In the B-52 aircraft series, the 
percentage of dollars for 
tronics is about 30%. 

New technologies will have a 
major effect on military buying 
patterns. For many years, each 
branch of the military had its 
“favored” suppliers—prime con- 
tractors who knew what the 


elec- 


No one has figured out yet how to lick the problem of inflation in a full 
employment economy. That was the conclusion drawn from the testimony of 
econimists who appeared before the Joint Economic Committee. 
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BEARING SELECTION 
IS AN 
IMPORTANT FACTOR... in 12 Out 


roy aw kaw DY-X-$ Lope) 
DESIGN ENGINEER PROBLEMS ™ Engineering 


*new product design 


*reduced costs . Problems eek 


*production methods 








*automatic operation 
* decreased maintenance 


*improved appearance 





materials selection 
*weight reduction 


* greater precision 





*higher speeds 
*easier operating 
controls 
lubrication methods 
* quieter operation 


*reduced vibration 


Tabulated results 
recent survey showing the 
problems receiving great 
est attention from Product 
Designers 


Yes, whether it be new product design, reduced costs, quieter operation or any 
of 12 of the 14 principal design engineering problems, the selection of bearings 
is a major consideration. And NICE BALL BEARING COMPANY produces com- 
plete lines of precision, semi-precision and unground standard and special 
bearings. Hence, NICE field and factory engineers offer the advantage of a 
diversified product and experience...and are well qualified to recommend 
or design the economically and functionally correct bearing for your particular 
application. 
The new UNIBAL®, a NICE ball bearing of revolutionary design’, has opened 
As illustrated above, the new 4 an entirely new area of savings and design improvement possibilities 
UNIBAL Ball Bearing features P y 9 9 P P ‘ 
solid inner and outer raceways, Have you investigated the design and cost saving opportunities offered by 
with deep, unbroken ball grooves, the NICE Line? 
PLUS a full complement of balls. 


> a 
& ® 
~~ | ~ 


NICE BALL BEARING COMPANY 
NICETOWN PHILADELPHIA: PENNSYLVANIA 
Nib lel, Mel meri ii, ica ee) ice) 2 810), | 
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services wanted and how to sup- 
ply it. 

Under present fast-moving de- 
velopments, the services can no 
longer control who gets what. 
Two of the most drastic Navy 
cutbacks affected a long-time 
Navy supplier. 

It has been almost axiomatic 
for the armed services to put 
its buying eggs in several bas- 
kets. In recent years, they have 
been able to use several different 
approaches to a specific military 
problem in order to make sure 
they were not overlooking any- 
thing. The problem now con- 
fronting them is: each approach 
is so expensive that the military 
is forced to choose between them 
—and drop some projects which 
are considered highly promising. 


Spend $56 Billion? 


The first “flash” estimates of 
the military budget showed that 
if the services were to get what 
they felt was necessary, they 
would be spending close to $56 
billion. From a purely fiscal con- 
sideration this figure was just a 
pipedream. The top-level decision 
has been to keep military spend- 
ing down to the $41 billion level 
in fiscal 1960. 

As a result, the recent trend 
of reducing the number of men 
in the services will continue. In 
addition, projects that were con- 
sidered highly important six 
months ago will be terminated. 


@ Most Metal Prices 
To Be Steady In ‘59 


The 1959 price outlook holds no 
major surprises. Price analysts, 
who watch raw materials and 
wholesale price trends, suggest 
that prices will hold steady until 
some new force is injected. 

There will be some price creep- 
up, reflecting higher costs of 
freight, handling, and services. 
But in basic prices, there is just 
too much competition among pro- 
ducers to push prices any higher. 

The big test will come in steel. 
New wage contracts are coming 
up soon for negotiation, and there 
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are bound to be some further 
wage concessions. The steel indus- 
try is taking a firm bargaining 
position because management 
feels there is little room to absorb 
higher wage costs in the present 
schedule of prices. 

The United Steel Workers 
union is reported to be preparing 
rather stiff demands for a “big 
wage package.” This package is 
believed to include stepped-up 
medical insurance coverage for 
the steelworkers. 

It is still much too early to 
talk about deadlocks in negotia- 
tions. At present there are no 
reports of large amounts of ad- 
vance buying to cover possible 
strike-caused shortages. 


Steel Market Shifting 


The Business and Defense 
Services Administration sees the 
steel market this year shifting 
back to what it was in 1957. Em- 
phasis will be on certain items, 
such as sheets, strip, and tin mill 
products. 

The steel industry pricing 
policy has been directly affected 
by wage payments. Of the total 
sales dollar, about half is for ma- 
terials and services and a third 
for labor. Although raw materi- 
al, transportation, and other op- 
erating costs represent half of the 
sales dollar, no one of these fact- 
ors alone is of major importance 
in setting the price of steel. 

Steel price increases have tra- 
ditionally come as a result of 
wage increases. In 1956, the mid- 
year average price increase was 
6.35, in 1957 it was 4.1%, and 
in 1958 it was 2.6%. 

According to trade sources, the 
small increase last year repre- 
sented considerable absorption of 
the higher wage rates by the 
companies. Any hike in 1959 is 
expected to be fully reflected by 
a price hike this year. 

Steel industry leaders are 
aware that the price treadmill is 
not endless. There have been 
some offerings of foreign iron and 
steel to the U. S. market at lower 
than prevailing prices, and these 
offerings will step up in ’59. How- 





It’s Easier 
and 


Less Costly 


to BUY MELLOWES 
LOCK WASHERS 


because of Mellowes 
Functional Packaging 


Reducing labor costs is primarily a 
problem of reducing material han 
dling . . . in the shop or in the ware 
house ... and packaging has become 
an important factor in the continuing 
battle for lower costs. The products 
of a supplier who helps you reduce 
material handling costs are your 
best buy. That is why Mellowes, the 
originator of Coin Pak, packages 
lock washers as you want them; of 
fers you a choice of modern func 
tional packaging: — 

Coin Pak paper tubes with crimped 
ends—the most compact method ever 
devised for packaging lock washers. 
Saves you valuable shelf-space, elim- 
inates waste, prevents spilling and 
mixing of sizes. 


2-label, 2-way, color-coded cartons, 
for Lock Washers in Coin Pak or in 
Standard Quantities. Designed for 
upside-down stacking, they prevent 
the bottom from falling out when box 
is lifted — no spilling or waste. In 
stantly readable end labels speed 
packing, unpacking and filling orders 

JOB-PAK, the modern bulk pack 
age for lock washers, gives you the 
contents of a keg in ONE shipping 
container divided into 6 inner 
cartons labeled and counted 


You save money with JOB-PAK 
because it makes it easy to handle 
and distribute bulk lock washers, 
provides re-usable containers, per 
mits bulk quantities to be stacked on 
shelves with other packaged goods, 
saving valuable floor space. 

Mellowes bulk packages are strong 
and sturdy (350 lb. single-wall outer 
carton and 350 |b. double-wall inner) 
can be stacked or palletized. 


Yes, Mellowes modern, functional packag- 
ing, and other Mellowes policies, make it 
easier and less costly to buy your lock 
washers from Mellowes. Write for the com- 
plete story. 


The Mellowes Company 
141 E£. Nash Street * Milwaukee 12, Wis 


A. W. Melliowes, 
Founder and Chairman 
of the Board 


Note: 

This is one of a series 
of advertisements pre 
senting Mellowes cus 
tomer-service policies 
which benefit you, the 
buyer of Lock Washers 
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New addition 
to the line of 
Grinnell 
malleable 
iron 

hangers 


Grinnell’s Malleable Iron G Clamp Hanger is a new addition 
to the line of Grinnell Pipe Hangers and Supports, the most 
complete line of any manufacturer. This hanger answers a 
long-felt need for support of pipe or conduit (up to 4 inches 
in size) where application can be made directly under 
structural steel. 

The saddle of the Grinnell G Clamp swivels. This permits 
pipe or conduit to be installed either parallel or traverse to 
the beam axis. Separate beam clamp, rod and pipe clamp are 
not required, thus saving cost of supports and installation 
time. 

Grinnell G Clamps are made of malleable iron with a 
ribbed design for added strength. The set screw has a 
hardened steel cup point for clamping rigidly to beam. Full 
thread engagement is provided by the tapping through the 
upper jaw. Approved by Factory Mutual Laboratories for 
use on fire protection and plumbing systems. Especially 
recommended for hanging conduit. Maximum recommended 
loads are from 210 to 450 pounds, for the smallest to the 
largest sizes, with a safety factor of 5. 


Saddle swivels, permitting suspen- 
sion of the pipe or conduit at 
any angle in a plane parallel to 
the face of the supporting flange. 


Grinnell Company, Inc., Providence, Rhode Island e 


_oo8* 


- 


/aky\ 
) HANGER q 


Ra 


Every Grinnell Malleable Iron 
Hanger offers... 


Safety factor of at least 5 


Thickness of metal increased at 
points of concentrated stress 


Homogenous metal composition 
throughout 


Extremely high resistance to 
impact and corrosion 


Economy 


GRINNELL 


AMERICA’S +1 SUPPLIER OF 
PIPE HANGERS AND SUPPORTS 


Coast-to-Coast Network of Branch Warehouses and Distributors 





pipe and tube fittings * welding fittings * engineered pipe hangers and supports * Thermolier unit heaters *° valves 


Grinnell-Saunders diaphragm valves * pipe * prefabricated piping 


industrial supplies ° 


plumbing and heating specialties * water works supplies 
Grinnell automatic sprinkler fire protection systems ° 


Amco air conditioning systems 
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ever, the quantity has not been 
significant thus far and the qua- 
lity has been questionable. 


Nonferrous Prices Steady 


In the nonferrous metals, price 
lines have been holding steady, 
with little indication of pressure 
for important increases. For in- 
stance, copper is now coming into 
better balance. 

A big factor in stabilizing sup- 
ply and demand for copper last 
year was the series of strikes in 
Northern Rhodesia, Canada, and 
Arizona. Due to these work stop- 
pages in the mines, there was a 
90,000-ton loss in production in 
1958. 

However, imports of brass prod- 
ucts are bothering the domestic 
producers. The Department of 
Commerce notes that continued 
imports of seamless tubing and 
brass rod are expected to give 
domestic mills heavy competition. 

The government analysis indi- 
cates there is an increasing ten- 
dency on the part of consumers to 
speculate on price trends by cur- 
tailing or increasing their pur- 
chases. This is viewed by the 
Commerce Department as an 
“unfavorable factor.” 


@ GNP To Be Revised 
On A Quarterly Basis 


The Department of Commerce 
will keep close tabs on the re- 
covery trend—adjusting the Gross 
National Product on a quarterly 
basis to take into account what- 
ever inflationary factors have oc- 
curred. 

Up to now, the Office of Busi- 
ness Economics has been making 
adjustments in its GNP estimates 
on an annual basis. There has 
been criticism that this does not 
give a sufficiently current pic- 
ture. 

Under the new program, the 
adjustments will be made each 
quarter. Thus, in February, the 
Department will announce its 
GNP figure for the fourth quarter 
of ’58, with suitable correction 
for price changes in that period. 

—A. N. Wecksler 
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Don’t wait 
till you need 


Dependabitity- 


Get it WOW 
with 


H<«S Helical Gears 


H &S Helical Gearing with overlapping tooth action is your 
ideal choice for power transmission on parallel shafts where 
speeds are high, where loads are high, and where smooth action 
is desired. Here’s why — 


@ Correct machining of blank and accuracy of tooth 
generation reduce impact and increase ioad carrying 
Capacity. 

@ Extra heavy rims, arms and hubs provide greater 
strength and stability. 


H & S Helical Gears are available with diameters up to 125°, 
1 D.P. and 40” face. 
It will pay you to learn more about the extra quality built into 


every H & S Gear. Send us your requirements. Quotations will 
be forwarded by return mail. 


Send for your free copy of H & S§ Gear Catalog No. 57. 





THE /HORSBURGH & SCOTT) CO. 


Es: GEARS AND SPEED REDUCERS 
| bs 5112 Hamilton Avenue 
t Cleveland 14, Ohio 
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another Mayflower customer reports: 


66 "99 


perfect! 


..e and your timing was 


Furniture arrived in good condition and your timing was 
perfect! Your agent was very cooperative. The driver seemed 
very anxious to give good service. When and if I move again, 
it will be by Aero Mayflower.” 


This hamemaker’s comment on the eRe 


ayflowe? 


coMPANY 


VERS 


family’s move 
from Sarasota, Florida to Logan, West Virginia is typical 
of hundreds we receive ev ery week. 


TRANSIT 


Mayflower knows the importarce of departure and pono aint MO 


arrival requirements . . . and plans to meet them. Dis- 


patchers schedule vans carefully. Equipment is main- 
tained in tip-top condition. Mayflower’s drivers work 
Mayflower can make your move easy 


too. Call 


hard to be on time. 


and convenient, and safe for your furniture, 


your Mayflower agent for help and information. 


AERO MAYFLOWER TRANSIT COMPANY, INC. «© INDIANAPOLIS 


. 
Find your 
Agee La gael 


| 
a rooee 


He's a leading warehouse- Mayflower does 


all the work 


world-wide 
service 


exclusive, “packed every piece 


padded 


new, higher 
standard of service 


manin your city. He explains 

ervice, estimates costs 
makes all arrangements 
Helps in every way. Find 
him under “Moving.” 


For More Information Write No. 
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To and from all 49 states 
and Canada overseas by 
ship or plane our re- 
sponsibility all the way! 


Van men, quaiified by spe 
cial study, training and 
examination for safe and 
careful service 
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with pride” service 


Safeguards even your most 
fragile pieces with the very 
best methods and packing 
materials known. 


For More Information Write No. 


Protect every surface, edge 
and corner. Special covers 
for tables, appliances 
pianos, mattresses 


Takes over the whole job of 
moving you out and reset- 
thing you quickly, easily 
safely in your new home! 
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“ WEIRKOTE'S SOMETHING SPECIAL! IT CAN END THE NEED FOR 
ANY FURTHER CORROSION PROTECTION AFTER FABRICATION.” 


. You mean it? Weirkote can save you the cost of any further processing for corrosion 
protection after fabrication? 


. Absolutely. It’s the continuous process that does it. Integrates the zinc to the steel so 
tightly there's never any peeling or flaking. No matter how severe the fabrication— 
any torture test you put it through—that bond stays put! 


. Hmmm. Weirkote sounds great. One thing—is its zinc coating uniform throughout? 


. To the nth degree! Even the hardest-to-reach areas on the most complicated fabrica- 
tions are completely protected 


. Corrosion-protected, you mean? 


. Corrosion-protected all over! So much so that you can work Weirkote to the very 
So t 


limits of the steel itself. here you have it: stepped-up manufacturing efficiency, 
sharply curtailed manufacturing costs. All from Weirkote! 


Send for free bo at dete aving advantages of skin-tight zinc-coated 
Weirkote. Just writ eirt Stee ‘ompany, Dept. G-1, Weirton, West Virginia. 


WEIRTON STEEL 
COMPANY 


WEIRTON, WEST VIRGINIA 


n of 


NATIONAL STEEL al, CORPORATION 





—_— mie Ace 
CimPEeRIAL 


A Crowning Achievement 
in Cutting Fluids! 


Now—Cincinnati Milling Products Division presents the most 
advanced cutting fluid in the history of the industry—CIMPERIAL, 
crowning achievement of the great line of CIMCOOL® products ! 


Since shortly after World War II, the Cincinnati Milling Products 
Division has conducted continuous and exhaustive research into 
Cutting Fluid action. This intensive study led to the introduction 
of radically different CimcooL, and then nationally acclaimed 
CIMCOOL S2. And now—CIMPERIAL ! 


CIMPERIAL IS THE NEW SOLUTION FOR METAL CUTTING PROBLEMS! 


60 pieces per grind 


i E 


bit CIMPERIAL, a chemical solution, defeats heat and increases wv Y, CIMPERIAL, in a series of exhaustive 
tool life. CIMPERIAL’S new extreme pressure (EP) additives, which tests, obtained more efficient metal cutting 
it contains in abundance, withstand high temperatures and action with less force on the tool than either 
pressures. By lowering friction, one source of heat is reduced. a soluble oil or a cutting oil. The threading 
CIMPERIAL also decreases the larger source of heat, metal deforma- operation pictured here shows the set-up of 
tion. Through the elimination of both sources of heat to a re- one of the many tests made. CIMPERIAL ob- 
markable degree, CIMPERIAL greatly increases effective tool life, tained a better finish, visible proof of the 
and permits faster speeds and feeds. For example, in the plant of effectiveness of CIMPERIAL’S newly discovered 
a diescl engine maker, CiMPERIAL boosted the average pieces per EP additives. 

tool grind from 35 to 60 (a 70% increase) on a special lathe 

turning cast iron pistons complete. 
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\v CIMPERIAL has a maximum amount of effective 
bactericides. It contains no food for bacteria . . . will 
not turn rancid! On the left in the illustration, note the 
white specks. These are bacterial colonies grown in three 
days from a measured quantity of ordinary tap water. 
On the right, the same tap water was used to dilute 
CIMPERIAL. After three days, no bacterial growth has 
occurred, due to the effective bactericides in CIMPERIAL. 


\y CIMPERIAL offers positive rust control un- 
equalled by any other water miscible cutting fluid. This 
rust control is obtained by incorporating two types 
of chemical rust inhibitors which work independently 
to counteract corrosion on all metals. Mixtures of 
CIMPERIAL and a soluble oil, each at 1:40, were left 
overnight on the polished steel cylinders shown above. 
CIMPERIAL shows no rust; the soluble oil sample shows 
light rust overall, with one area of intensive rusting. 


YOU, TOO, can lower tool costs and increase your production with 
new, revolutionary CIMPERIAL! In CIMPERIAL, the Cincinnati Milling 
Products Division has developed the most advanced and completely 
effective cutting fluid in the metal-working industry. It is an 

entirely new chemical concentrate especially designed for heavy-duty 
applications. CIMPERIAL is the only water-soluble fluid capable of 
performing the tough, low-clearance, low speed operations previously 
limited to cutting oils. CIMPERIAL also provides excellent cutting 

action on standard operations. CIMPERIAL is a chemical solution—not 
an emulsion—which effectively covers 95 % of all metal cutting jobs. 


‘CIMCOOL 


Cutting Fluids / 


IO% Or ALL METAL 


VU 


Production-proved products of The Cincinnati Milling Machine Co. 


CIMPERIAL—newest in the world-famed, industry-proven line of CIMCOOL Cutting 
Fivids! CIMCOOL $2 Concentrate—Covers 85° of all metal cutting jobs. CIMPLUS— 
The transparent grinding fluid with exceptional rust control. CIMCUT Concentrates 


(AA, NC, $S)—For jobs requiring oil-base cutting fluids. CIMCOOL Tapping Compound 
—CIMCOOL Bactericide—CIMCOOL Machine Cleaner. 


For full information on great new CiMPERIAL and the complete family of CimcooL 
Cutting Fluids, call your Cimcoot Distributor today. Or contact Cincinnati Milling 
Products Division, Cincinnati 9, Ohio. 


© Trade Mark Reg. U. S. Pat. Off. 
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PAYS TO STANDARDIZE ON STANSCREW 


Were 


Stanscrew fasteners meet DoOALL standards 


for high strength, rigidity, “clean” design 


This outstanding machine was developed by the 
DoALL Company to handle industry’s largest, 
toughest cut-off jobs. Not a beefed-up model of 
existing machines, this ‘biggest band saw built”’ 
is a unique new design. As one example, the 
cutting head travels vertically, but cutting takes 
place on the lower edge of the top saw band. 

The new design of this unit, Model C24, 
therefore represents an entirely new concept of 
rigidity, applied power, and precision control. 
These basic considerations dictated the selec- 
tion and application of every part . . . including, 
of course, the fasteners. 

Small wonder, then, that DoALL’s design en- 
gineers, after consultation with Stanscrew’s fas- 
tener specialist, selected Stanscrew socket cap 
screws for vital applications such as attaching 
hydraulic cylinders. These reliable fasteners pro- 
vide the high strength needed. Correctly ap- 


Mi: ibd 


plied, they give assurance against misalignment 
even after extensive use—a must in this pre- 
cision machine. And, by permitting flush, snag- 
free surfaces, the fasteners also contribute to 
the C24’s superior styling. 

Like DoALL, other leaders of American in- 
dustry are learning the advantages of calling in 
a Stanscrew specialist when a new product is 
on the drawing boards. His wide experience can 
often suggest ways to cut fastener or assembly 
costs ... for example, by substituting a standard 
fastener for a costly special. He can make sug- 
gestions from Stanscrew’s complete line of over 
4,000 types and sizes, always in stock and 
quickly available. 

So whatever your requirementsan fasteners, call 
your Stanscrew distributor today. He will gladly 
arrange for a prompt visit from the Stanscrew 
fastener specialist. 


STANSCREW FASTENERS 


VGuVvy 


STANDARD SCREW COMPANY 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HMMS | HARTFORD MACHINE SCREW COMPANY, HARTFOND , CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


2701 Washington Boulevard, Bellwood, Illinois 
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NOW! Direct to Denver 


With the acquisition of 


Prucka Transportation, 
interstate System offers 
fast, single-line service, 
Atlantic Seaboard to the 


Rocky Mountains. 


America’s fastest growing motor freight system now 
offers fast, direct single-line service between key 
eastern, mid-western and Rocky Mountain markets 
with new comprehensive coverage in Nebraska and 
Colorado, We have the facilities and the equipment 
to render exceptional service on both truckload and 
LTL shipments. Our Chicago terminal, featuring 
timed, scheduled departures for points west every 
four hours, insures swift, dependable service to 


large and small cities on our western route. 


COAST-TO-COAST SERVICE! Shippers using 
Interstate System can be guaranteed thru rates to 
named in Rocky Moun- 


tain tariffs. Denver is the interchange point; our 


or from West Coast points 


64 Terminals in 26 States 





West Coast carrier is Garrett Freightlines, Inc., 


serving 11 states west of the Continental Divide 


DIRECT TRUCK SERVICE TO PUERTO RICO! 
New trailership service to and from Puerto Rico 
from any point on the Interstate System, with 
facilities to handle truckload, LTL, open top a 
well as traffic needing heat or refrigeration. For 
complete information, including rates and sched 
ules, call your local Interstate representative. He 


listed in the Yellow Pages 


INTERSTATE 


SYSTEM . 


Grand Rapids 
Michigan 


MORE THAN A TRUCK LINE...A TRANSPORTATION SYSTEM 





WTERSTATE MOTOR FREIGHT SYSTEM 





GARRETT FRENGHTL INES mec 








<7 2 


YZ UX Ls 
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AIRCO'S POPULAR, 7 
LOW-COST EASYARC gga 


STAINLESS = . 


308, 316 and 347 


They end the moisture problem. Easyarc stain- 
less steel electrodes are hermetically sealed 
moisture-free in extruded aluminum cans. 
You get them dry and store them dry. 
Break the seal and they are ready for 
use —oven fresh— without the need of 
costly drying equipment. Reseal the 
can and you keep any remainder 
virtually as originally 
packed ’ 
Easyare s , 316, and 347 
powdered fietal electrodes 
for stainless give You approxi- 
mately 90% more weld per rod 
than conventional s.s. electrodes— 
and they cost much less per pound. 


In addition, restriking is instantane- 
ous, arc action smooth, bead appear- 
ance exceptional, slag removal easy. 


Order the new Easyarc 308, 316, and 347 

stainless steel electrodes in the moisture- 

proof “POP” can from your nearest Authorized 
Airco Dealer. 


Look for his name in the yellow pages of the tele- 
phone book under “Welding equipment and sup- 
plies.” Or call your nearest Airco office. 





On the west coast — 
Air Reduction Pacific Company 


Internationally — 
Airco Company International 


, SALES COMPANY . ant r Products Corporation 
ts ; n Canada — : 
of Air Réduction Company, Incorporated Air Reduction Canada Limited 


™ 450 All divisions or subsidiaries 
| ¥80 East 42nd Street, New York 17, N. Y. Pag ne we obiy ow amin 








Offices and dealers in eS Sy 
most principal cities ea 7 
PAT THE FRONTIERS OF PROGRESS YO v'l F 1 D AN AIR REDUCTION PRODUCT °* P ct the Air k t . ny, Incorporated 
mnclude: AIRCO — Industrial gases, weldingegnd cutting equipment * AIRCO CHEMICAL — viny! ocetct V tearate, methyl butynol, methy! 


is 


PeNtynol, and other acetylenic ch al PPURECO-carbeh dioxite-gaseous 9 grade CO; solid ('DRY-ICE"') * OHlO-medical gases 
band hospital equipment * NATIONAR DE—pipeline age’, c- -alcium corbide * COLTON-—polyviny! acetate, alcohols, and other synthetic resins 
ee x - < 
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Don't buy a “bearing in a poke” 
. .. Buy from your authorized 


source, 


Know what you're buying — Know that the manufac- 
turer and Bearings, Inc., as an authorized distributor, 
stand back ot every bearing we sell you! Knou you re 
getting the latest most improved design with a 


maximum, useable life. 


Know the bearings you buy are in the manufacturers’ 


original boxes, carefully protected from dirt and 


Bearings, 


Inc.|! 


corrosion. Anou that your bearings are as spec ified 


for precision and fit. 


Don’t buy a “bearing in a poke” from unauthor- 
ized sources — Contact your nearest Bearings, Inc. 
branch and get the best bearings for your needs. 


— 
? 


You will save time, trouble and money in the 


' 
long run! 


BEARINGS, INC. 


OHIO: Akron + Canton + Cincinnati * Cleveland * Columbus * Dayton + Elyria * Hamiltons Lima * Lockland « Mansfield * Toledo * Youngstown ¢ Zanesville 
INDIANA: Ft. Wayne Indionopolis * Muncie * Terre Houte PENNSYLVANIA: Erie + Johnstown * Philodelphia * Pittsburgh * York 

WEST VIRGINIA: Chorleston + Huntington « Parkersburg * Wheeling NEW JERSEY: Comden 

NEW YORK: Buffclo, Balonro!l Corp. > MARYLAND: Baltimore DELAWARE: Wilmington 


Dixie BEARINGS, INC. 


FLORIDA: Jocksonville» GEORGIA: Atlontas KENTUCKY: Lovisvilles LOUISIANA: Baton Rouge * New Orleans 
N. CAROLINA: Chorlotte + Greensboro * $. CAROLINA: Greenville > TENNESSEE: Chattonooge « Kingsport * Knoxville * Nashville 
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PAINT A ZEBRA 
at the 
PLANT MAINTENANCE SHOW 
Booth 415 
Cleveland Public Auditorium 
January 26 thru 29 


MLA 





4q 


- 








‘ 








Barreled 
Sunlight 


HIDING 
POWER 


gives you one-coat paint coverage .. . lower “on-the-walli" costs! 


This zany zebra reminds us of the “draw- 
down” charts used to measure the hiding 
power of paints. Both sport stripes which 
are tough to top! 

Yet time after time, these draw-down 
the hiding 


“Barreled Sunlight" Engineered 


tests demonstrate superior 
power of 
Paint. Even under toughest test conditions, 
its unmatched opacity means solid, one- 
coat coverage...far fewer gallons to do the 
job better. 


Sunlight paint is engineered to go on faster 


same What's more, Barreled 


Barreled Sunlight 


FOR A BETTER LOOKING, LONGER 
LASTING PAINT JOB AT LOWER COST 


and easier to save on labor costs...eng/- 
neered to resist weather, wear and washing 

. engineered to hold its color, finish, and 
“fresh-painted” look longer than any other 


paint you can buy and apply. 


Why don’t you prove the economy of 
Barreled Sunlight paint for yourself? Let 
an experienced Barreled 


Sunlight repre- 


sentative demonstrate its many cost-cut- 


ting qualities with a free “On-the-Wall” 


Test in your plant now. 


eeeeoeeweeeeeeeeeeeeneeee 


BARRELED SUNLIGHT PAINT COMPANY 


18-A Dudley Street, Providence 1, Rhode isiand 


Please have your representative arrange 


a free “On-the-Wall” Test 


Please send me your new “Quick Reference Guide” 


to Barreled Sunlight Paints 
Name 
Company 
Street 


City State 








SPANG Steel Pipe carries corrosive Trichlorethylene for the Ford wind tunnel, where engineers 
conduct experiments in aerodynamics and radiator, ventilation, and air conditioning development. 


SPANG Steel Pipe carries corrosive brine 
in Ford Motor Company wind tunnel 


60°F above zero to 


20°F .. . those 
are the conditions under which the 
Ford automotive testing wind tunnel 
operates. There can be no room for 
material or mechanical failure here. 

In this installation, SPANG Steel 


Pipe carries corrosive brine in the 


refrigeration machinery, which pro- 
duces extreme weather conditions for 
testing and developing radiators and 
air conditioning systems as well as 
aerodynamics testing. 

SPANG Steel Pipe is manufactured 
under strict quality-control conditions 


and thoroughly tested and inspected 
to assure you of top-quality installa- 
tions and performance. 

For your next job: make it steel 
pipe .. . make it SPANG. 
Plumbing Contractor: 

James & Roach, Inc., Detroit, Michigan 


THE NATIONAL SUPPLY COMPANY 


Subsidiary of Armco Stee! Corporation SY, 
\//e 


TWO GATEWAY CENTER, PITTSBURGH, PA, 





Alemite Hand Guns and Fittings Give You 
Up to 10,000 lbs. of Lubrication Power! 


The point of lubrication is where 
maintenance costs can be cut— 
providing you have the right 
equipment for the job! 

This heavy-duty Alemite 
hand gun—combined with gen- 
uine Alemite lubrication fittings 
—brings up to 10,000 Ibs. of pres- 


ALEMI 


Divis N 
1850 Diversey Parkway, Chicago 14, Illinois 
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sure to even ordinary lubrica- 
tion points. It gives you power 
to spare for fast, efficient, money- 
saving protection of every ma- 
chine in your plant! 

Gun handles all regular pres- 
sure gun greases. Long operat- 
ing handle for maximum lever- 


age. Loader fitting permits fast 
clean filling (or gun may be 
filled by suction). Heavy steel 
linkage for true piston align- 
ment. Capacity, 1 lb. Get more 
out of man-hours and machine- 
hours with Alemite lubrication 
equipment! 


ruMAIL COUPON FOR COMPLETE INFORMATION=4 


ALEMITE, Dept. 2-'9 
1850 Diversey Parkway, Chicago 14, Illinois 


Pleose send me free your complete cotalog of Alemite 


industrial lubricetion equipment 


; 
: 


Q 
= 


State 


wwe www eww we eM Ke 
) z 
: 
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stop foam. troubles 
anywhere... 


WITH DOW CORNING SILICONE DEFOAMERS 





Here, silicones kill grinder coolant foam . . . while here silicones stop foam in food processing 


THE MOST EFFECTIVE ... ECONOMICAL FOAM KILLERS 


Wherever there's a foam problem in your speed production, increase capacity, and elimi- 
plant, try a Dow Corning SILICONE DEFOAMER. nate boil overs. Dow Corning defoamers give 
Economical, efficient, SILICONE DEFOAMERS you the greatest effectiveness — a teaspoonful 
are available as fluids, emulsions or pastes for prevents mountains of foam. And they‘re easy 
either aqueous or non-aqueous systems. They to handle and store. 


YOUR BEST SOURCE FOR ALL SILICONES ... DOW CORNING 


Adhesives, defoamers, lubricants, cosmetic and These and many other Dow Corning Silicones 
polish additives, electrical varnishes, paint are cutting costs for industry . . . and are help- 
resins, intermediates, Silastic” (silicone rubber), ing to make good products better. For more 
Sight Savers", paper coatings, laminating information, call the branch office nearest you 


resins, water repellents, and release agents. or write direct to Dow Corning, Dept. 2013. 


When you consider the entire cost, 
nilicones cost less. Fivet in 
Eiiterelar | 


Dow Corning CORPORATION 


MIDLAND. MICHIGAN 


ATLANTA BOSTON CHICAGO CLEVELAND DALLAS LOS ANGELES NEW YORK WASHINGTON, DB. Cc. 
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stainless strip—that reflects your specifications 


Call Crucible to fulfill strict specifica- 
tions for lustrous finish, uniform quality 
and gauge in stainless strip. For Crucible 
produces finishes of incomparable lustre 
by precision-rolling each coil on modern 
mills. Exact quality and gauge are con- 





sistently ensured because Crucible 
methodically checks each heat, measures 
gauges continuously with electronic con- 
trols. So why settle for less than strip 
that reflects your high standards? Call 


Crucible—a leading producer of stain- 
less in gauges to .010” and in all widths. 
Or write: Crucible Steel Company of 
America, The Oliver Building, Mellon 
Square, Pittsburgh 22, Pa. 


CRUCIBLE STEEL COMPANY OF AMERICA 


| 
J Canadian Distributor 


Railway and Power Engineering Corp., Ltd. 








- 
e 


All that paperwork can mean less than 
nothing . . . unless it’s based on up-to-the- 
minute “facts in figures’’. Figures on 
production and processing that prevent 
errors, delays, shortages, over-runs . . . that 
indicate maintenance and replacement 
needs .. . that improve work scheduling 
and quality control... and give workers a 
fair basis for wage and incentive payments. 
What’s more, built into your products, 
Veeder-Root Counters will give you a new 
sales pitch . . . even prove your product’s 
guarantee in service. Yes, you can count on 
Veeder-Root Countrol in countless ways... 
to your profit. Let us show you how. Write: 





You always “Know the score” when you count on Veeder-Root! 


| 








Vary-Tally Multiple Unit New High-Speed Predetermining New ‘‘Count-Pak"’,acompleteelectronic count- 
Hand-operated Counter. Counter, Series 1522, features instant ing package for use where high speed, long 

Easy keyboard action. All lever reset plus quick and easy setting life and instant reset are required. Rated at 

units On same row reset of predetermined number. Speeds up 20,000 counts per minute (with added decade 

instantly to zero with one turn to 6,000 rpm. Also supplied without speeds run up to 200,000 cpm). Completely 

of knob. Supplied in practically any — predetermining feature. transistorized. Photohead adaptable to any 
number of units, in any arrangement. job. Several other ‘“‘Count-Paks” available. 


g 
Everyone can Count on >) Veeder-Root wc. 


HARTFORD 2, CONNECTICUT 
Hartford, Conn. * Greenville, S.C. * Altoona, Pa. © Chicago 
New York « Los Angeles * San Francisco * Montreal 
Offices and Agents in Principal Cities 
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: An important message to every sulfuric user : 
interested in spent acid recovery... 


12 GENERAL CHEMICAL Plants 


are equipped to handle spent acid for you 


ANACORTES WORKS 
Anacortes, Washington 


BATON ROUGE WORKS 
Baton Rouge, Louisiana 


BAY POINT WORKS 


Port Chicago (San Francisco), California 


BUFFALO WORKS 
Buffalo, New York 


CALUMET WORKS 

Hegewisch (Chicago), Illinois 
DELAWARE WORKS 

North Claymont, Delaware 
DENVER WORKS 

Denver, Colorado 
DETROIT WORKS 

River Rouge, Michigan 
EAST ST. LOUIS WORKS 

East St. Louis, Illinois 
ELIZABETH WORKS 

Elizabeth, New Jersey 
EL SEGUNDO WORKS 

El Segundo (Los Angeles), California 


RICHMOND WORKS 
Richmond (San Francisco), California 


RFR ws™ 


JANUARY 19, 
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General Chemical provides industry 
with sulfuric acid from 18 producing 
points, located in major centers of com- 
merce from coast to coast. Of these, 12 
are equipped to handle spent acid—pro- 
viding unmatched experience, service 
and facilities to customers interested in 
spent acid recovery. 

Relatively high strength, impure sul- 
furic presents many problems of han- 
dling and disposal. With General’s help 
you may be able to turn this costly 
nuisance into an economic asset. 

Whether we can help you or not de- 


, y 
YS 


py 


\ 


/ 


pends on a number of factors: The acid 
strength ... The nature and amounts of 
contaminants . . . The tonnage avail- 
able . . . The distance of your location 
from our nearest plant. Generally, spent 
acids containing 70%-80% sulfuric 
acid, or higher, can be reclaimed if they 
do not contain impurities harmful to 
the equipment. 

Our experience in solving spent acid 
problems of every kind is at your serv- 
ice. For further information, write or 
call your nearest General Chemical 
office. 


GENERAL CHEMICAL DIVISION 


40 Rector Street, New York 6, N. Y. 


Offices: Albany * Atlanta ¢ Baltimore * Birmingham * Boston * Bridgeport * Buffalo « Charlotte * Chicago 
Cleveland (Miss.) * Cleveland (Ohio) * Denver * Detroit * Houston « Jacksonville * Kalamazoo * Los Angeles 


Milwaukee ¢ Minneapolis * New York © Philadelphia ¢ Pittsburgh ¢ Port 


land (Ore.) © Provic - 


San Francisco * St.Louis ¢ Seattle ¢ Kennewick, Vancouver and Yakima ( Wash.) 


186 on Inquiry Card—Page 32 


43 





I dt 5 O79 I 


haar) 


\oumsvelt 
vaya 


Owner 








DISCOVER A 


IN SHIPPING SERVICE 


Yes, when you try D-C, you open the door to 
a whole new world of shipping convenience. 
You benefit from... 


® Exclusive, one-carrier DIRECT service from coast- 
to-coast. 


® Fast, 2-man sleeper cab service that goes straight 
through, with no transloading. Saves up to 20% in 
running time. 

® One-carrier responsibility, one-carrier control of 
your shipment from pick-up to delivery—with ex- 
perienced personnel, modern equipment and facili- 
ties ALL THE WAY! 


® Dependability resulting from consistently careful, 
swift handling of your shipments. 


Discover this NEW WORLD of shipping serv- 
ice for yourself. Mark your next shipment . 
and your next order “D-C.” TERMINAL CITIES 


Albany. New York 9.8416 Los Angeles, Col... 

S Buffo New York £. 39 Noshville, Tenn « 
ti Chicago no's LA. 3-744 New York, New York. 
- 





Cleveland, Ohio s 166 N. Berger. NJ) 
« > S nas, ¢ > AE 2.148 C sboro, Kentucky 
Denver 


ONE Qe EX, 
STEP 
ACROSS 


THE OFF-LINE SALES OFFICES: 


ton * *indiorapol **Rock Island 
NATION stor ‘maweee Son Francisco 
7 nC ’ Philadelphia South Bend, Ind 
*Dayton *Portlo d, Ore ete 


DENVER CHICAGO TRUCKING CO.,INC. 0% ene A eens 


**Ft Woyne 


THE ONLY COAST-TO-COAST CARRIER * With Troiler Pool **Troiler Pool Only 
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BUSINESS IN MOTION 





Te our Coke aguee ae ay ry 


At the new $7,000,000.00 Love Field air terminal, 
Dallas, Texas, travelers are transported to and from 
the terminal building to the loading fingers via the 
world’s longest passenger conveyor system. In fact 
this “moving sidewalk”’ is the first installed at an air- 
port anywhere in the world. In operation since last 
January, it has already met 
with a high degree of public 
acceptance. 

As you step on this “moving 
sidewalk” you will notice the 
broad use of aluminum extru- 
sions. They are used as floor 
cove molding, handrail molding, 
spoon molding between balus- 
trades and rubber carpet, and 
as a wall cove between hand- 
rail and wall. All told 22,000 lbs. of Revere Ex- 
truded Aluminum Shapes are used. Not only are 
these Revere Aluminum extrusions attractive and 
decorative but their satiny finish will remain so for 
years with an occasional soap and water cleaning 
the only maintenance required. 

Hidden under the moving rail is the track made 


from 22,000 Ibs. of Revere Extruded Bronze Shapes, 


fabricated to close tolerances and micro-finished, 
taking constant daily rugged wear in its stride. 

The selection of Revere Aluminum and Bronze 
Extrusions was not a mere matter of specification. 
It was the result of Hewitt-Ropins Engineers and 
Designers consulting with Revere’s Technical Advi 

sory Service men in order to 
determine the alloys and the 
shapes best suited to meet the 
particular requirements of this 
installation. It is instances such 
as this, multiplied by hundreds 
of times, that qualifies Revere's 
Technical Advisory Service to 
aid in the impartial recommen 
dation of the right metal — be 
it copper, copper-base alloys, 
aluminum alloys, welded steel tubing or other metals 
and alloys — to do the best possible job at the least 
cost. And so it is with practically every industry you 
can name. When you take your supplier into your 
confidence, discuss your problems with him, you in- 
variably are rewarded with a better product at less 
cost, because the material finally selected is the exact 


material for the best job. 


REVERE COPPER AND BRASS INCORPORATED 
Founded by Pau! Revere in 180! 
Executive Offices: 230 Park Avenue, New York 17, N. Y. 
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Pilot buys 110 


new Diamond T’s with 
trouble-free heavy-duty 


picer Clutches 


Concentrating on giving its customers the best and 
most dependable service possible, Pilot Freight 
Carriers Inc. of Winston-Salem, N. C., insists that 
every consignment be routed, dispatched and 
shipped on time. 

Naturally, dependability and maintenance-free 
service take top priority in the selection of equip- 
ment for the Pilot fleet. Explaining his choice of 
new equipment, T. D. Nicholas, Director of Opera- 
tions for Pilot said this, “Our 110 new Diamond 
T diesels are virtually trouble-free. They’re out 
on the road making money ... not tied up in the 
shop. The Maintenance Superintendent tells me 
we've never owned trucks that were any easier to 
service.” As you would expect, every one of these 


110 new low-maintenance trucks is equipped with 
a Spicer 14” two-plate clutch. 

Built to deliver 100,000 or more trouble-free 
miles, these Spicer clutches employ an anti-friction 
design that reduces pedal pressure at the same 
time it insures chatter-free operation in both for- 
ward or reverse. To insure longest wear, uniform 
pressure is maintained at all times by permanently 
parallel contact surfaces that resist cocking at any 
degree of wear. But best of all, pressure spring 
tension can be readjusted in minutes, by almost 
anyone, without the use of special tools. 

For simplest maintenance and lengest wear, do 
as Pilot does ... specify Spicer Clutches for your 
fleet replacement program. 


DANA CORPORATION e Toledo 1, Ohio 


AUTOMOTIVE: Transmissions 
peller Shafts, Axles, Powr-Lok Differentials, Torque 
Converters, Gear Boxes 


Take-Off Joints, Clutches 


iINgSs 


INDUSTRIAL VEHICLES AND EQUIPMENT: Transmis- 
sions, Universal Joints, Propeller Shafts, Axles, Gear 
Boxes, Clutches Forgings 
AVIATION: Universal Joints, Propeller Shafts, Axles, 
Gears, Forgings, Stampings 


Ma 


Universal Joints, Pro 


Stampings 


DANA PRODUCTS Serve Many Fields: 


RAILROAD: Transmissions, Universal Joints, 
Propeller Shafts, Generator Drives, Rail Cor 


Power Take Offs, Power Drives, Pressed Steel Ports, Traction Motor 
Frames, Forgings, Stamp 


Drives, Forgings, Stanipings 


AGRICULTURE: Universal Joints, Propeller 
Shafts, Axles, Power Take-Offs, Power Take 
Off Joints, Clutches, Forgings, Stampings 
MARINE: Universal Joints, Propeller Shafts 
Gear Boxes, Forgings, Stampings 


ry of these products manufactured in Conada by Hayes Stee! Products Limited, Merritton, Ontario 
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Industry Standard for 
Lower Maintenance Costs 


Here’s Why: Long accepted valve 


maintenance costs are a 
thing of the past in thousands of plants where 
LQ600’s have been installed . . . even in the most 
severe services where previous valves required 
repair or replacement after as little as two weeks 
on the line. 

These outstanding savings are made possible by 
seats and discs of Brinalloy”, a patented Lunken- 
heimer alloy that is more resistant to wear and 
corrosion than 500 Brinell Stainless or 1000 Brinell 
Case-Hardened Stainless Steel. 


LQ600-150 150 w. s.p., 300 w. w.o.c. 


Add to this the Lunkenheimer exclusive silicon- 
bronze Stemalloy", the most durable stem mate- 
rial ever put into a valve, and you have two 
important reasons why LQ600’s have established 
new low-maintenance standards everywhere they 
are installed. 

For an actual comparison test, call the Lunken- 
heimer Distributor in your area. He is an expert 
on valve maintenance costs and will be glad to 
demonstrate the maintenance-saving benefits you 
receive when you install LQ600’s ... or write 
The Lunkenheimer Company, Cincinnati 14, Ohio 


LQ600-200 200 Ib. S.P., 400 Ib., W.0.G., 550°F. 


LUNKENMEIMER 


THE ONE 


L 


IN VALVES 
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Information For Your Catalog Files 





ALUMINUM 


A 256-page pocket size data book containing alum- 
inum analyses, characteristics, mechanical properties, 
and tolerances. Also contains information on steel— 
including weights, safe loads, and ASTM standards. 


Joseph T. Ryerson & Son, Inc. 
Write No. 1 on Inquiry Card—Page 32 


BEARINGS 


A 72 page catalog illustrating oilless and self lubri- 
cating bearings. Also describes bushings and machine 
parts. Contains a group of microphotographs illus- 
trating metal structures in various stages of develop- 
ment 


Wakefield Bearing Corp. 
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BLOWERS 

Sulletin S-59G is an eight-page catalog detailing 
applications of rotary positive pressure blowers and 
gas pumps. Illustrated with 17 photographs and a 
dimensioned drawing. A full page chart outlines 
performance examples for 20 different blowers and 
gas pumps. 


Sutorbilt Corp. 
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CABLE 


Describes C-L-X sheathed cable. Indexed for easy 
reference, it contains construction features, engineer- 
ing data, and applications. Gives typical diameters 
and ordering information. 

Federal Press Company 
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CASTERS 


Manual 65 describes the new 60 series of brake 
casters. It also gives information on 60 and 70 series 
wheels with graphite self-lubricating bearings. 
Darnell Corporation 
Write No. 5 on Inquiry Card—Page 32 


CHAINS 
A 98 page catalog featuring a line of roller chains, 
sprockets, and conveyor chain attachments. Has en- 
gineering formulas and installation information. 
Acme Chain Corporation 
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CIRCUIT BREAKERS 


Bulletin 5004-1A describes molded-case circuit 
breakers and enclosures. It presents construction, 
performance features, and details, in addition to a 
master selection chart grouping breakers by types 
and current ratings. Included are photos and descrip- 
tions. 


I-T-E Circuit Breaker Company 
Write No. 7 on Inquiry Card—Page 32 


CONTROL SYSTEMS 


Folder 5803-A describes pre-wired, pre-tested panel 
control systems for automatic oil, gas, or dual-fuel 
burners. Includes dimensions, illustrations, and 
special advantages. Has a selection chart for speci- 
fication of panel assemblies. 


Iron Fireman Manufacturing Company 
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CRANES 


Bulletin DH-445B describes top running, single 
bridge, motor-driven cranes. The eight-page folder 
includes’ specifications, weights, capacities, and 
dimensions. 


Wright Hoist 
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FITTINGS 


Catalog TT600 gives dimensional data on stainless 
steel welding fittings and flanges. It also describes 
applications for stainless steel piping and contains 
welding procedures. 

Tube Turns 
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GAGES 


An eight-page, three-color catalog detailing standard, 
red flasher, and inclined gages. Bulletin 338 has 
information on the various styles, models, and datum 
columns. It features operation and application data 
and explains use of accessories. 


Jerguson Gage & Valve Company 
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PRESSES 


A two-color catalog featuring newly designed open- 
back inclinable presses. Illustrates 22 models with 
either a gear or a flywheel drive. Presents specifica- 
tions on all models, plus a graphic description of 
engineering features. 


Federal Press Company 
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These workmen are using 
Youngstown Yoloy ““E” high- 
strength steel to fabricate 

belt rails —a component of 
DF Loaders—at Evans 
Products Co. 


Aceent on Excellence 


Youngstown Yoloy “E” high-strength steel 


Two DF* Loader-equipped railroad 
cars easily do the work of three 
standard box cars. That’s because 
DF cars (31,000 now in service) can 
be loaded to capacity —earn greater 
revenue for railroads. 





Portions of Evans DF Loaders are 
fabricated from Youngstown’s 
Yoloy “E” Angles and Hot-Rolled 
Yoloy Sheets by Evans Products 
Company, Plymouth, Michigan. 
All Yoloy Steels are produced to 
meet a wide range of applications, 
where high strength and corrosion- 
resistance are of prime importance. 





Wherever high strength steel 
becomes a part of things you make, 
the high standards of Youngstown 
quality, the personal touch in 

e Youngstown service will help you 


SS SS es le” create products with an ‘“‘accent 
; on excellence’. 


*DF is a trademark of Evans Products Company. 
. . Locks in lading, eliminates damage and dunnage 
Send for free technical 
bulletin on Youngstown 
Yoloy “‘E”’ Steel. 


THE 


YOUNGSTOWN 


SHEET AND TUBE COMPANY 


Manufacturers of Carbon, Alloy and Yoloy Steel, Youngstown, Ohio 








NOQELTING 


Faultless 


Casters 


Cut Costs 
vo}mml-laleliiatomml-t-hAZ 
Bulky Loads 





Faultless Casters in U tracks 
easily guide huge reuseable 
jet engine storage tanks 
through refinishing and re- 
furbishing operations. 


F'aultless Handles the Tough Jobs! 


600 Series 
Medium-Heavy 
Duty Swivel 
Plate Caster. 


Note 2 complete 

rows of Ball 

Bearings for easy 

swiveling action. 

Special high tensile 

alloy construction as- 

suresextreme strength 

and high ductility, to 

withstand shocks. Easily 

handles loads up to 1500 

Ibs. per caster. Plaskite (hard tread) roller bearing 
wheel shown will not chip, is impervious to water, brine 
oil. Many other styles of cushion and hard tread wheels 
ore available in this versatile Faultless Caster Series. 


— VRITE FOR FREE 


Faultless Caster Corporation 


By combining workstands and 
materials handling equipment 
as one Faultless Castered unit, 
costs are substantially 
lessened at Sherer Manufac- 
turing Co., Oklahoma City, 
Oklahoma. These workstand- 
dollies, equipped with four 
Faultless 600 Series Casters 
hold storage tanks through 
almost 90% of plant opera- 
tion. Faultless Casters can 
solve your tough materials 
handling problems with min- 
imum maintenance and man- 
power costs. 


Ask Your Distributor 


Your nearby Faultless Industrial 
Distributor maintains a substantial 
inventory of Faultless Casters for 
immediate delivery. He and one of 
the strategically located Faultless 
Sales Engineers are available to 
work with you on every handling 
problem in your plant. Both are 
listed in the Yellow Pages, under 
“Casters,"’ benéath the Faultless 
heading. 


EVANSVILLE 7, INDIANA 


Send copy of 20 page condensed Caster catalog 157G, no obligation 


Name 
Firm 
Address. 
City 


State 
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Catalog Files 





SWITCHES 


Catalog 84 covers a complete line of 
heavy duty limit switches. The 16 
page bulletin gives details of three 
types for industrial uses. Several 
actuator designs in each switch 
type are shown. 

Micro Switch 
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TOOL HOLDERS 


Catalog 581 describes a line of 
throw-away insert tool holders that 
eliminate the need for a separate 
chipbreaker. Describes design fea- 
tures and contains a tabulated car- 
bide grade comparison chart. 


Viking Tool Company 
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TUBE EXPANDERS 


Bulletin 581 has data on automatic 
tube expander drives in a complete 
range. It contains a chart to aid 
selection of right model_type. 
Describes features and defines opti- 
mum and adequate tube joints. 


Thomas C. Wilson, Inc. 
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TUBULAR PRODUCTS 


Data folder TDC-190 contains tech- 
nical data on analyses, corrosion, 
and oxidation resistance of stainless 
tubing. Lists high and low tempera- 
ture characteristics, along with 
physical and mechanical properties 
of 18-8 stainless steels. 


Babcock & Wilcox Company 
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VINYL COATINGS 


An illustrated folder on _ vinyl 
coatings, suggesting application tech- 
niques, stripping, and uses. Des- 
cribes flexibility of the coatings 
when applied to metal to provide 
protection against die markings. 


Pennsalt Chemicals Corporation 
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Neglected area of cost-control- 
opportunity uncovered by NEW BOOK 


Guide to potential 4% profit 
increase makes Texaco book 
latest business best seller 


Why you need it: The Texaco guide uncov- 
ers a new area where management can effect 
real economies in reduced maintenance costs. 
This is especially important now that decen- 
tralization and generally lower profit margins 
make the profit-and-loss statement the real 
measure of each plant unit’s management 


efficiency. 


What it will tell you: With facts like these, 
the Texaco guide shows that organized lubri- 
cation can raise production, extend parts life, 


and cut downtime: 





* A metalworking manufacturer saved 315 man-hours per 


month through more efficient lubrication. 


* A major corporation anticipates substantial maintenance sav- 


ings through the services of a lubrication engineer. 


THE TEXAS COMPANY 
Dept. P-72 

135 East 42nd Street 
New York 17, N. Y. 


Please send me Management Practices that Con 


trol Costs via Organized Lubrication 


* A mill has increased bearing life from 16 to 72 shifts by insti- 
tuting systematic lubrication that insures the right lubricant for 
each machine. 


How it will help you: Only organized lubrication gives management 
such an opportunity for savings. For example, a 10% reduction in 
maintenance costs through better lubrication methods will increase 
profits up to 4% in the average plant— more than equivalent to a 
4% increase in sales. And Texaco’s new guide shows how it may be done. 


How to get your copy: Simply fill in the coupon, attach it to your 
letterhead, and mail it to The Texas Company, 135 East 42nd Street, 
New York 17, N. Y. 
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CATAWISSA 


gives you all these 
features for your 
forged steel pipe 
union requirements 


OS le My cama 11 9B 4 


1. Uniform walls for even expansion and 
contraction under temperature changes 
They follow the pipe! 


2. Catawissa Ball-to-Angle Seats give 
you a ‘Perfect Seal’ regardless of pipe 
alignment! 


3. More than adequate wall thicknesses 
agive you Catawisso's 3 to 1 Safety Fac 
tor (3000-Ib. service, 9000-Ib. test; 6000 
18000.-Ib. test)! 


lb. service 


4. Round, 


wrenching 


straight barrels for fast 
No uneven or tapered sur 
faces to cause wrench slips or wrench 


locking! 


Catawissa Perfect Seal Pipe Unions are made 
by Union Specialists from 80,000 Ib. tensile 
strength steel (ASTM Spec. A-105-S5T, Grade 
11). Steel forgings from our own forging mill 
are closely checked for imperfections and 
finishing on modern, automatic machines with 
close inspection during and after production 


tive you pipe unions second to none! 
Write for Catalog S58 showing the complete 
Catawissa line of Perfect Seal Products 


for complete, guaranteed satisfaction 


. always specify 


CATAWISSA 


CATAWISSA VALVE & FITTINGS CO. 


CATAWISSA ¢ PENNSYLVANIA 
For More Information Write No. 194 
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Letters To 


The Editor 





COST TABLE 


In your November 10 issue I 
found the article, “When Does It 
Pay to Take A Quantity Dis- 
count?” by Spencer B. Smith to 
be of great interest. 

Will you please let me know 
how I may get a copy of the 
“Total Annual Cost Table” as 
mentioned in the article. 

John A. Windau 
Purchasing Agent 
Porcelain Products, Inc. 
Carey, Ohio 
e@ The table as described in the 
article must be custom-made, It 
is a little different for each com- 
pany since it must reflect the 
costs of the individual company. 
wishing to have such 
need only follow Mr. 
substituting his own 


Anyone 
a_ table 
Smith’s, 
costs for those shown. 


GOVERNMENTAL PURCHASING 


We are distributing reprints of 
your editorial from PURCHASING 
Magazine (Nov. 24, 1958) on the 
subject of value analysis in muni- 
cipal government to our entire 
membership. We are grateful to 
you for this recognition of the 
idea that value analysis, which 
you have so successfully espoused 
and developed in industry, has a 
great potential when applied to 
city government. 

We quite agree with you that 
this is an important contribution 
that purchasing men have made to 
the advancement, not only of in- 
dustry, but public administration 
as well. 

We are happy and proud that 
you have seen fit to record this 
development. It is especially signi- 
ficant to us, since it comes from 
PURCHASING Magazine, America’s 
leader in the field. 

Robert W. Dowling 

President 

Citizens Budget Commission, Inc. 
New York, New York 


CAN YOU HELP? 


Your delightful number on val- 
ue analysis, I have just now com- 


pleted reading. May I say: Grate- 
ful congratulations! 

It has particular relevance to 
our country at this stage. We 
should do everything to get 
through this storm and soon. The 
waste in material today is colos- 
sal. 

In a recent assignment, we had 
a by product and that is a way- 
side suggestion. It saved the com- 
pany 1 lakh of rupees, and that 
means 25% more in net profits. 
What value analysis can do for 
this company I can well visualize 
and, believe me, this is one of the 
better managed ones. 

Maybe you can guide me. May- 
be you can put me in touch with 
some one who is a specialist; may- 
be one of the names that figure in 
your special number. 

The hope is this: Would any 
of them agree to train one of my 
men in this valuable profession? 
The man I have in view is pres- 
ently in England. His name is K. 
P. Murthy and his address is 34 
Glenloch Road, London, NW 3. 
He is a university graduate; a 
B.Sc. He has a passion for this 
type of work; an outstanding 
scout of this country and he gets 
along with people extremely 
pleasantly. 

Anyone who helps will be help- 
ing my country. We are the one 
firm of consultants that are going 
all out on training. What is given 
to us will be shared and shared 
dynamically. 

I know this is a favour I ask of 
you and your good friends. I know 
too, that your countrymen are the 
salt of the earth—giving a help- 
ing hand wherever you can. I have 
met a number and, if a scheme 
comes through, I will have the 
privilege of meeting many more 
in your good country. Meanwhile, 
I wish this young man of my little 
company can get to your country 
—the Mecca of Management—for 
this specific study. 


N. H. Athreya 
Modern Management Council 
Bombay, India 
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Cocoanut Grove calls on Scott 
Washroom Advisory Service... 
free film shows how you, too, 


can reduce washroom costs 


Scott's Washroom Advisory Service is offering free 
showings of a 14-minute film that gives tips on how to 
analyze washroom costs. It also shows how to modernize 
and increase the efficiency of existing facilities with a 
few simple changes. 

Scott’s Washroom Advisory Service is based on ex- 
perience accumulated in close to a million business and 
industry washrooms. The service is free and entails no 


obligation. Send the coupon. 


Scott recommendations included special lighting f make-up in 


the women’s lounge ad oining 





Notice the soap dispenser 
suggestion that saves soay 


maintenance time 


Mr. Philip J. Weber, vice president and general manager of the 
Ambassador Hotel of Los Angeles, called on Scott's Washroom 
Advisory Service when redecorating the hotel's famous Cocoanut 
(,rove, Scott experts helped modernize the Ambassador's 36 public 


and employee washrooms 


BE ee Se eee eS lhl Slur Ur ee kk ee 
SCOTT PAPER COMPANY 
Department P-91, Chester, Pennsylvania 


I'd like to see the Scott Washroom Film 
Send me the free be oklet containing tested and proved 
principles to follow when planning new washrooms or re 
modeling present facilities 

Name 

litle 

Company 

Address 


City 


EVV \-1"1-10le) iE 


SCOTT PAPER Bulaneaas 
i =a asl OF 








——E 


PROFITS 











I virion 


“| seldom use Long Distance’ 


Experienced purchasing agents know that reg- 
ular use of Long Distance is one of their most 
effective business tools. 

It lets you “shop the country,”’ takes you to 
the best buys fast, gets you the best price, the 


BELL TELEPHONE SYSTEM 
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“| always use Long Distance’ 


right quality, the most economical quantity. It 
helps you obtain every possible competitive advan- 
tage in your purchasing operations. 

Long Distance telephone calls help you do all 
these things, and more—at low cost. 


LONG DISTANCE PAYS OFF! USE IT NOW FOR ALL IT’S WORTH! 
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with over 500 sizes in a dozen different styles now in stock 








4 Extremely easy to apply and 
remove, Caplugs fit a 
tremendous variety of tubing, 
threaded fittings ond 
mechanical ports 
Uniformly molded of tough, 
flexible Polyethylene, 

a ee 
shred or collapse. 


.CAPLUGS* 













to keep products safe and sound during process, storage and transit 


*S. 





Get a kit full of samples in exchange CAPLUGS DIVISION, PROTECTIVE CLOSURES CO., INC. 
2201-5 Eimwood Ave., Buffa 23, N.Y 


for the coupon attached 


Mail a free assortment of Caplugs, literature and prices to us, 
without obligation. 


s 


EVALUATING THE COPPER METALS #3 


Copper Availability — Outlook 


Many purchasing agents have been concerned about 
the future supply of the copper metals, both be- 
cause of their design importance and because of 
the tight markets of the past. You have asked many 
searching questions: “Hlow much copper is there?” 
“Will there be enough ten years from now — or 
twenty?” “What happened after the war — and will 
it happen again?” “Supposing my specifications 
change?” 

The Copper & Brass Research Association pre- 
sents the following data to help give you the facts 
you need for intelligent long-range planning: 


Ore Reserves and Capacities 


As of today, based on current rates of consumption, 
the free world has at least a 50-year proved reserve 
of copper. Of course consumption will undoubtedly 
increase, but the discoverv of smhstantial new de- 


posits and further development of existing deposits 
are an equal certainty. 

Many people outside the copper industry are 
confused, and unnecessarily worried, by published 
“reserve” figures. But these figures are no indica- 
tion of long run availability or total mineral de- 
posits. The industry lists only those reserves which 
have been “proved” for development, and these de- 
veloped reserves actually increase over time. Future 
copper supplies will be substantially greater than 
these “‘reserve”’ figures indicate. 

Another measure of copper availability is mine 
capacity. Here, too, the future is assured, as the 
graph below demonstrates. Free-world copper mine 
capacity is currently over 3.6 million short tons per 
year. Increased facilities already scheduled or un- 
derway will bring that figure to 4.2 million by 1962— 
an increase of better than 15% in 5 years, despite 
depletions. 
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excellent for volume and variety 


The Post-War “Shortages” 
When World War II ended, most users expected 
their procurement problems with the copper metals 
to come to an immediate end. Why didn’t they? 
The Copper Industry was producing more metal 
than ever before. Military needs for copper were 
decreased. Where did it all go? 

The answer is that this was a psychological short 
age rather than a physical one. Remembering the 
wartime scarcities, and restrictions, and looking at 
their low inventories, people began stockpiling cop 
per. And the Government was protecting its supply 
on the basis of requirement estimates with a large 
safety factor. Orders backlogged and copper for 
immediate use was difficult to obtain. 

Could this happen again? Conceivably it could, 
but a recurrence is not likely. The Copper Industry 
has greatly increased its capacity; there is plenty 
of metal in the ground, and inventory levels are 
generally comfortable. As a result, people now have 
more confidence in the Industry’s ability to meet 
their long-run needs, have more experience in esti 
mating those needs, and have more of a_ stock 
cushion to ride out any temporary supply fluctua 
tion which might occur in this, or any other, free 
competitive market. Therefore the copper market 
should, in the future, be much more realistic. and 
much more stable than it was ten years ago 


New Specifications and Products 


Copper, as we have seen, is abundant — but will you 
be able to get the kinds of copper you will want? 
How about alloys, forms and custom shapes? 

Here again the picture is very good. An energetic 
research and development program throughout the 
Industry is producing new alloys and improving 
old ones. The October 20 issue of ““Steel”’ lists thirty 
four additional copper alloys since their last review 
two years ago. A number of these were developed 
in cooperation with users to provide better alloys 
for existing needs. Others anticipate your future 
requirements. 

The physical forms in which these metals can be 
supplied also make news: There are longer-length 
coils for automated fabrication, thinner sheets for 
miniaturization, and more intricate and accurate 
custom extrusions and forgings for lower manu 
facturing costs 

The Copper Industry is proving its determina 
tion to supply you as much as you want, when you 
want it and how you want it. If you have a specific 
supply requirement, the Copper & Brass Research 
Association will be happy to help you locate a 
supplier who can meet your needs. Just write or 
call CABRA, 420 Lexington Ave., New York 17, 
New York. 
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WIDER SELECTION is possible with the many new alloys, and 
the variety of standard and custom forms in which they can 
be supplied. Above are some of the rods, bars, sheets, strips 
and coils most frequently specified 


There's a new frontier in.. 
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Purchasing People In The News 





Riegel Paper Corporation, New 
York, N. Y., has announced the 
appointment of A. J. Strauss to 
the newly created position of 
director of purchases. He will 
report to R. L. Kerridge, vice 
president. Mr. Strauss will ad- 
minister policy on purchasing and 
its effect on inventory control, and 
trade relations for all divisions 
of the corporation. His office will 
continue to be located at the 
Milford, New Jersey mill. Harry 
L. Singley, assistant purchasing 
agent, will assume responsibility 
for over-all admin‘stration of the 
purchasing department for the 
New Jersey division. 


Angus Macdonald has _ been 
named director of purchasing by 
The Quaker Oats Company, Chi- 


cago, Ill. He has been manager of 


Angus Macdonald 


the company’s Akron, Ohio, plant 
since 1953. In hs new post, Mr. 
Macdonald will to M. J. 
Aubineau, purchasing vice presi- 
dent. L. E. Thorp will continue 
as manager of the 
department. 

Mr. Macdonald joined The 
Quaker Oats Company in 1923. 
He moved into plant management 
through various production posts. 
He was assistant manager at The 
Quaker Oats plant in St. Joseph, 
Missouri before going to Akror 
in 1950. He was promoted to 
manager of the Akron plant in 
1953. 


report 


purchasing 


28 


Consolidation of Georgia-Pacific 
Corporation’s Toledo, Oregon 
purchasing department with that 
of Georgia-Pacific Paper Company 


Elizabeth A. Hayden 


has resulted in promotions for 
three Toledo personnel. Purchas- 
ing agent will be Stephen B. Land, 


who has been with the Toledo 
division of the company for 
nearly three years. Frank E. 
Hoffman will serve as assistant 
purchasing agent. Elizabeth Ann 
Hayden as buyer and inventory 
control supervisor. Mr. Hoffman 
has had seven years experience 
in purchasing, coming from 
Springfield Plywood corporation, 
a Georgia-Pacific subsidiary, in 
1957. Miss Hayden started with 
the C. D. Johnson Lumber com- 
pany in Toledo in 1950 and re- 
mained when the company was 
purchased by Georgia-Pacific. 


The Milwaukee Board of Pur- 
chasing has appointed Andrew ™ 
Lehrbaummer as ___si purchasing 
agent for the city of Milwaukee. 
He succeeds Joseph W. Nicholson 
who has retired. Mr. Lehrbaum- 
mer has been employed by the 


A. Lehrbaummer 


City of Milwaukee since 1930 and 
has been in the purchasing depart- 
ment since 1932. He was appointed 
deputy city purchasing agent in 
1945 and city purchasing agent 
in 1958. Mr. Lehrbaummer was 
president of the Wisconsin 
Chapter of the National Institute 
of Governmental Purchasing from 
1953 to 1956. He was chairman 
of the publicity committee for the 
Milwaukee Association of Pur- 
chasing Agents from 1955 to 1958 
and chairman of their public re- 
lations committee in 1958-1959. 
He has written a number of papers 
on public purchasing subjects. 
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POWER UP! 


SHOP REPAIR... RENEWAL PARTS... FIELD SERVICE... 
3 a cf 


~ 


av 





, All modernized and re- 
—Modern repair crafts- built electrical equipment carries the same 
manship plus modern facilities produce NOMICAL_yoy are as- guarantee as new equipment. Fast service 
long-lasting electrical repairs to effi- sured modern materials properly from a nation-wide network of plants 
ciently and economically cut your engineered to fit your application. provides prompt delivery. 
maintenance costs. 


you CAN BE SURE...1F ITS Westinghouse 








PATENTED 


A full line of 
welded and 
weldiess 


talohdal-lam-Coh-lane-lel meni 


factory-made 


alloy sling chains! 


Patented 


strongest 


Tayco 


relamm dal: 


Hooks are the 
market, for 

Je -Me lage) ora lelael:leMigeluam-Jel-lell. 1m life) 
steel with exclusive |-Beam des 
Uniform heat-treating, stress 
links, Taylor's quality Tahiael| 
bres) a @tctalbiler }icMelam tt \claaleli-te me iitate) 
are additional advantages of TM 
factory-made Alloy Slings. Call your 
distributor or send for Bulletin 13 


S.G. TAYLOR CHAIN CO., INC. 


Hammond, Indiana 
1505 Smatiman St., Pittsburgh, Pa 


aylor 
ade 
SINCE 


CHAIN °*: 
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FO E3-‘“tilosofy of buying” 





A NAMEPLATE maker has 
come up with a bright idea for 
keeping buyers and_ salesmen 
aware of value analysis. He has a 
3 x 5 easel-type metal plate, on 
which are printed key value 
analysis techniques (see cut). A 
self-adhering strip with the buy- 
er’s name in large letters can 
be easily applied across the top. 
The complete unit serves both as 
a desk-top nameplate and a 
thought - provoking conversation 
piece when visitors call. Linus 
Gavin, president of Eastern Etch- 
ing and Mfg. Co., was distribut- 
ing them at a recent G. E. semi- 
nar on value analysis. 


A DMIRAL Lewis Strauss, new 
Secretary of Commerce and some- 
thing of a Biblical scholar, re- 
cently opened a discussion on the 
department’s Bureau of Stand- 
ards with this observation from 
the Book of Proverbs: 

“Diverse weights and diverse 
both abominable 
before God.” 

Intrigued by. this, a P.A. we 
know looked around in the same 
section for something appropriate 


measures, are 


about purchasing and came up 
with: 

“It is nought, it is nought, saith 
every buyer; and when he is 
gone away then he will boast.” 

Whoever wrote that must have 
seen one of the first reports to 
management on a negotiated cost 
reduction. 


THE MARCH OF HISTORY: 
“Before I knew there was a na- 
tional association, I was trying to 
stir up some interest in the idea 
and talked to a number of big 
executives. They said to me, 
‘Don’t educate the purchasing 
agents any more. They are too 
wise now. Don’t do it. Let them 
alone.’ It just shows what a warp- 
ed opinion those executives had, 
not only of purchasing agents in 
general but of their own purchas- 
ing agents. Can you imagine a 
fellow that wants his own pur- 
chasing agent to be an _ igno- 
ramus?” (From an address by W. 
L. Chandler, later president and 
secretary of the National Asso- 
ciation of Purchasing Agents, at 
the 1918 N.A.P.A. convention.) 





Creative Thinking 

The Value Analysis Job Plan 
Overcome Roadblocks 

Use Specialty Products and Materials 
Bring New Information 

Use Specialty Processes 

Use Shop Cost 

Evaluate the Function 


o@mvnOo vVawwhn - 


Evaluate By Comparison 
Get Best Information Sources 
FAIR ACHIEVEMENT 


r~) 





oF oS oo of? of oh oF 


KEY VALUE ANALYSIS TECHNIQUES 


" 
12 
13 
14 
15 
16 
17 
18 
19 
20 
iS 


COMPLIMENTS OF CASTERN ETCHING & MFG CO 


Use Better Human Relations 
Get All the Facts 
Blast-Then Refine 
Dollar Sign On Key Tolerance 
Dollar Sign on Main idea 
Use Your Own Judgement 
Spend the Company's Money as Your Own 
Use the Company's Services 
Work on Specifics—Not Generalities 
Use Standards 
NOT GOOD ENOUGH 











Irs EASY to find a self-appoint- 
ed expert who will tell you that 
the purest American English is 
spoken in the Middle West, or in 
New England, or in Tennessee, 
etc. These experts come, of course, 
from the Middle West, or New 
England, or Tennessee, etc. But 
they all seem to agree on one 
point: that the impurest speech is 
spoken in New York City. This 
idea is firmly embedded in Ameri- 
can folklore. (We recall the time 
during World War II when a non- 
com said to a bunch of New York 


THE 
BIGGEST, 
NEWEST 

IDEA 


City draftees, “You ‘uns boys IN 


INDUSTRIAL 
GLOVES! 


shore talk funny.”) Now, we un- 
derstand it has become something 
of a permanent comedy fixture on 
the Garry Moore TV show. To 
stay in tune with the times, P.A 
James R. Stricker of the Lake 
County Memorial Hospital, Plains- 
ville, Ohio has had this sign placed 
behind him in full view of every 
salesman who calls: 
SOFASNU? 
WADDLIDOO? 
WHAZICOS? 
STUMUSH! 


CHIC: PVC Gloves by Jomac, 
job-proved for extra safety, extra wear 


No MATTER how much he 


might mumble, slur his words, 


Check these advantages... 


or . 
die h , i eet 14 e Extremely tough—Last two to five times 
Oo P wever, no selt- , : : 
P os ‘'- "We . Cc “i 1 longer than ordinary industrial gloves 

respecting New ork ity high 

school graduate would be guilty Very flexible—Give greater dexterity than 
of uttering this grammatical any other coated gloves. Made in sizes for 

maximum comfort 

horror we heard on a cigarette 

commercial this morning: “This Highly resistant—Nonflammable, nonoxidiz- 
new filter travels and gentles the ing and resistant to practically all chemicals 
smoke ” —will not crack or peel 


‘TL nousanps of press releases 
on appointments, promotions, 
changes, etc. come into our office 
every year. But one of the most 
unusual and pleasantest we've 
seen came in recently over the 
signature of E. B. Lent, president 
of Lent’s, Inc., mechanical con- 
tractors of Bremerton, Wash. It 
read simply: 

“Lent’s, Inc. thanks Howard L. 
LaBeau, purchasing agent, for the 
efficient end courteous way he 
has handled their purchase orders 
and requests for information on 
dates of shipment and locations of 
equipment and materials.” 
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ve your employees the maximum protec- 


afforded by North PVC Gloves. There is 
ze to fit every hand—fit it comfortably, 
i in this way lessen fatigue and increase 
ciency. You will find production going up, 
jent rate going down. Available in knit- 


wrist, band top and gauntlet types—palm and 
partial back coated styles. 








FREE OFFER —On your business letterhead, 
furnish details of your working con- 
n » will send you a sample pair 











plete line of North PVC chemical and foul 
» garments and the famous Jomac loop-pile 
handguards and safety sleeves for hand-to 


1600 SERIES. Fully coated, heavy duty 


2 


1800 SERIES. North-Grip — Permruff 


surface; for handling slippery surtaces 


JOMEAC ./,,. 


Dept. F, Philadeiphia 38, Pa 


Associated compames and distributors throughout the world 
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SIMONDS 


ABRASIVE CO. 


Reinforced Resii:oid 
depressed center wheels 


For grinding all kinds of With lightweight, rigid-type Double XX 
steel, fabricated parts, wheels you “head” into the work at 


castings, etc.— weld about a 30° angle . . . literally cutting 
grinding, deburring, 


: a metal away—a much faster method than 
roughing, finishing. 


grinding it down. Made from fast-cutting 
aluminum oxide abrasive, strongly 
bonded with synthetic resins and doubly 
reinforced for extra strength and safety. 
Use with mounting adaptor. No backing 
pad required. Available with 7” and 9” 
Proven geet diameters, 3/16” and 1/4” thicknesses. 


— anew-how Order from your Simonds distributor. 
vick supply 


~SIMONDS ABRASIVE COMPANY 


4 
/ 





CALL YOUR SIMONDS DISTRIBUTOR 





7. 


h 
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HYATT ROLLERS ARE MATCHED WITHIN 
50 MILLIONTHS OF AN INCH SO THEY 
WILL RUN LIKE A FINE JEWELED WATCH! 


Automatic electronic controls and precision testing 
equipment —under the watchful eyes of conscientious 
craftsmen—give HYATT Hy-Rolls a standard of quality 


—- ‘fore achieved in quantity production, 





For maximum performance per bearing dollar, insist on... 


D Hives MY-ROLL BEARINGS 
FOR MODERN INDUSTRY 


HYATT BEARINGS DIVISION + GENERAL MOTORS CORPORATION + HARRISON, NEW JERSEY 


NO BEARINGS carry radial loads like cylindrical bearings .. . 
and NOBODY knows them like Hyarr 








This beautiful sculpture appropriately named ‘Flight of Progress” 
by Robert Edward Hamilton, stands in the lobby of the Detroit 
offices of the Stainless and Strip Division of Jones & Laughlin 
Steel Corporation, 


J&L STAINLESS STEEL 
... THE METAL OF 
TOMORROW THAT'S 
FUNCTIONAL TODAY! 


Li 


SHEET® STRIP* BAR * WIRE 


Helpful data sheets and manuals are now available: 
1. Laboratory Corrosion Daia. 


2. Data Sheets (please specify the grades in which 
you are interested). 


3. Stainless Sheet and Strip Manual. 
Write for your copy today. 


Jones & Laughlin Steel Corporation 


STAINLESS and STRIP DIVISION 


The combination of inherent physical and corrosion-resistant 
properties of Stainless Steel qualify it above all other metals for 
basic functional engineering application. Designers and engi- 
neers use it because of its high degree of efficiency. The ability 
of Stainless to fabricate readily into intricate designs, its high 
tensile strength, its resistance to distortion in extreme hot or 
cold applications plus its corrosion resistance add up to 


advantages no other commercial metal can offer. 


It is recognized that the application of Stainless for engineering 


and product design is still in its infancy. The increasing use of 


] & L Stainless Steel in industry points to a future of broad scope. 


Many of the r*quirements for atomic energy, guided missiles, 
aircraft, turbine engines, and other advanced designs for the 


future depend upon the qualities that only Stainless Steel can offer. 


The most modern and complete facilities in the industry make 


Jones & Laughlin your best source for consistent quality Stainless 


Steel. Our special metallurgical service insures complete satis- 


faction in the fabrication of your products. 


Box 4606, Detroit 34 





Highlights of This Issue 








“ Biggest Buyer in the World 


The latest in our series of special studies on big 
company buying begins on page 69. It is an 
analysis of purchasing at the Chrysler Corpora- 
tion. Chrysler has perhaps the largest single 
purchasing department in industry. But all of its 
buying procedures and policies can be under- 
stood, and many can be adapted, by purchasing 
agents in smaller companies. Some of the key 
areas in the article you'll want to check for ideas 
cover 

Centralization: A discussion of the Chrysler buy- 
ing organization and what it gets by centralizing 
purchasing begins on page 50 Among the latter 
are stronger buying power, lower supplier costs 

Vendor Relations: Vendor relations are im- 
portant in any business but particularly so in the 
auto industry. Chrysler tries to help its suppliers 
as much as possible on the simple theory that 
they will then help Chrysler more. A “supplier 
relations specialists” plays a vital role in this 
program. See page 82 

Purchasing Research: Chrysler puts a lot of 
time, effort, and manpower into research and 
value analysis. But it gets a fantastic return on 
the effort. Indirect savings through purchasing 
research probably amount to ten times the cost 
of the program. The make-up and techniques of 
the Chrysler purchasing research group are de- 
scribed on page 74 

You can read the Chrysler story as a unit, or 
by individual article. Any way you do it, you 
can’t miss exciting and helpful information on 
new ideas in purchasing. 


“ The P.A. and the Public Purse 


Regardless of their race, creed, color, or previous 
condition of servitude P.A.’s, like everybody else, 
are taxpayers. So their interest in how public 
money is spent is both personal and professional 
Three articles in this issue will have a special 
appeal for those who want to see sound industrial 
purchasing principles applied to governmental 
buying. How a switch to centralized buying en- 
abled a Texas city to cut taxes is described on 
page 88. The trend toward cooperative buying for 
municipalities is discussed on page 90. And a new 
money-saving inventory control system developed 
by the Air Force is described on page 84 


“ Afraid to Consider Used Equipment? 


There are buyers who regularly make excellent 
deals in used equipment. But many P.A.’s are 
reluctant even to consider purchasing second- 
hand iteras. They're afraid of getting a lemon 
They don’t feel up to negotiating in a market they 
think is & combination of the Paris Flea Market 
and a Damascus Bazaar. Both fears are groundless, 
according to a veteran buyer who purchased al- 
most $200,000 worth of used equipment last year. 
See the article on page 86. 
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Since 1888 








OVER 5 TIMES 
THE RATE 


ar 45% tess cosr 


Another example of how 
Hubbell Cold Heading 
produces Better Parts at 
Faster Speeds, at Lower Cost 





THE PART: 
Special 1-64 Miniature Binding Screw 


THE MATERIAL: 


18-8 High Tensile Stainless Steel 


THE METHOD: 


Hubbell Cold Heading in place of screw 
machining 


THE RESULT: 


@. Production increased from original 
rate of 7000 pc. p.d. to cold heading 
rate of 40,000 pc. pd. 


b. Cost reduced 45% 
& Finer Quolity—More Economical 
Production 

1. Higher Tensile Strength 

2. Cleaner, Stronger Threads 

3. No Scrop Waste 

4. No Separation from Chips 


Hubbell Cold Heading pro- 
vide equally dramatic 
Whether it is 


HARVEY HUBBELL, Inc. // 
Bridgeport 2. Connecticut 


Kindly estimate on the enclosed 


Somple (Blueprint) Quvontity 
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FAR-REACHING EXTENSION 
FROM LIMITED ACTUATOR SPACE 


THIS COMPACT MULTI- 
EXTENDING b/b SCREW 








TO 2% TIMES ITS RETRACTED LENGTH 


Now Saginaw supplies the answer to your most difficult 
actuator space problems with the Multi-Extending Saginaw 
Screw! Utilizing Saginaw's time-proved recirculating ball 
principle in multiple telescoping sections, the Multi- 
Extending b/b Screw conquers actuator space obstacles 
designers have been seeking to overcome for years! 
Here's why: 


/ UNIT EXTENDS in a ratio of 2.5 to 1, providing 
maximum extension 242 times the length of the 
retracted screw. 

2 FAR GREATER LOAD CAPACITY than any other 
telescoping device in its class. 

3 FAR MORE PRACTICAL AND TROUBLE-FREE than 


other telescoping units on the market. 


“USED ON THE COUNTRY’S MOST 
4 PRECISE, DEPENDABLE POSITIONING and control MODERN AIRCRAFT— Multi-Extending 
within thousandths of an inch, b/b Screw wing flap actuators being in- 

stalled on the new Lockheed Electra. 
e OVER 90% EFFICIENCY e REQUIRES UP TO 4/5 LESS The Saginaw Multi-Extending Screw is also 
TORQUE than acme screws e LESS DRAIN on power used hi prec! speed gt oo ata 
tica 

supply « CONSERVES SPACE AND WEIGHT « OPERATES piccateralpany oi i tpareage a ai 

DEPENDABLY at extreme temperatures e PERFECT gia aaah 
FUNCTIONING with only initial lubrication ~ 
~ Send today for the new 1959 en- 
- gineering data book on Saginaw 
- b/b Screws and Splines... or see 
~ 
~ 
~ 


our section in Sweet's Product 
Design File. 


! (Bax 
WORLD'S MOST EFFICIENT ACTUATION DEVICE 7B) crew 


SAGINAW STEERING GEAR DIVISION, GENERAL MOTORS CORPORATION e SAGINAW, MICHIGAN 
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The Devil Theory of Economics 





Fammar noises are coming out of Washington, along with a few 
new variations. 

Recent Congressional hearings on industrial pricing policies have 
produced charges and demands reminiscent of the Thirties. And they'll 
grow in number and strength in the lush climate of a Democratic 
Congress. The Committees involved—The Joint Economic Committee 
of Congress and Sen. Kefauver’s Antitrust and Monopoly Subcom- 
mittee—will be out looking for ways to curb inflation (and grab a 
few pre-presidential election headlines.) 

Business will have its defenders, of course, in these meetings. But 
its critics will hold the offensive. Amidst the baffling shop talk of the 
economists and politicians who star at these affairs you'll hear it 
said over and over: 

— That there really is very little competition in industry. 

— That prices are set more by corporate conspiracy than by market 
conditions; 

— That corporations should have some social objectives in setting 
prices; 

— That price increases in basic industries should be permitted 
only after public hearings regulated by the government. 

Purchasing agents haven’t been asked to testify at these sessions. 
It’s too bad, because they could throw practical light on some foggy 
notions. The P.A.’s very existence, experience and increasing im- 
portance make it clear: 

— That competition is far from dead, even in administered price 
industries. Steel and aluminum companies, for example, may be able 
to stay aloof from the day-to-day scramble of negotiation. But if they 
tend to price themselves out of a market, buyers will start looking 
around for substitutes. 

— That economic logic—more than conspiracy—guides most firms 
in establishing prices. Costs and profits are the controlling factors. 

— That involving social objectives and “public opinion” in setting 
prices is meaningless—unless the whole economic and moral struc- 
ture of capitalism is to be changed. Why, under our present system, 
should the profit motive, and the social good be considered mutually 
exclusive? And despite the tears shed for the poor hoodwinked con- 
sumer, who wields the power in the market place? Just ask the 
allegedly all-powerful auto industry. 

No one questions the aims and intentions of the Congressional Com- 
mittees. Purchasing people, above all, should support efforts aimed at 
curbing inflation. But they have a right—and in a special sense an 
obligation—to demand that such efforts be based on the realities of 
modern industrial life. 


Fbaul V Lenn rele 
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tighter inventory controls of ee Sa 
the best hedge 


“Let the other fellow carry the inventory” is a 
well-tried business principle that is taking on 
added significance for many manufacturers today. 

As featured in a recent issue of PURCHAS- 
ING WEEK, the cost of borrowing money is 
going up. Over the next six months, inventory 
growth financing will get tougher. Even now, the 
publication pointed out, there’s a growing re- 
luctance by bankers to make long-term, capital- 
goods type loans. The newspaper concluded that 
interest rates, too, are heading rapidly toward 
the high levels reached during 1957’s tight-money 
period. 

Faced with these new complications, steel buy- 
ers may well find continuance of recession-born, 
modified inventory policies the best hedge against 
tight money and higher interest. 

For example, during the recent slump many 
companies proved to themselves that the varied 
facilities of steel service centers cut costs all 


areas, $o 
has not been, 


along the line. They avoided long-term commit- 
ments and substantially reduced their need to 
borrow money. They released precious working 
capital for more productive purposes. . . freed 
valuable storage space . . . reduced handling costs 
and cut scrap loss, interest, insurance, taxes, etc. 

This kind of cost-conscious buying is especially 
sound when you consider the unusually broad 
scope of Ryerson stocks, and the speed and de- 
pendability of Ryerson services. Buying cut-to- 
size steel—any kind, shape, size and quantity — 
gives you complete flexibility to meet quick shifts 
in production schedules. And you have the added 
assurance of getting uniform, high-quality steel— 
unequaled Ryerson certified quality. 

Your Ryerson representative is well qualified 
to review the facts and help you get the maxi- 
mum value for your steel-buying dollars. Call 
him any time to analyze your requirements with 
you. 


és) RYERSON STEEL 


Member of the <D- Steel Family 


Principal Products: Carbon, alloy and stainless steel —bars, structurals, plates, sheets, tubing—aluminum, industrial plastics, metalworking machinery, etc. 
JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK * BOSTON * WALLINGFORD, CONN. ¢ PHILADELPHIA * CHARLOTTE * CINCINNATI « CLEVELAND 
DETROIT © PITTSBURGH © BUFFALO ¢ INDIANAPOLIS * CHICAGO « MILWAUKEE * ST. LOUIS « LOS ANGELES * SAN FRANCISCO ¢ SPOKANE ¢ SEATTLE 
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The 
Forward 
Look in Purchasing 


By Dean Ammer 
and C. D. Francisco 


\\ HAT IS probably the biggest single indus- 
trial purchasing department in the world, in 
terms of volume of purchases is located at 341 
Massachusetts Avenue in Highland Park, Mich 
When the auto industry is going at full throttle, 
it can spend as much as §$2 billion a year. Al- 
though Ford and G. M. spend even more money 
than this on purchases their buying is done by a 
number of decentralized purchasing departments 

At Chrysler, roughly 250 people in a big room 
flanked by private offices spend more money in 
a day than all but a few hundred purchas'ng 
departments spend in a year. Their success or 
failure in doing their jobs can have an enormous 
effect on Chrysler earnings. If Chrysler purchas- 
ing were just a little bit sloppy and paid a mere 
1‘. more for the goods and services it purchases, 
costs could go up by $20,000,000! 

Thus, it is no exaggeration to say that Emlyn 
Lloyd, Chrysler’s director of purchases, has a 
job with tremendous respons bility. Lloyd, a 
stocky veteran of 35-years service with Chrysler 
who has yet to lose his Welsh accent, apparently 
thrives on hard work. He puts in about 10-11 
hours a day. His goal is to finish each day with a 
completely clean desk and he w.ll often stay as 
late as necessary to achieve that goal 

Despite Lloyd’s addiction to long hours, pur- 
chasing at Chrysler isn’t a one-man show by any 


Director of Purchasing Lloyd trys to finish every day 
with a clean desk. This usually means a 10 or 11 
hour work day. 
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There’s no space to carry inventories of large, heavy parts like frames. 
They're used in production almost as soon as they’re received from supplier 
plants. Close delivery coordination is absolutely essential. Watching frames 
being unloaded at the Detroit Plymouth assembly is Jim Snyder, purchasing 
agent for frames and other chassis parts. 


means. In fact Lloyd refers to 
himself as being “sort of a fifth 
wheel.” “I buying re- 
sponsibility to the people in our 
organization; mainly con- 
cerned with our progress in rela- 
tion to other activities in the org- 
anization — styling, engineering, 
manufacturing, etc.” 


delegate 


I'm 


The Buying Team 

Lloyd's “first team” consists of 
the twelve people who report 
directly to him, (See organization 
chart reproduced in this article.) 
The organization pattern is a 
familiar one in big business: line 
and staff. In this particular case, 
the “line” departments—headed 


70 


by purchasing agents—do the 
actual buying. And the “staff” 
departments exist to help the 
buyers do a better job and to 
direct the department’s non-buy- 
ing activities. 

The bulk of Chrysler’s pur- 
chases are made by five buying 
departments. Each is headed by a 
purchasing agent who reports 
directly to Director of Purchases 
Lloyd. These departments buy 
practically all of the automotive 
productive parts and materials 
and most of the nonproductive 
materials. Other purchasing activ- 
ities, reporting functionally to 
Lloyd (see chart), engi- 
neering, defense and 


serve 
activities, 


basic manufacturing divisions. 

Each of these buying depart- 
ments is a big purchasing activity 
in itself. In addition to a pur- 
chasing agent, the typical buying 
department has two supervisors, 
8-10 buyers, and a secretary for 
each buyer. 

Chrysler buyers mostly just 
buy. They are specialists in source 
selection and negotiation; their 
responsibility for the purchase 
theoretically ends when samples 
made on production tools are ap- 
proved by inspection. Once a 
blanket order is issued and the 
sample is O. K., production con- 
trol has complete responsibility 
for releasing production require- 
ments to the supplier and sched- 
uling deliveries to the production 
line. 

This organizational approach 
doesn’t, of course, meet with 
100‘; approval in some purchas- 
ing circles. Many P. A.’s get hot 
under the collar when anyone is 
so bold as to suggest that they 
shouldn't have complete respon- 
sibility for the purchase—from 
the inception of the requisition to 
the issuing of the receiving in- 
spection report. “It’s production 
control's job to tell us what's 
needed; it’s our job to get what’s 
needed,” they declare. 


Auto Buying Unique 

Yet the concept that the buyer’s 
responsibility ends with the ap- 
proval of the first samples made 
from production tooling is gen- 
erally accepted in the auto indus- 
try. It works in this industry be- 
cause of the unique nature of 
many of its purchasing transac- 
tions. 

Although each auto company 
buyer spends enormous amounts 
of money, he issues remarkably 
few purchase orders. A produc- 
tion parts buyer spending $20 or 
$30 million might issue an aver- 
age of less than one purchase 
order per day. Each order is for 
quantities to be released by pro- 
duction control. Once the typical 
production parts order is issued, 
the vendor's plant—to a remark- 
able degree—tends to operate as 
an extension of the auto com- 
pany’s plant. Schedules are close- 
ly synchronized. 

Sophisticated suppliers are usu- 
ally remarkably well informed, 
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not only about prospects for the 
auto market in general, but also 
even about the internal operating 
procedures of their key custom- 
ers. If you are an auto parts man- 
ufacturer, your survival depends 
—for all practical purposes—upon 
just three customers: the Big 
Three who make 90% of the auto- 
mobiles. This, of course, makes 
vendor relations a_ particularly 
challenging job for each of the 
Big Three. (Chrysler's progres- 
sive approach to this problem is 
discussed in detail in a succeed- 
ing section of this article.) 


Buyers Specialize 


There is an enormous amount 
of job specialization in procure- 
ment. Production control men, 
although they are technically per- 
forming part of the procurement 
job when they release production 
requirements and 
delivery, follow procedures with 
outside suppliers that not 
significantly different from those 
used in releasing requirements to 
other Chrysler plants. In effect, 
production control regulates the 
flow of production. Since nearly 
two-thirds of the Chrysler sales 
dollar comes from the work of 
outside suppliers, much of this 
process of regulation has to do 
with vendors’ production 

Many Chrysler suppliers have 
production lines—and sometimes 
even entire plants—exclusively 
devoted to the production of 
Chrysler components. Their out- 
put must be carefully regulated 
to prevent either stocks 
or shortages. This is the major 
responsibility of Chrysler produc- 
tion control. 

What then does the Chrysler 
buyer do after the order is 
placed? Certainly no buyer can 
keep busy just writing an order 
or two a day. As a matter of fact 
Director of Purchases Lloyd 
could undoubtedly half his 
buyers were it not for two big 
problems 


follow -up for 


are 


excess 


nre 


which are uniquely 


important in the auto industry 


price changes and model change- 
over. 


Pennies and Mills 


What’s so unique about price 
changes in the auto industry? 
Isn’t every buyer in every indus- 
try keenly interested in price 
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Chrysler buys non-productive materials on specifications whenever possi- 
ble. Naturally close liaison between purchasing and laboratory personnel is 
essential, Purchasing Agent Wes Embuy examines a sample of a lubricant 
in Chrysler Engineering Division’s fuel and lubricants laboratory. 


Of course. But in few 
industries does a penny or even 
a mill assume the importance it 
the industry. In 
industries if a supplier's 
costs change slightly, neither buy- 
seller worry much 
It’s rarely worth the 
cost of the paperwork and nego- 
tiation to make the change until 
the next buy is made. In the auto 
industry such a low pressure ap- 
proach to buying rarely prevails. 

Competition is so keen in some 
sectors of the auto industry that 
the slightest cost increase has a 
significant effect on a supplier's 
profit margin. Also, competitive 
forces restrain prices so much in 
that some 
suppliers feel compelled to take 
advantage of every “excuse” to 


e » 
changes? 


does in auto 


many 
er nor too 
about it. 


original negotiations 


adjust prices in order to achieve 
what they feel are “reasonable” 
profits. 

Buyers, on the other hand, may 
be sympathetic to problems sup- 
pliers have with steel price in- 
creases, wage hikes, etc, But they 


can't afford to be too 


Chrysler 


sales in 1957, the second-best year 


generous, 
earned but 3.36% on 
in its history, and lost money in 
1958. There is no doubt that 
sloppy buying would imperil the 
corporation’s survival. 

Price takes a 
part of each buyer's 
price adjustments 


big 
No 
granted 
unless a thorough analysis is made 
and this takes time. (The ad- 
vanced techniques used in mak- 
ing these analyses are discussed 
in detail in the next section of 
this article). Buyers don’t have 
to be reminded that a 
crease of 1¢ on each car becomes 
a $10,000 charge to profits. And 
on items like rivets, screws, etc.., 
even a price change of $.0001 can 
be significant since 
given item can run into 
of units per year 


negotiation 
time. 
are 


cost in- 


usage of a 


millions 


Annual Model Change 
The fact that n 


problems ta a big part of the 
Chrysler buyer time should 


.odel changeover 
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Training is part of the responsibility of Mel Auch, director of purchasing 
administration. Making a brief stop at Wayne State University he interviews 
two candidates for jobs in the purchasing department. 


surprise no one. Almost every 
American male from 6 to 60 con- 
siders himself an expert on auto- 
the annual 
changeover is normally 
awaited almost breathlessly. Like 
other American males, Chrysler 
buyers also spend a lot of time 
discussing changes in auto design 
and new models. There are just 
First, Chrysler 
buyers get paid to do this. Sec- 
ond, their interest is almost strict- 
ly professional and new models 
mean a lot of hard work months 
and before the car 
ever appears in a showroom. 


motive design and 


model 


two differences. 


even years 


Strong Buying Power 
While few P. A.’s would com- 
pletely approve of the role pro- 
duction control plays at Chrysler 
other 
releasing 


and auto companies in 

and routine 
follow-up, approval of Chrysler's 
highly centralized buying organ- 


would be 


handling 


ization almost unani- 
mous. Chrysler is one of the few 
giant companies where purchas- 
ing is not forced to accept dilu- 
tion of its buying power and dis- 
persion of skilled personnel as a 
result of over-all management ac- 
ceptance of the principle of de- 
‘ 


) 


centralization by product, plant 
or process. 

At Chrysler, orders for steel 
don't flow to the mills from pur- 
chasing departments in dozens of 
steel-using plants. Instead, all 
steel sales reps call on Purchasing 
Agent Carl Poyner and his buy- 
ers. There, they are treated in a 
consistent fashion and can discuss 
getting a part of Chrysler's over- 
all steel business—which can top 
a million tons a year. In the same 
way, a supplier of a_ wiring 
harness or any other type of pro- 
duction part—need see just one 
buyer who handles all of the 
corporation’s production require- 
ments. 

Suppliers generally like this 
form of organization where com- 
modity specialization is at maxi- 
mum, It them time. If 
Chrysler purchasing were de- 
centralized by product, vendors 
would wind up calling on five 
times as many people since there 
would then be separate and in- 
dependent purchasing  depart- 
ments in the Imperial, Chrysler, 
Desoto, Dodge, and Plymouth 
divisions, as well as in several of 
the manufacturing divisions. 

Much as Chrysler likes its sup- 


saves 


pliers, its purchasing department 
is not centralized for their con- 
venience. The basic reason is 
economic necessity. Centraliza-. 
tion has these advantages for 
Chrysler: 

Buying Power Maximized. 
When one buying group handles 
the corporation’s entire require- 
ments for a particular commodity, 
it can do a better job of negotia- 
tion. It’s often in a position to 
make “package” deals for a group 
of related items. Suppliers will 
accept orders for low volume 
parts used on Imperial cars at 
reasonable prices if they are as- 
sured of high volume Plymouth 
business. In a decentralized org- 
anization, the buyers for the low- 
volume luxury lines of cars would 
often have a hard time finding 
suppliers willing to do business 
with them at prices they can 
afford to pay. 

Lower Supplier Costs. The 
simple fact that there are fewer ‘ 
people to contact in a centralized 
purchasing operation saves sup- 
pliers money. But this isn’t the 
major saving. Over a period of 
time, supplier production costs 
are also slightly lower. (Most sup- 
pliers would deny this categoric- 
ally.) 

To a greater extent, it is pos- 
sible for suppliers to group to- 
gether production runs of similar 
parts. Capital equipment is better 
utilized. Also, if he is dealing with 
just one buyer, a supplier’s share 
of the over-all business is less 
likely to vary erratically from 
model year to model year. This 
makes for lower costs over the 
long run. 

Although Chrysler doesn’t ask 
for lower prices just because it 
has a centralized buying organ- 
ization, the fact is it benefits over 
the long term from any thing it 
can do to help reduce the operat- 
ing costs of its suppliers. 

Lower Administrative Over- 
head. There are both fewer 
“chiefs” and fewer “Indians” in 
the centralized Chrysler purchas- 
ing organization than there are in 
comparable decentralized organ- 
izations. In the centralized pur- 
chasing organization, there is no 
chance whatever that six differ- 
ent people will be semi-independ- 
ently buying precisely the same 
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thing. Clerical and administrative 
operations also tend to be more 
efficient in a single centralized 
department. It 
sible to spread supervision a little 
thinner. 

Standardization Stimulated. In 


the auto industry, volume 


1s also often pos- 


is all- 
important. A part with a produc- 
50 pieces a day can cost 
two or three times 
like item with a production 

1000 pieces a day. In addition, it 
is much easier to amortize 


tion of 


as much as a 


costly 
tools on the high production jobs 

It’s no secret that the 
dustry is extremely 
designing cars, which though they 
look different, 
dreds of 
Sometimes entire body assemblies 


auto 

ingenious in 
incorporate hun- 
interchangeable parts 


are identical in early 


manufacture and 
idual model identity only in th 
final All this keeps costs 
down and purchasing 


assume 


stages 
can do its 
part in increasing standar« 
and interchangeability 
When work is divided by 
modity, as it is in the 


com- 
centralized 
department, the buye: 
part Dodge 
position to compare 


given 


for a 


comparable part in 
DeSoto. He is 
suggest changes tha 
But 
product, the buyer 
able to make n 
Specialists Utilized Efficiently. 
In its staff departments, Chr) 
purchasing has a number: 
ly skilled, well paid 


procedurt Ss, cost estimating, 


or a 
if division of wo 


mt I ons 


these COI jal 


speci 


omics, etc. The cost of these ex- 


perts is spread over all of the 
With 


corporation's prod icts now 


further decentralization either 


] 
purchasing would have to do with- 
know-} 


directly suffer higher 


out such iow (and 
through less efficient purchasing 


or it would have to obtain more 
specialists so each division would 
get proper service 


Thus Chrysler copes 


over—with a highly centralized 
organization in 
Bex auUunrt 


ber is a specialist 


enormous dollar volume 


dividual detail can 
As a result, Chrysler ha 


sately 


lected 
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Chrysler purchasing works closely both with its own engineering personnel 
and with suppliers to develop improved specifications. Here, checking an 
X-ray of an aluminum piston are Carl Poyner, raw materials P.A. (left), 
and Roy Bennett, manager of the radiography laboratory. 


developed purchasing techniques 
the most ad- 
Though the smaller firm 
the 
avail- 


which are among 
Van ed 


CO ild 


enormous 


certainly never afford 
staff of experts 


Chrysler 
can profit enormously if it adopts 
They 
detail in the suc- 


able in purchasing, it 


some of these techniques 
are discussed in 


ceeding parts of this article 





The 
Forward 
Look 


in Purchasing 


Purchasing Research 


Brings Big Profits 


Curyster spends more on 
purchasing research than all but 
a handful of companies spend on 
their entire purchasing depart- 
ment. There are 38 full-time 
specialists in Chrysler’s purchas- 
ing research department. In addi- 
tion, buyers spend a good part of 
their time on activities that could 
be classed as purchasing research 
or value analysis. 

Although purchasing research 
costs Chrysler a lot of money, 
it’s an investment. with a fantastic 
rate of return. Purchasing Re- 
search Director C. C. Chauvin 
hesitates to estimate the direct 
and indirect savings made through 
purchasing research, But he does 
admit that they have been over 
ten times the expense of the pro- 
gram. The potential for future 
savings (the program is just two 
years old) is enormous when you 
consider the opportunities Chrys- 
ler purchasing has to boost profits. 
It can save a cool million just by 
reducing purchase prices a min- 
ute 0.05%! 

Organizationally, Chauvin has 
three different groups of special- 
ists reporting to him: 

Procurement Analysis. The 
technical experts are found in 
this group. They are specialists 
in the varied and complex pro- 
used in manufacturing 
auto components and they pro- 
vide technical advice to buyers 


cesses 


74 


and suppliers. They also furnish 
basic labor time cost and process 
data to the economic analysis 
group. 

Economic Analysis. Purchas- 
ing’s experts in statistics and eco- 
nomic analysis are found in this 
group. They translate technical 
data from the engineers in the 
procurement analysis group into 
detailed cost estimates. They also 
work on a variety of special 
analyses and reports. 

Comparative Analysis. Big sav- 
ings sometimes come from simple, 
common-sense comparisons of like 
commodities. Such comparisons, 
by a two-man group, stimulate 
suggestions to standardize, re- 
design, or renegotiate. The result: 
savings at over a $100,000 a year 
clip. 

Key Parts Concept 

One question in any purchasing 
research program is: where do 
you start? What parts, out of 
thousands, do you select for de- 
tailed analysis? You never know 
where you can save money until 
you actually do some detailed 
analysis. And, once you _ start 
analyzing, there is always the 
danger of spending time and 
money on a minor saving while 
a really big saving is being passed 
by because of lack of time. 

Chrysler doesn’t pretend to 
have a foolproof system for select- 


ae . 
Comparative analysis has brought 


Chrysler big savings. Reviewing 
typical purchased items are Cecil 


ing parts for purchasing research 
studies. But its “key parts” ap- 
proach certainly takes a lot of the 
guesswork out of purchasing re- 
search. And it is also a useful 
device for measuring purchasing 
performance. 

The “key parts” concept is a 
simple one. It’s based upon the 
principle that there are a relative- 
ly few items that account for a 
substantial percentage of total 
dollar volume. Therefore, if you 


‘control the cost of these parts 


closely, you will automatically 
largely control the cost of your 
over-all volume of purchases. 

At Chrysler, 15% of the parts 
account for 85% of the total pur- 
chasing volume. These parts are 
controlled very closely. Their 
costs are estimated before they 
are ever purchased and all price 
changes get extremely detailed 
analysis. 

No details 
the key 


are overlooked on 
parts. The 


economic 
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Chavin, (above) director of pur- 
chasing research, and Phil Copeland, 
manager of comparative analysis 


analysis department keeps highly 
detailed “Keysort” 
supplement the buyer’s records. 


ecards whicl 
From these cards, routine tabula- 
tions are made which break down 
key parts cost by buyer, by type 
of vehicle, In addition, total 
costs are tabulated and the 


etc 
rea- 
sons for cost changes are recorded 
(There are four basic reasons for 
a change in cost “design,” 


“negotiation,” “economics,” and 
“other.’’) 

Naturally it money to 
keep such detailed records. (But 
the cost is less than it might seem 
because the 
limited to 15° of the items—i.e., 
the “key” parts.) Despite the cost, 
most Chrysler purchasing execu- 
tives would urgently recommend 
“key parts” statistics to purchas- 
ing departments ist companies 
much smaller than Chrysler. They 
point to these advantages: 

(1) Contributions to profit by 
both buyers and the purchasing 


costs 


record-keeping is 


JANUARY 19, 1959 


department as a whole are known. 
All P. A.’s agree that “purchasing 
is a profit-making activity.” At 
Chrysler, they can actually prove 
it! Also, purchasing performance 
can be accurately measured. 

“Price change” reports aren't 
new; many departments use them. 
Typically, such reports show the 
change in price and the total 
change in monthly or annual cost. 
Presumably if costs are going 
down, the purchasing department 
is doing a good job. And if 
they’re going up, it’s doing-a bad 
job. 

Of course, such an approach 
can be completely misleading. In 
an inflationary period, the pur- 
chasing department can be doing 
a brilliant job of holding costs 
down. Yet prices will still be ris- 
ing. No P. A. can singlehanded- 
ly check a general price rise. The 
fact is, prices can go up or down 
from a variety of causes. That is 
why it is important to classify 
price changes. 

With its “key parts” system, 
Chrysler knows not only what 
over-all price changes have been, 
it knows why they’ve changed. It 
knows then that a buyer who suf- 


ad 


fered a “key parts” cost increase 
of 20¢ per car may be doing a 
superb job. For example, perhaps 
his costs could have gone up by 
50¢ a car; if this were the case, 
then he actually saved Chrysler 
30¢ a car. 

(2) Management gets a new 
tool for forecasting costs. Higher 
prices for purchased parts don’t 
show up in factory operating 
statements for sometimes months 
after the purchasing department 
actually approves the higher 
price. If these higher prices can 
be reflected in some over-all esti- 
mate, it becomes much easier for 
management to predict its costs 
several months ahead. 

(3) The impact of major eco- 
nomic changes can be evaluated. 
Suppose a company president 
were to ask: “How much is it go- 
ing to cost me if steel companies 
hike prices by $4 a ton next 
July?” Or if he were to ask: “How 
much will it cost us [in terms of 
price increases on purchased parts 
and materials] if the wage agree- 
ment ‘pattern’ with the unions 
turns out to be 15¢ an hour this 
year?” 


Such questions don’t, of course, 


Cecil Chavin, director of purchasing research, discusses the techniques 
used in his department at a special training session designed to ex- 


plain purchasing research to buyers. 





Analysts frequently provide technical assistance to buyers in negotiation. Here, review- 
ing a problem in standard parts buying, left to right, are Wolfgang Mueller, research ana- 
lyst, “Bert” Wittbracht, buyer, and a supplier. 


reflect idle curiosity on the presi- 
dent’s part. The answers can be 
quite helpful in making pricing 
and in _ forecasting 
Despite their usefulness, 
most controllers or P. A.’s would 
be hard pressed to come up with 
the answers in a hurry. Not so at 
Chrysler. Tell the economic anal- 


decisions 


profits 


ysis department on what to base 
its calculations, and it can come 
up with a remarkably accurate 
estimate of the effect of a steel 
hike or general wage in- 
crease on the purchase costs of a 
Plymouth 4-door sedan. 


price 


The Budget Approach 


Key parts statistics are also use- 
ful for controlling and budgeting 
costs. Most companies, including 
Chrysler, budget purchasing of- 
fice overhead—including salaries, 
travel expense, 
etc. But 
markably lax in controlling costs 
that are usually a hundred times 
greater than the cost of operating 
the purchasing department— 
namely, the money that is spent 
on purchased parts and materials, 

This is emphatically not the 
case at Chrysler, however. A dol- 
lar spent on a_ chrome-plated 
bumper guard is just as closely 
controlled as a dollar spent on a 
long distance phone call. In both 
cases, a budget is the basis of 
control, 


telephone calls, 


most companies are re- 
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Here’s how the controls would 
function in the case of a hypothe- 
tical bumper guard: 

The the 
bumper guard is styled and engi- 
neered. Obviously, Chrysler can 
only afford to spend so much for 
a bumper guard (or other 
part) if its are to remain 
competitive. So styling, engineer- 
ing, purchasing, and the suppliers 
all work together while the de- 
sign is still in the preliminary 
stages. (This teamwork approach 
is discussed in more detail in a 
separate article.) 

If it looks as though the new 
design will cost too much, pur- 
chasing promptly informs all de- 
partments concerned. The design 
is either changed or, occasionally, 
ways are found to take cost out 
of other that over-all 
vehicle cost stays in line. 


process starts when 


any 


costs 


parts so 


Cost Estimates Used 

Finally the design is released 
and the buying procedure starts. 
Like most other companies, 
Chrysler always gets competitive 
quotes when there two or 
more qualified But 
Chrysler goes one step further 
than this. On “key” parts, the 
buyer has a detailed cost estimate 
which tells him what the part is 
worth. He gets an estimate from 
the purchasing’s economic anal- 
ysis department which represents 


are 
suppliers. 


what the cost should be if the 
part were made by an efficient 
process. A “fair” profit (compar- 
able to the average profit actually 
made in the industry producing 
the part) is allowed. 

These estimates aren't the re- 
sult of guesswork by any means. 
The engineers in procurement re- 
search who figure what the proc- 
ess should be and how long it 
should take have had manufactur- 
ing experience themselves. 

Their figures are based on 
modern methods—but they are 
not assuming the parts are going 
to be made on machines that 
haven't been invented yet. All 
the engineers who make the esti- 
know their business and 
are able to hold their own with 
suppliers’ master mechanics and 
shop superintendents. 

The actual estimate is 
equally scientific. It is prepared 
from the engineer’s process data 
in the economic analysis depart- 
ment. Analysts, skilled in cost 
accounting and budgeting prac- 
tices and well-armed with data on 
basic overhead 
rates, etc., can prepare estimates 
with 3 and 4 decimal precision. 


mates 


cost 


material costs, 


Guide to Negotiation 
Price estimates 
purchasing 
buyer in 


provided by 
research guide the 
negotiation and also 
serve as a barometer of his per- 
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Purchasing research keeps buyers 
posted on the latest economic de- 
velopments with a weekly news 
bulletin. 
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ly free to pay more than the target 
price. 

Needless to say, sometimes 
vendors complain that Chrysler's 
purchasing research sets target 
prices that are too low. In such 
cases, buyer and analyst often sit 
down with the supplier and com- 
pare estimates. It is usually easy 
to reconcile arithmetical errors 

But sometimes opinions differ 
on how many miunutes ol direct 
labor are needed to do a job—or 
there may be disagreement over 
which process is best. When these 
problems come up, the analysts 
are perfectly willing to visit the 
vendor's plant and do everything 
they can to help him meet the 
cost objective. They will even 
recheck their figures and change } PES 
them if they feel they have been we ete 
a little too tough. There is just 8 























one thing they won't do: change 
an estimate simply because a sup- 
plier’s process is less efficient 
than that found in the better- AL 
managed companies in the _ in- 























dustry. In such cases, they quiet- 
ly recommend that the supplier 
modernize his facilities if he hopes 
to continue to hold his own in the 
competitive auto industry. 
Control by purchasing research eat 
continues after the orders for job 
+1 of a given medel are placed 
There is steady pressure to reduce 





















































A Progress Report is kept for each buyer and also for various car 
models. It shows performance in meeting price objectives on each key 


costs. Vendors are expected to part and also indicates reasons for price variances. 
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PROCUREMENT ORJECTIVE PRICE REPORT 





Date 





Wanager 


Economic Analysis 


General Office 


F 
Purchasing 











Part Number 


Model Application 


Part/Tooling Name 








Annual Requirement 





Engineering Change Letter 








The Price Objective for this part is 
of 


Details of the objective follow: 


Special 


Material Labor Burden 


Packaging 


C3 over 


t Clander the present price 


Objective 


Profit Piece Price 











Objective Tool Price 





Remarks 











desire 


{_ ] Reply Requested 


the price difference 
of the price difference 


No Reply Requested 


of the cost details 
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Form No 





Price differentials will be reflected on the objective report chart 
tional information will be furnished for use in your negotiations if you so 


Addi- 


Detailed engineering and financial data used in developing this 
procurement objective are attached to assist you in resolving 

This report will remain in suspense un- 
til information is received regarding the ultimate disposition 


Unless you have further information not available to us, which 
might suggest action on your part, we do not feel that this price 
difference warrants any special follow-up 
of the objective will be put in our closed file until such time 
as requested price changes or other action necessitates a review 


Accordingly, details 





The economic analysis department uses this form to transmit price ob- 
jective data on key parts to the buyer. 


profit both from experience in 
making a given item and from 
steady technological progress. 


Quota System Used 

Purchasing research sets broad 
over-all cost reduction quotas for 
each model year. Typically, aver- 
age price reductions of 2 or 3% 
are set as targets. This doesn’t 
mean purchasing research ex- 
pects every item to be reduced 2 
or 30 in price. In practice, it ex- 
pects little or no reduction on 
closely priced items and 
much bigger reductions on items 
purchasing research feels 
overpriced. 

When it sets pricing objectives, 
purchasing research isn’t blind to 
the fact that costs are rising. If 
both material and labor costs go 
up every year these increases 
must be considered, But no 
Chrysler supplier can expect to 
get a price increase by simply 


very 


are 


mailing in a letter saying that 
“due to increasing costs for labor 
and material, we are forced to in- 
crease our selling price by 342% 
effective immediately.” 

Chrysler gets these letters. But 
it doesn’t act on them until the 
increase is thoroughly substanti- 
ated. With its cost breakdowns 
and statistical data on labor rates 
and material prices, purchasing 
research is able to calculate cost 
changes on purchased parts with 
remarkable accuracy. 


No Parts Forgotten 

Purchasing research does more 
than just control costs on newly- 
designed parts and set price ob- 
jectives. It also works constantly 
on ways to reduce the cost of 
parts that are already in produc- 
tion. It makes detailed cost studies 
which the buyers use for negotia- 
tion and it helps buyers scientifi- 
cally select new supply sources. 


Engineers from purchasing re- 
search visit the plants of potential 
vendors to make certain that the 
facilities and equipment are 
modern. Economic analysts re- 
view Dun & Bradstreet reports 
and other data to make certain 
the company is financially respon- 
sible. Suppliers who think they 
can get business from Chrysler 
with low prices and smooth talk 
would be amazed at the investi- 
gation that is made before a new 
supplier gets his first purchase 
order, 


Comparison Pays 

Another most profitable activity 
—comparative analysis—is con- 
ducted by a separate two-man 
group within the purchasing re- 
search department. This type of 
analysis can be carried on by 
anyone with common sense, per- 
severance, and imagination. Tech- 
nical training is helpful. But it’s 
certainly not essential. 

The technique is simple. Just 
collect all similar items (for ex- 
ample all chrome-plated die cast- 
ings) that you buy and lay them 
out on a table. Then compare 
them on a differential basis. If 
item A costs 10¢ then why does 
item B, which looks almost the 
same, cost 15¢? 

In many cases, the differential 
will be justified both by cost of 
production and utility. But sur- 
prisingly often, the analyst will 
hit pay dirt. The special finish, 
the method of manufacture, or 
various design features on the 
more expensive item may turn 
out to be unnecessary. Or maybe 
the cheaper item is being bought 
from a more efficient supplier. 
This simple approach has already 
saved Chrysler over $100,000 in 
a year, and the analysts have just 
scratched the surface. 


Buyer Still King 

Although analysts in purchas- 
ing research have come up with 
many ideas that have led to major 
cost reductions, they would be 
the first to agree that this is not 
their major objective. Chrysler 
has analysts for just one basic 
purpose: to help the buyers do a 
better job—not to do the buyers’ 
jobs for them. Savings suggestions 
that come from _ comparative 
analysis or special cost studies 
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are turned over to the buyers 
for negotiation. Analysts willing- 
ly provide. technical assistance 
But they don’t try to horn in on 
the buyer’s prerogatives 

Besides providing technical as- 
sistance to buyers, purchasing re- 
search also acts as an information 
center. It publishes a weekly mar- 
ket news letter. Content varies 
from week to week. “We try to 
put in whatever market news we 
feel is of current interest to buy- 
ers,’ says Emil Frey, manager of 
economic analysis, who is respon- 
sible for the letter. One issue may 
discuss the latest over-all price 
trends. Another may deal with 
general economic conditions or 
the coming wage negotiation pat- 
tern. 

The economic analysis depart- 
ment also makes a number of 
special studies both for the buyers 
and the top Chrysler purchasing 
people. Needless to say, both the explains its techniques and ob- ment that exists to do the buyer's 
special and the routine studies jectives to buyers. It wants to job or to tell them how to do it 
can get quite complicated make absolutely clear that pur- From the success Chrysler has 

Purchasing research prevents. chasing research is a staff depart- had with purchasing research, it 
a lot of confusion by having spe- ment that exists to help buyers is obvious that this message has 
cial training sessions in which it doa better job; it is not a depart- been put across 


Emil Frey, manager of economic analysis, (right) discusses a research 
project with Earl Morgan. 
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Purchasing research makes its detailed cost estimates on this Operation and Cost Data Sheet. 
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The 
Forward 
Look 


in Purchasing 


Brand New Parts 
Every Year 


" 
K VERYONE~ knows’ model 
changeovers are important in the 
industry. But few people 
outside the industry realize just 
how complex the process is. For 
Chrysler made 30,126 
involving revised part 


auto 


example, 


changes 


numbers in the changeover from 
the 1958 to the 1959 models. 
Model changeover is often made 
even more difficult for purchasing 
by unavoidable delays in styling 
and engineering. For example, 
if the styling department is behind 


schedule and engineering also 
falls behind, this does not mean 
the entire tooling program will 
be set back so that purchasing 
can do the job in its normal allot- 
ment of time. Instead, it will be up 
to purchasing to try to make up 
the lost time. It must place orders 
faster than usual and push sup- 
pliers hard to get them to beat 
their original promises on tooling 
and sample delivery dates. 

To a great degree, purchasing 
depends upon other departments’ 
meeting schedules if it is to get 
new parts delivered on schedule. 
And even if there are delays in 
other departments, purchasing 
can hardly sit back and point an 
accusing finger at the offending 
department. In the fast-moving 
auto market, last minute design 
changes are often essential for 
the company’s prosperity. And, 
purchasing — along with every 
other department—must always 
try to make the best of a bad situ- 
ation if necessary. No Chrysler 
buyer can let a part come in be- 
hind schedule simply because he 
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The Chrysler purchasing organization 
is constructed on the “line-staff” prin- 
ciple frequently 

large corporations. 























followed in other 
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can “prove” that the delay is the 
result of a last-minute change by 
styling or engineering 

Director of Purchasing Lloyd 
personally spends a lot of his time 
trying to prevent delays in new 
model programs, As a member of 
the corporation’s Operations Com- 
mittee and its Executive Schedul- 
ing Committee he is in on the 
planning of new models from their 
very inception 

Once a program is underway 
Lloyd does more than just make 
certain that purchasing is 
schedule. He 


watches over-all 


doing 
its job on 
progress 

program. If he spots any delays in 
engineering, styling or other de 
partments, he will point out to all 
concerned the effect of 
lays the delivery of 
finished parts months later 


these .de 


upon the 


Staff Watches Progress 


Lloyd naturally cannot handle 
all of the details of an involved 
model changeover. He must work 
from highly condensed reports. In- 


formation on purchasing’s prog- 


ress comes from a staff 


that 
pro- 


two 


special 
department set up for just 
purpose, The procurement 
gramming department has 
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basic objectives. They are: 


1. Get all documents needed to 
purchase new model components 
(blueprints, requisitions, etc.) to 
buyers on scheduled dates. 

2. Follow-up on purchasing’s 
progress on new models and make 
certain orders are being placed, 
tooling completed, and samples 
approved at the scheduled rate. 

Purchasing starts to work on a 
new model nearly two years be- 
fore it is introduced to the pub- 
lic. There are purchasing repre- 
sentatives working right in the 
engineering department. Their job 
is to expedite the flow of engi- 
neering data to purchasing. They 
keep up-to-date on the progress 
of the preliminary design and try 
to have long-lead-time items re- 
leased first. This makes for more 
efficient buying and prevents a 
lot of overtime expense on tooling 

The procurement programming 
department also has expediters 
who work on “hot” items. If an 
item is behind schedule, these ex- 
pediters will handle all internal 
follow-up—both with buyers and 
with people in other departments 

needed to keep everyone posted. 
They will “walk through” 
(i.e, carry the paperwork from 
department to department) 


also 


any 


Buyers work with 
stylists years before 
cars are seen by the 
public. Here, looking 
at a_ three - eighths 
scale model car and 
an Imperial wheel 
cover are Purchasing 
Agent Dan Shakotko, 
Jack Moran, who 
heads procurement 
programming, and Bill 
Brownlie, manager of 
Imperial styling. 


last minute design changes that 
are required 

Despite hours of overtime by 
Mr. Lloyd and the efforts of an 
entire staff department, buyers 
play an important part in model 
They with 
suppliers, stylists, and engineers 


changeovers work 
on new models months and even 


years in advance of actual pro- 
duction. Such close liaison is es- 
sential both to keep costs down 
and to keep engineering groups 
posted on new materials and 
that might contribute 


to product improvement 


processes 


Tooling is so expensive for auto- 
that 
can be made if purchasing gets in 
the picture when designs are still 
in the planning stages. For ex- 
ample, two designs for a bumper 
guard may be equally acceptable 
to a stylist—and to the layman 
they would be almost identical. 


mobiles enormous savings 


But one design might involve an 
This could 
more for 
$25,000— 
the 
charge 


extra press operation 

$10,000—$15,000 
tools and as 
$30,000 
supplier must 
more for the 
tion. Thus, it 

Chrysler indirectly 
“purchasing for profit” in this way 
on its 1961 and 1962 models! 


mean 
much as 
additional because 
naturally 
extra press opera- 
is conceivable that 


already 
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Forward 
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in Purchasing 


10,000 Suppliers Get Two-Thirds 
Of the Sales Dollar 


VENDOR RELATIONS is a 
particularly ticklish problem in 
the auto industry. Literally hun- 
dreds of specialty suppliers de- 
pend upon the industry for most 
of their business. Therefore, auto 
company purchasing departments 


have always had to be conscious 
of their obligations to suppliers 
when making major changes in 
supply sources. In some cases, 
a drastic shift could almost put 
a supplier out of business and, 
occasionally, create economic 


Stan Baltzly, director of supplier relations, does a great deal of 
public speaking. Here, he explains Chrysler’s supplier relations 


program to Detroit area suppliers. 


chaos for an entire community. 
The problem has become even 
greater in recent years. 

Competitive conditions in the 
industry have forced all auto 
companies to take a very close 
look at costs and in some cases 
made them expand and integrate 
their facilities. In addition, the 
plain fact is that many old-line 
parts suppliers didn’t keep up-to- 
date technologically. Their costs 
got out of line and their former 
customers are now making parts 
that they used to buy or are buy- 
ing the parts elsewhere. 


Vendors are People 

Although competition forces it 
to watch costs closely, Chrysler 
Corporation is extremely con- 
scious of its supplier relations. 
“It is remarkable how much help 
a vendor will give you if he gen- 
uinely likes doing business with 
you,’ Purchasing Agent Jim 
Snyder observes. 

One of Snyder's buyers is more 
specific. He can cite several cases 
where, when a supplier had a 
choice of using his facilities to 
supply urgently needed parts for 
Chrysler or another company he 
gave Chrysler top priority. The 
he liked doing business 
with Chrysler. 

Vendors like doing business 
with Chrysler because they are 
certain of fair treatment. Director 
of Purchasing Lloyd makes no 
secret of the fact that he is very 
much interested in learning all 
the details about any cases where 


reason: 
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Discussing progress on vendor quality improvement are (1 to r): J. C. Poyner, 


P 


asing agent—raw materials; 


F. O. Dutton, purchasing agent—body parts; 


S. M. Baltzly, director of supplier relations; and Dick Morrison, executive assistant. 


a supply decision was not based 
upon price, quality, and delivery. 
Lloyd occasionally com- 
plaints from suppliers. He always 
makes sure they’re investigated. 
Fortunately, he rarely is in the 
embarrassing having 
to explain a buying decision that 
he didn’t think was both economic 
and ethical, 


gets 


position ol 


Vendor Relations Expert 

Lloyd is one of the few pur- 
chasing directors who has a full- 
time staff assistant to help him 
on. supplier relations problems 
Director of Supplier Relations 
S. M. “Stan” Baltzly says “a sup- 
plier relations specialist is im- 
portant in a big organization like 
Chrysler because he provides a 
place outsider who 
doesn’t know too much about the 
organization can ‘touch base’ ”’, If 
a new vendor comes in 
doesn’t know whom he should 
really start with, Baltzly will give 
him a hand. 

If suppliers feel they haven't 
been given a square deal, Baltzly 


where an 


and 
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will investigate. He will also try 
to make arrangements that are as 
painless as possible with suppliers 


that Chrysler intends to cease 
doing business with for economic 
reasons. In such cases, Baltzly ar- 
have the business 
phased out over a period of time 
so that the supplier will have time 
to get business from new cus- 
tomers and have an opportunity 
to quote on other Chrysler parts 
that he can make. As a result, 
the shock from the loss of 
Chrysler business is minimized. 

Chrysler’s supplier relations 
program reflects President L. L. 
Colbert’s belief that a large cor- 
poration has an obligation to all 
the groups with which it deals— 
its employees, stockholders, cus- 
tomers, and suppliers—and that 
none should be neglected. 


ranges to 


Sound Business Practice 
Chrysler’s interest in supplier 
relations isn’t completely altru- 
istic, of course. Each of Chrysler’s 
more than 10,000 suppliers is a 
potential buyer of both cars and 
trucks, 


Despite attention from top man- 
agement and staff specialists, good 
vendor relations are still the pri- 
mary responsibility of the buyers 
and purchasing agents. Chrysler 
buyers are extremely vendor-re- 
lations conscious, A salesman isn’t 
kept cooling the 
lobby simply buyer 
isn’t in the mood to see him. 

Buyers also try to become 
familiar with their suppliers’ 
problems. This, of course, helps 
them do a better job. But it also 
makes for good supplier relations. 
Although their jobs give them 
fewer direct with sup- 
pliers, purchasing agents usually 
try to talk to at least a few sup- 
pliers each keep 
“Tl try to 
talk to vendors even if it means 


his heels in 


because a 


contacts 


day to their 


fingers on the pulse 


that I’ll have to stay an hour or 
two late in the office or take work 
home,” one P. A. declares. “It’s 
worth it,” he adds, “for good 
vendor relations.” 

As long as this attitude prevails, 
Chrysler needn't worry too much 
about its vendor relations. 





Emphasis on 


High Value Items 


Keeps 


Inventories Low 


fir Force supply program singles out items with a 


unit cost of $500 or more for special attention. Basis 


of program is strict control over transportation, 


stockage, issuance and repair. 


Result: 


inventory 


investment is low, obsolescence has been reduced, 


and no dangerous shortages have developed. 


By A. N. Wecksler 


Few PURCHASING agents in 
industry have as big a problem as 
supply management groups in the 
U.S. military. But many of the 
services’ concepts and _ practices 
may be profitably adapted to buy- 
ing for private business. 

All these services have adopted 
management methods 
tailored to serve their own needs. 
Of special interest to industrial 
purchasing people is the “Hi-Valu, 
Lo-Valu” system of the Air Force 
(which won for its innovator, 
Maj. Gen. F. J. Dau the Air Force 
Association’s Distinguished Man- 
agement Award). 


inventory 


Diamonds and Popcorn 


Within its more than one million 
items of inventory, the Air Force 
has set up two special categories 
of items—‘‘diamonds” 
corn.” 


The 


and “pop- 


“diamonds” are items of 


84 


significant value from the stand- 
point of cost or mission import- 
ance, which justify extra care and 
attention. Generally, these items 
have a unit cost of $500 or more. 
Less than 1%‘. of the items of 
inventory are in this group—but 
in value they represent close to 
half the dollars on the Air Force 
inventory shelves. They are the 
“Hi-Valu” items. 

The Hi-Valu program calls for 
buying a minimum of high value 
items, then maintaining a strict 
control over transportation, stock- 
age, issuance and repair until the 
item is obsolete or ready for dis- 
card. 

Items 
groups: 

(1) Operating items 
have a known use factor, and re- 
quire periodic replacement due to 
wear and tear. Here the require- 
ments can be forecast based on 


are divided into two 


which 


careful record-keeping of service 
life, wearout rates and repair 
cycles. 

(2) Insurance items, which 
have no known wear-out factor. 
Special needs arise due to accident 
and military attrition which is a 
normal part of war hazard—but 
which cannot be predicted. 

The insurance items are obvi- 
ously the trickiest. Here again the 
Air Force uses the technique of 
narrowing down the number of 
items so that the greatest degree 
of attention can be given this cost- 
ly equipment. 

Insurance items are split into 
three categories: 

(1) Those that are active or 
vital enough to be stocked in small 
quantities at individual bases or 
sites. 

(2) Those which may be needed 
on an immediate demand basis. 
but which can be bought in small 
quantity, stored centrally, and 
moved rapidly to the point of need 
only when actually required. 

(3) Extremely expensive items 
which are considered life-time. 
Here policy is to hold off buying, 
and when need arises to make the 
purchase from a contractor. 

Separate records are kept at 
depots and bases for the Hi-Valu 
items, and those are handled by a 
Hi-Valu Item Control Officer. 
Separate receiving procedures and 
warehouse facilities are main- 
tained where practical. 


Phasing Procurement 


Another facet of the “diamonds 
and popcorn” approach is phasing 
of procurement. If there is any 
doubt of need, it is felt that pro- 
curement should be deferred. In 
the past, many items brought into 
the Air Force‘supply prematurely 
became obsolete by design change 
or due to limited application. 

Now heavy buys are postponed 
until accurate forecasts of future 
needs can be made by: (1) buy- 
ing none but arranging for immed- 
iate delivery in case of emergency, 
or (2) buying minimum quantities 
for limited distribution to fill un- 
expected demands. 

The Air Force has found that 
the phased procurement policy 
will work best when: 

(1) It is confined to a small 
number of hand-picked items. 

(2) Items are to be in produc- 


PURCHASING 





SELECTIVE MANAGEMENT OF AIR 


vENTORY 
CaTeGOmia lie 

On. ams 

——_ 


OC QUERE at =T) 
mace cee a 
~ 00 et on 


= paren tet oer) 


FORCE MATERIEL 


etree 














Quy PE AOR AR. | | COMORES 
THe POS AP Paoren Tt 
JAM & DEPOT IrOCe 


Sue oe tera Sects 
east e bere 


Oey (CORSE A, PROREC TO 
oer 





To make it easier to control inventories, 


tion for an extended period of 
time. 

(3) Contractors, subcontractors 
and vendors are limited in num- 
ber. 

(4) There is complete coopera- 
tion between the contractor and 
the AF. One phase of this co- 
operation calls for the contractor 
to hold some of the inventory of 
components and of raw materials 
needed by the Air Force in his 
own facilities. This insures prompt 
delivery, especially in meeting un- 
forseen circumstances 

High-speed transportation plays 
an important part in the Hi-Valu 
program. AF that 
lack of speed and regularity in 


records show 
resulted 
in costly stockpiles and longer in- 
Faster 

warehouse 


delivery of costly items 


ventory pipelines trans- 


portation reduced 
space, simplified 
trol, 


danger of 


inventory con- 


in-storage maintenance and 


obsolescene 


Handling Repairs 


The same concept of speed as an 
essential in buying is carried over 
to repair 

Planning for repair of Hi-Valu 
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when they 
Before an item needs re- 
pairing, action is taken to deter- 
mine the material, facilities and 
skills that will be needed. The 
contractor recommends quanti- 
ties and range of material needed 
for repair of an item even before 
it is purchased. The AF can de- 
termine the spares procurement 
requirement early in the program 
As a result, no time is lost during 
the actual repair cycle by having 
to procure additional material 

A 90-day maximum time limit 
has been set for the repair cycle 
(length of time that elapses when 
an item becomes reparable until 
it is made serviceable and ready 
for reissue). For some complex 
this may be a difficult 
standard to achieve. For less com- 
plicated more than 


items begins are 


bought 


systems 


items it is 
enough time. 
Approximately 21° of Hi-Valu 
items are repaired by the con- 
tractor. This plays hob with the 
90-day time limit. At one time it 
necessary for an item that 
needed repair to be sent to an 
AF storage point and held there 
until a certain quantity was re- 


was 


Air Force breaks down each inventory 


by cost. 


ceived before it could be sent to 
Now a 
more flexible type of contract has 
been worked out, which has cut 
down the repair cycle consider- 
ably. 

What about the “Lo-Valu” pro- 
There some 885.000 
items involved. Here the problem 


the contractor for repair 


gram? are 
is more one of time and manage- 
effort involved than dollar 
value of the inventory. A Lo 
Valu item is $10.00 or less 


ment 


Stock Control Levels 
stoc *k 


control levels have been worked 
out 

(1) 12-month stock level when 
the dollar value of the 
year's $1.00. 


Some rough criteria of 


previous 
exceeds but 
than $25.00 

(2) 8 months when the 
value of previous year 
$25.00, but not $100.00 

(3) 105-day stock objective plus 
pipeline time when the dollar val- 
ue of the previous 360-day issues 
exceed $100.00 

Where higher stock 
more practical or economical, the 
AF allow S an exception 


issues 
not more 


dollar 


exceeds 


levels are 





The Lowdown on Used Equipment 


The 


cause of 


name 
the 
statements 
equi 


his company 


6 


Bill 


this 
pment, he prefers that neither he or 


It’s tricky, more difficult than buying new equipment, and you can get 
taken. But it’s also possible to get extremely good buys and save your 
company a great deal of money. Here is some frank advice from an ex- 


perienced used machinery buyer on what to do and what not to do. 


{ustin is 
many frank, 
buver made 


be identified. 


fictitious, 


Be- 


controversial 


about 


used 


iad Bars LIKE dealing in an Old 
World market,” is the way Buyer 
Bill Austin (see footnote) de- 
scribes used machinery purchas- 
ing. So far as he’s concerned 
that’s what makes it such a fas- 
cinating business. And he’s con- 
vinced that many companies are 
missing a chance to save money 
by not giving used machinery a 
longer look. Austin ought to know 
because last year he purchased 
almost $200,000 worth of used 
equipment. 

It’s Austin’s view that a lot of 
purchasing people stay away from 
the “used” market because they 
are afraid of getting stuck with a 
lemon. 

Another reason many compan- 
ies overlook used machinery, 
says Austin, is simply because 
it’s more difficult to buy. First 
you have to locate the source, 
then you have the problem of 
trying to figure out whether the 
equipment can do the work and 
whether the price is right. It’s like 
buying a used car. The ‘take-it- 
away’ price depends on the rela- 
tive negotiating skills of the buyer 
and the seller. 


"You Can Get Taken" 


“Of course, you can get taken,” 
says Austin, “but probably no 
more so than in any other busi- 
ness dealing. There are a few 
disreputable people in just about 
every business, but if you can 


line up reliable used machinery 
dealers, you can be fairly confi- 
dent that you won't be stuck. 
You’re taking more of a chance 
than when you buy new equip- 
ment, but the good deals you can 
get make it worth the risk.” 

It’s Austin’s view that some of 
the tales you hear about sharp 
practices in the used machinery 
business stem from the Korean 
War when many unqualified peo- 
ple such as shop foreman, mainte- 
nance personnel and even re- 
search chemists were placing 
orders for used equipment. They 
didn’t know what they were do- 
ing, weren’t up on market condi- 
tions, and as a result their com- 
panies paid for the mistakes. 

To purchase used machinery 
efficiently, Austin believes that 
one man in every purchasing de- 
partment should be made a used 
equipment specialist—in addition 
to his other buying duties. Buying 
used equipment doesn’t require 
any special technical knowledge. 
Basically what makes a good used 
machinery buyer is experience. 


Check Dealer's Reputation 


For someone who has no ex- 
perience purchasing used equip- 
ment, Austin suggests that the 
first step is to find out as much 
as possible about the reputation 
of the dealer you're thinking 
about doing business with. A good 
way to get this information is to 
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check with buyers in other com- 
panies who may have done busi- 
ness with the same dealer. 

As a guide on prices, it pays to 
get as many price quotes as pos- 
sible. A rough rule of thumb on 
prices suggested by Austin is this: 
“If a used machine is quoted at 
more than 50% of the cost of a 
machine of the same type, 
the price is likely to be out of 
line. However, frequently there 
hot short supply 
which may cost up to 80 per cent 
as much as a new model and 
still be well worth the price.” 

Another aid on prices is the 
government's “Base Price of Ma- 
chine Tools.” Originally worked 
out by the old Office of Price 
Stabilization, the publication cov- 
ers equipment manufactured up 


new 


are items i1n 


to about eight years ago. It gives 
serial numbers and the list prices 
of the 
new. 
In buying used machinery it 
sometimes helps to check with 
your 
Austin reports one case where a 
manufacturer volun- 
teered to help him out by travel- 
ling 100 miles to check a piece of 
used After the trip 
the inachinery manutacturer gave 
Austin an 
analysis of 
points out 


equipment when it was 


new machinery suppliers 


machinery 


machinery. 


intormative 
Austin 
that most machinery 
manufacturers will give a reason- 
ably unbiased evaluation in a case 


accurate, 


the machine 
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5 Guides for Buying Used Equipment 


For the purchasing department that may never have delved 
very deeply into the intricacies of used equipment buying, 
here are some simple guide rules which should make it easier: 

(1) Assign the responsibility for used equipment buying to 
one man. This way he'll become a specialist. 

(2) If you are dealing with a used equipment supplier whom 
you don’t know very well, be sure to check his reputation. 

(3) Get as many price quotes as possible. 

(4) If the price quoted on a piece of used equipment is more 
than 50 per cent of the cost of a similar new machine, the price 


may be out of line. 


(5) Have a mechanic check over the machine you're in- 
terested in purchasing. It’s not the buyer’s responsibility to 
vouch for the condition of used equipment. 


like this in an effort to build up 
good customer relations. 


Know the Market 


Austin, a used 
equipment buyer shouldn't try 
to evaluate the condition of a 
machine. This is a job for a me- 
chanic, not a buyer, says Austin. 
The most important part of the 
equipment buyer’s job is 
knowing where to get what's 
needed and to have a good feel 
of current market conditions. 
Here’s the way used equipment 
buying is handled at Austin’s 
company: The original request 
usually comes from a plant super- 
intendent who needs some equip- 
ment but doesn’t have a sufficient 
budget allotment to buy a new 


According to 


used 


machine. 


When 


he goes 


Austin gets the request 
after the equipment in 
one of a number of ways depend- 
ing on how urgent the need is. 
He may send out a request for 
quotations to his list of used ma- 
chinery dealers. Or he may get 
on the phone and call a number 
of dealers to see if they have 
what he wants or can arrange to 
get it. Sometimes Austin calls the 
purchasing departments of other 
companies whom he thinks might 
use this type of equipment to see 
if they have a machine they want 
to dispose of. 
Once Austin has located the 
equipment and has a rough price 


quote, he passes the information 
on to the plant superintendent. If 
the price is within the plant's 
budget, a technician is sent out 
by the plant superintendent to ex- 
amine the equipment. If it passes 
inspection, the final price negotia- 
tion is turned Austin 
again. 
Good For Short Runs 

An enthusiastic booster of used 
equipment, Austin has found that 
it’s particularly well suited for 
pilot runs, jobs of short duration, 
or in cases where a company may 


over to 


be uncertain about how long a 
particular production run will be. 
The right piece of used machinery 
will do the job and yet the com- 
pany doesn’t have to make a ma- 
jor capital investment in a project 
that may be comparatively short- 
lived. 

The situations in which Austin 
rules out use of used equipment 
are for work where extremely 
tight tolerances have to be main- 
tained and for special, highly en- 
gineered jobs. 

Overall, however, Austin feels 
that just about 
can benefit from 
used equipment instead of just 
automatically making out a pur- 
chase order for a new machine. 
In many cases, says Austin, used 
equipment is overlooked just be- 
cause the P.A. or the buyer is 
too lazy to do the necessary spade- 
work. 


every company 


investigating 
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roved Purchasing Systems 


Cut City Buying Costs 


By Ruel McDaniel 


A COMPLETE revamping of 
purchasing procedure Was one of 
the most important changes that 
was made when the city of Port 
Lavaca, Tex., switched to a city- 
manager home-rule form of gov- 
ernment a few years ago. In tak- 
ing over as city manager, Morgan 
White also took on the job of pur- 
chasing agent. As a result of the 
savings he has been able to make 

mainly through more efficient 
the City Council was 
able to reduce the tax rate by 
25¢ per $100 valuation. 

When White acquired the job 
of purchasing agent, the first thing 
he did work up a com- 
pletely new system for purchas- 
purchases 
had been made without any speci- 
fic routine. Supplies were bought 
by various department heads as 
There little or no 
regard for the budget or the city’s 


purchasing 


was to 


ing. Previously, city 


needed Was 
ability to pay. 

As a result, the city was deeply 
in debt, its credit standing was 
poor and an undetermined amount 
of equipment 
lost through 


and supplies was 
carelessness, neg- 
lect, and possibly pilferage. 
This condition had come about 
quite naturally, for the communi- 
ty had mushroomed from a popu- 
lation of 2,500 to about 12,500 in 
ten years. Municipal government 
however, had not progressed as 
growth. 
The city’s purchasing department 
was operating just as it had when 
the town 


rapidly as community 


was small. 
The purchasing and stock in- 
ventory program 


now in opera- 


Good purchasing methods are just as important for a city as 


for a private company. Here's how one municipality was able 


to cut its citizens’ tax bill by developing modern purchasing 


techniques. 


tion provides that nothing may 
be purchased except through the 
purch sing department. In ad- 
ditio.., nothing may be drawn 
from warehouse stock without an 
authorized warehouse requisition. 

A department head who needs 
materials fills 
This form must be 
materials to be ordered for a 
specific department or for the 
central warehouse which can be 
drawn on by all departments. 

The requisition goes first to 
White, who either approves or 
rejects the request. If it is re- 
jected, he writes his reason on 
the requ'sition and returns it to 
the proper department head. If 
it is approved, the items are or- 
dered at once. 

Supplies requested by a depart- 
ment head, with those 
bought directly by the city mana- 
ger for distribution to all depart- 
ments, are ordered on a standard 
purchase order form. This form 
was designed specifically to fit 
the needs of the city. It consists 
of an original and four copies in 


requisition. 
used for all 


out a 


along 


a bound unit containing snap-out 
carbon paper, and is serially num- 
bered. 


Unusual Receiving Report 


The original of the purchase or- 
der is sent to the supplier chosen 
by the P.A. One carbon is filed 
by purchasing in numerical or- 
der, while a second goes to the 
department head who signed the 
original requisition. Another copy 
is relayed by purchasing to the 
accounting department, where an 
incumbrance covering the 
of the order is listed against the 
budget account of the requisition- 


cost 


ing department. In this manner, 
accounting can determine at any 
what obligations are out- 
standing by each department, 
along with the amount of cash it 
still has to spend. 

The report copy, 
which is sent to the warehouse, 
contains an unusual feature. A 
strip of carbon has been masked 
out in the “quantity” column—so 
that the amount ordered does not 
show on this copy. The reason for 
this is simple: If the warehouse- 
men do not know exactly how 
much is ordered, they will be in- 
clined to check the quantity re- 
ceived more closely. 

The warehousemen write in ink 
received on the re- 
and return it to 
purchasing. A check is made of 
the quantity received versus the 
quantity ordered. If there is any 
discrepancy, the P.A. can get to 
work immediately determining 
the cause of the shortage or over- 


time 


receiving 


the amount 


ceiving report 


age. 
As each order is placed, and the 
process of ordering, receiving, and 
handling progresses, a package is 
made up in purchas:ng for the 
order. When the warehouse re- 
ceiving report arrives, it goes into 
the package that already contains 
a copy of the purchase order and 
the original requisition for mate- 
rial. 

When the the 
supplier is received, the purchas- 
ing agent checks the package for 
the history of the order. If the 
warehouseman’s receiving report 
shows that the merchandise has 
been received as ordered and in 
good condition, the purchasing 
agent rubber-stamps the invoice. 


invoice from 
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RECEIVING REPORT 


Best Route 


UTILITY SUPPLY CO@ary 
5425 Rarvey Wilson Brive 


Ale REPARLA CLAMP FOr CAST I 
rire 


GAITH BLAIA PAIR 
Ime PIPE 


ClLAnr F 


1—The __receiv- 
ing report is a 
copy of the pur- 
chase order with 
the “quantity” 
column's carbon 
masked out. The 
warehouseman 
must insert the 
quantity” re- 
ceived in ink, 
(circle), and this 
figure is later 
checked by pur- 
chasing against 
the amount or- 
dered. This sys- 
tem forces the 
warehouseman 
to make an ac- 
curate count of 
the amounts he 
receives. 
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has 
information 
number for which the materials 
were ordered; initials of the clerk 
who checks the invoice for price, 
extension and total; initials of the 
accounting clerk who checks the 
amount of the invoice against 
cash on hand in the fund against 
which payment drawn; 
and White's when he 
finally approves the invoice for 
payment. 

Since the city of Port Lavaca 
pays all accounts receipt of 
merchandise and invoice, White 
sends the entire package to ac- 
counting 


the 
account 


The stamp for 


following 


spaces 


will be 
initials, 


on 


where a 
check is written and mailed the 
same day. A copy of the check is 
put into the package which then 
goes into the files alphabetically 
under the name of the supplier 


immediately, 
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2—Each invoice is checked by pur- 
chasing for price, extension, and 
total amount. Accounting then 
makes sure that the department 
which is to be charged for the order 
has enough funds in its account to 
pay the bill. 


Before placing the invoice 


the completed package, account- 


lists the materials covered 


ing 
Ati 


on 


the perpetual inventory card 


maintained for each item pur- 
chased regularly. This card lists 
the date the materials were re- 
ceived, the unit the total 
cost, and the units now on hand 


in the warehouse 


cost, 


The perpetual inventory system 
has done a lot to make the pur- 
efficient and 

department 

the 
clerk 


chasing operation 

When a 
materials 
the 


ke SS-proe rf 
from 
inventory 


requisitions 


warehouse, 


1M : 


in the accounting office enters the 
requisition on the proper inven- 
tory card. She also determines the 
new of stock hand 
When we take an occasional phy- 
the warehouse is 
held responsible if the total of 
items hand doesn’t match up 
with the totals on the inventory 


balance on 


sical inventory 

on 

cards 
There is only one exception al 


this this is 
when a department head has to 


lowed under system 


buy equipment directly from a 
local supplier in case of emer- 
gency. It is limited to purchases 
under $25 

For such 


a special 


Situations, have 
local 
printed 
and 


to the local supplier 


we 
order 
The 


sent 


purchase 


form in triplicate 


original first copy 


The depart- 


are 


ment head making the purchase 
keeps the third copy 
When the the 


merchandise, he sends a copy of 


supplier ships 


the local purchase order with his 
invoice to the purchasing depart- 
From this the 
gets the same handling as other 
that 


accounting, 


ment point, item 
no 
since the 


to the de 


orders, except there is 
warehouse 
material goes directly 


partment 
Stores Requisition Form 
Although a 


have 


department head 


may specifically ordered 


equipment or material on a regu- 


lar purchase order, it may not be 


delivered to him until he has 


turned in a_ stores requisition 


form. This form includes the de 
partment name, the job on which 
the be 


descr.ption of the job, and a list 


materials are to used, a 
of the items wanted 

sends the form 
to the 


are posted on the inventory card 


The warehouse 
accounting, where items 
It then goes to machine account- 
ing where the amount of the re 
quisitioned material is charged 
against the proper appropriation 
At the end, the requlsl- 


] 
numerical 


account 


tion form into a 
file 
The the 


status of the various departments’ 


COe6 
POC 


council now knows 


budgets daily, and it can plan ac- 


curately for future expenditure 


It also is confident that there are 


‘ 


no neglected or forgotten obliga- 


tions to be met by any depart- 


ment. 





R ELATIVELY large numbers of 
city purchasing departments are 
now engaged in some sort of joint 
buying; 

Most governmental purchasing 
agents expect the practice of co- 
operative purchasing to grow in 
the next five years; 

Governmental purchasing peo- 
ple in general think the advan- 
tages of joint buying outweigh 
the disadvantages. 

These results of surveys con- 
ducted by our staff indicate that 
cooperative purchasing for muni- 
cipal areas will soon come into 
more extensive use. Although 
such buying has been done since 
the early 1930’s it has been fairly 
limited. If the present momentum 
continues the effect on govern- 
mental buying—and expenditures 
—may be substantial. 

Our surveys show (see table I) 
that cooperative buying is rather 
negligible in purchasing by states 
or municipal leagues. But three 
out of five city purchasing officials 
report they are using it. 

Asked to predict the course of 
co-operative purchasing in the 
next five years, however, almost 
all the state purchasing agents 
said they expected it to increase. 
Almost 60% of the city P.A.’s ex- 
pect an increase. This confidence 
in the growth of cooperative pur- 
chasing appears to be based on 
what our research showed to be 
the advantages and disadvantages 
of the practice. 


Why It's Favored 


These are some of the reasons 
cooperative buying is favored: 

It means greater economy and 
efficiency for smaller units of gov- 
ernment. Small or medium quan- 
tities of common items needed by 
several independent agencies can 
be bought on one large quantity 
contract. Wholesale or carload 
buying is more economical than 
retail or small lot buying. 

Joint buying aids in the stand- 
ardization of quality. Instead of 
the individual units demanding 
different kinds and sizes of some 
such common _ item, such as 
brooms, the cooperative commit- 


Hardwick, a regular contributor, is Professor 
Administration and Director, Institute 


r Business Services, University of Detroit. 
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Cooperative Buying 


On the Rise 


Joint purchasing by cities, particularly smaller ones. 


may help lower the public’s tax burden. Despite a 


number of obstacles, the ideu is gaining ground. A lead- 


ing educator compares the advantages and disadvantages 


of cooperative buying and predicts a slow but steady 


growth for it. 


By C. T. Hardwick 


tee can determine the appropriate 
quality and size for specific usages. 

Cooperative purchasing gives 
the equivalent of a professional 
staff. Often the small municipality 
can afford only one man or per- 
haps no more than a part-time 
employee assigned to buying. By 
joining a cooperative purchasing 
organization, several buying spe- 
are made available for 
common action. 

It is a concrete and practical 
way for the smaller municipality 
to gain some of the advantages of 
a highly specialized central pur- 
chasing staff. For example, the 
organized department usually de- 
velops several techniques to in- 
duce lower bids, such as increas- 
ing the scope of competition by 
enlarging the bidding list. Com- 


cialists 


bining the knowledge of several 
governmental units enlarges the 
list of bidders. 

Another advantage for small 
governmental units associated in 
joint buying is planned procure- 
ment.—Material needs are anti- 
cipated and assembled into an an- 
nual materials budget. Early 
planning will present a continual 
state of emergency and _ subse- 
quent poor buying practices due 
to shortage of time and urgency of 
delivery. 

Finally, there is the possibility 
of improving buyer-vendor rela- 
tionships through joint buying. 
Vendors sometimes complain 
about carrying on individual bus- 
iness transactions with small gov- 
ernmental units because of the 
variety of forms, peculiarity in 


Table | 


Class of Respondent 


State purchasing agents 
State municipal league offices 


City purchasing officials 


Number of Replies 


Total Yes No 


17 2 15 
28 2 26 
33 13 


Totals 78 54 
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purchasing conditions and general 
red tape involved in small orders. 
In a cooperative buying scheme, 
the forms of the various partici- 
pants can be made uniform. This 
makes vendor relations less com- 
plex. 

Furthermore, in the 
vendors, the bidding and contract- 
ing conditions standard- 
ized. Joint buying also affords the 
vendors the opportunity of bid- 
ding for bigger orders fewer times 


interest ol 


can be 


per year. Cooperative buying is 


+ 


often more acceptable to vendors 
because the bidders tend to expect 
fairer treatment from a coopera- 
tive committee than from the in- 


dividual buyer 
There Are Problems 
The foregoing 


not come about automatically with 
the adoption of a cooperative pur- 


advantages do 


chasing system. There are serious 
obstacles to 
fore favorable ‘resu 
tained. These obstacles are varied, 
political, 
and administrative 
The diversity of local legal con- 
trols offers some obstacles to co- 
operative purchasing. For ex- 
ample, if four out of five units of 
government in a certain 
require formal bidding according 
to different monetary limits, the 
question must be faced as to how 
formal bidding procedures should 
be pursued. In a practical sense, 
the more liberal provisions will 


be- 


mounted 


r) 
I 
I+ 
it 


be Su 
s can be at- 
legal, 


being economic 


region 


have to. give way to the more re- 
strictive provisions if 
ing is to occur. 

To illustrate, a plan may be as- 
sumed involving five cities in 
which formal bidding is stipulated 


oint buy- 


with these variations: two juris- 
dictions have no monetary limits, 
one has a $100 requirement, an- 
other has a $500, and the fifth has 
a $1000 point that marks the tak- 
ing of formal bids. If these five 
are to cooperate in joint buying 
action, the lowest limit of $100 
will have to be respected by all 
as the point requiring formal bid- 
ding arrangements. Some juris- 
dictions with liberal conditions, 
such as no monetary limits, may 
hesitate to become voluntarily 
saddled with the stricter and more 
formal stipulations of some other 
cooperating member. 


Legal Difficulties 


Other legal barriers may arise 
from the provisions of the charter 
and ordinances involved. For ex- 
ample, one city reports the legal 
problems of preference given to 
“local vendors.” In such cases, 
unless all of the cooperating units 
can adhere to the giving of prefer- 
ential treatment to local bidders, 
e.g., a five per cent price advan- 
some difficulties will 
in picking the vendor to receive 
the contract. Furthermore, one 
idea of joint buying is to extend 
the scope of competition beyond 
local areas, which is in direct con- 
flict with local preference clauses. 

There is no pat answer to the 
variety of legal restrictions. One 
constructive step is illustrated in 
Milwaukee’s experience. A per- 
missive Wisconsin statute was se- 
cured from the state legislature 
to encourage cooperative buying. 
In contrast, Cincinnati operates 
without state legislative encour- 
agement. 

Another 


arise 


tage, 


device to overcome 


Table II 


Prediction for the 
Next Five Years 


Decrease in volume 
Remain about the same 
Increase in volume 

No opinion 


Totals 


JANUARY 19, 1959 


Number of Replies 


City Municipal 
P. A. Leagues 
| 0 
10 5 
16 3 
0 0 
27 8 


Total 


legal obstacles would be for the 
leaders and participants in a re- 
gion desiring joint buying to work 
for the passage of uniform pur- 
chasing ordinances for the sev- 
eral cooperating governmental 
units. In that way, all participants 
in the joint purchasing plan, be- 
ing subjected to uniform legal 
stipulations, can cooperate with- 
out fear of legal complications. 


Political Barriers 


Political considerations add 
other complications. One political 
barrier to cooperative purchasing 
is the problem of inducing ad- 
ministrators of small communi- 
ties to raise their sights beyond 
the local boundaries. For example, 
purchasing officials 
may believe that they lose pres- 
joining with 
others to help solve purchasing 
problems. The fear of losing local 
autonomy 


some local 


tige or status by 


especially 
great when the smaller units co- 
operate with the relatively big 
purchasing department of the 
state government. 

Strained relations between ad- 
ministrators and the local citizens 
sometimes arise over purchasing 
activities. Local merchants, who 
contribute to the support of gov- 
ernment, may believe they de- 
serve to participate and even 
profit from local contracts. Any 
cooperative action that may 


becomes 


re- 
sult in contracts being issued to 
vendors outside the local area will 
tend to be opposed except when 
there is no local interest in the 
contract. Yet, one goal of joint 
buying is to enlarge competitive 
bidding, which may be detrimental 
to local merchants. 

In the field survey, the word 
“politics” was frequently men- 
tioned as an obstacle to joint buy- 
ing. Sometimes no further ex- 
planation forthcoming. At 
other times, the word “politics” 


was 


was explained with phrases such 
as: “fear of giving up local author- 
ity,” “reluctance to give up buy- 
ing independence,” “fear of los- 
ing prestige,” and 
occasionally associated with the 
word “provincialism.” 

Economic barriers to joint buy- 
ing are also encountered. There 

(Please turn to page 162) 
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Interstate Contracts: 


Which State’s Laws Apply 


Each state has its own rules for determining jurisdiction 


on interstate contracts. This causes much confusion. Here 


are some guides for determining which state will have 


jurisdiction if there 


contract.” 


By Marshall Coke 


W HENEVER PURCHASING 
make a contract they 
the question: 
law or which 
is the contract enforce- 


agents 
should 


Under 


consider 
what 
ere:gnty 
able? 
Suppose a New York company 
contracts to buy ten new 
from another New York company. 
And suppose the contract is made 
in New .York covering cars then 
situated in New York, to be de- 
New York. If this is 
situation, then any dispute 
when the buyer 
the cars 
used, 
the 


SOV- 


cars 


livered in 
the 
which arose 
that 
not new, 
handle d 
York 
But the buyer was an 
Ohio company, the seller in Mich- 
igan, and the 


one of 
but 
under 


found Was 
would be 


law of New 
suppose 


cars were located, 
at the time of the sale, in Illinois. 
If a dispute arises will it be en- 
under the the 


forced laws. of 


state of Ohio, Michigan, or IIli- 
nois? 

This situation creates legal con- 
fusion termed 
flicts of laws.” It is a complicated 
field where concrete 
ments can be made. 


generally “con- 


few state- 

A purchasing agent can’t know 
all the ramifications of the various 
knotty legal problems involved in 
determining jurisdiction 
has authority in interstate trans- 
actions. 


which 
However, if he knows 
the possible legal pitfalls in his 
contractual arrangements, he can 
work more effectively with his 
department to un- 


legal avoid 


necessary losses. 


When to Use Federal Courts 


Many assume that the federal 
courts have jurisdiction when a 
conflict exists as to which state 
laws are applicable 


The 


This is in- 


correct. federal courts are 


"ONLY WAY | COULD BREAK THE CONTRACT, 


MISS ... 


GIVES MY STATE JURISDICTION 


AND I'M GOVERNOR“ 





THE LEGAL FRUSTRATION OF THE INTERSTATE 
LAWS MIGHT JUST LEAD TO SOMETHING LIKE THIS 


“is trouble involving an interstate 


only available when there is a 
diversity of citizenship (that is 
citizens of different states, or 
citizens of the United States vs 
citizens of a foreign state), plus 
an amount in controversy ex- 
ceeding $3000.00. 

Even if a case satisfies these 
two requirements and is brought 
in a federal court, the problem of 
which law will govern is not 
settled. The federal government 
has no common law on which to 
rely and must enforce the state 
laws where appropriate. Thus the 
original problem of which state 
law applies still remains. 


Back to States 


There are four schools’ of 
thought as to which state’s laws 
would govern a transaction in- 
volving several states. These are: 

1. The place of contracting rule. 

2. The place of performance 
rule 

3. The intention of the parties 
rule. 

4. The 
points rule, 

Rule One. This is the general 
rule. Many courts hold that a 
contract must be enforced accord- 
ing to the law where the ‘contract 
was made. The validity, inter- 
pretation, and effect of a con- 
tract of sale under this rule are 
governed by the law of the place 
where the sale is made. .This is 


greatest number of 
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so even when the item being sold 
is in another state. If the contract 
of sale is valid in the state where 
be 
upheld and enforced in any other 


state 


it is made, it will ordinarily 


This is so even though the 
contract is not in conformity 
with or would be invalid 
the laws of the latter 


The big exception 


under 
state 
where en- 
violation 
of the laws of the other state 
where it would be 
the rights of citizens or 
to public policies 

Other exceptions A 
made 


forcement would be in 
or 


injurious to 


contrary 


contract 
which has 
adopted the Uniform Sales 
is not subject to such act 


in a state not 
Act 
in an- 
other state which has 
Also, a sale 


where it’s made will not 
tained elsewhere 


adopted it 
which is. invalid 
be SUS- 
Here’s a question that always 
Where 
Or- 
regarded 
as having been made in the state 
the last to 
complete the contract takes place 
Suppose A in Oklahoma makes 
offer to B in Kansas B 
accepts the offer. The contract 
is deemed to have been 


Kansas 


comes up under rule one 
is the place of contracting? 
dinarily, a contract is 


where act necessary 


an and 
made in 
Kansas law would 
govern. If B makes a 
offer which is accepted by A in 
Oklahoma, it would be an Okla- 
homa contract and Oklahoma law 
would govern. 
Another point 


and 


counter- 


suppose an or- 
der for goods is given to an agent 
who has no authority to sell. And 
this the 
order to his principal for accept- 
ance or approval. Under rule one, 
the contract is deemed to be made 


suppose agent forwards 


at the place where the principal 
gives his acceptance or approval 

Rule Two. Many courts hold 
that the place where the contract 
is to be performed determines a 
contract’s validity, effect 
of 


and the 
its obligations. For ex- 
held that 
breach of 
the 
ol 
the 


nature 


ample, one court 
there 
the quality of 
goods depended on the law 


the place of performance of 


whether was a 


warranty in 


contract 
A big 


with rule two is determining “ 


problem red 
the 
Suppose 
And 


suppose the order is accepted by 


encounte 


place of performance.” 


an order is given for goods 
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delivery of the goods to a carrier 
for shipment with the intention 
of transferring the property to 
the buyer. If this is so, then the 
place of shipment is the place of 
performance, and it makes no 
difference that the goods are not 
paid for until they arrive in a 
state to which they are shipped. 

Conversely, suppose the parties 
don’t want the property to pass 
until delivery by the carrier to 
the buyer and acceptance by him 
at the place of destination 

If this then the destina- 
the place of sale. This is 
true where the title not 
to pass until the goods are re- 
ceived and paid for. 


Is SO, 
tion 1s 


also 1S 


Here's an example of the ap- 
plication of rule two. A contract 
for sale of machines calls for ship- 
ment of the machines F.O.B 
Newark, New Jersey. Perform- 
ance is therefore to be rendered 
in New Jersey. 


the 


Under rule two 
right to recover damages for 
failure to perform the contract 
will be governed by the law of 
New Jersey. 

Rule two is generally not ap- 
plied where there several 
places of performance, such as a 


are 


single purchase order for ship- 


of commodities to several 
Rule (that the 
of the place of making the con- 
tract governs) is usually applied 
here 

Rule Three. This rule states 
that the intention of the parties, 
expressed implied, fixes the 
governing a 
the 


ment 


states one law 


or 
sales 
the 


law 
This 


contract 


is rule English 


in 


courts 

United 

seems to 
Many 


where it 


which the 
Court 


and the 
States 


one 
Supreme 
favor 

think this way 
appears that a 
contract was made with respect to 


courts 


clear ly 


the law of some state, that state's 
should This 


pecially true where a contract is 


laws govern 


Is @CS- 


involving than 


For 


made in one state to be performed 


made more 


one 
state example, a contract 
the con- 
of the 
the court 
the 
to 
law 


in another where 


tract 


state, 
invalid 


IS 


In 


in one 


states such a 
will usually 
of the 


with 


Case, 
that 
Was 

to the 


contract 


say intent 


parties contract 
of the 
is valid 
And the contract will be enforced 
under the laws of that 

Rule Four. This rule 
presently followed 
although it 


reference 


state where the 


state 
is not 
by many 
to be 


practical and common 


courts 
the 
sense approach to the problem 

Under this the 
tract adjudicated 
laws of the state 


seems 


most 


sales con 
the 
which 


rule 
is under 
or country 
is involved to the greatest extent 
in the contract. For instance, sup- 
made in New 
York, with the material situated 
in Illinois, to be delivered in Illi 


nois, to an Illinois buyer. A court 


pose a contract 1s 


under this rule, would apply IIli- 
to the 
most of the points of the contract 
Illinois 

It seems that this would be the 
obvious ol 
to apply 


nois law contract since 


concerned 
mean determining 
than 
hinging the decision on either the 


Please t to page 


which law rather 
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“WE'RE BUILDING THE NEW PLANT 


SO THAT IT WILL BE 
THIS WAY THEY'LL 4 
NEVER GET US FOR 
BREAKING AN 

INTERSTATE 

CONTRACT“ 


IN FOUR STATES. 
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Fifteen gas - fired 
infra - red heaters 
are strung along 
this foundry’s cen- 
ter bay. The rays 
emitted by the 
heaters are much 
like the sun’s rays 
which warm only 
the bodies that ab- 
sorb them and not 
the air through 
which they pass. 
The heaters’ re- 
quire 40 percent 
less gas than con- 
vection heating. 


Gas-Fired Infra-Red Heaters — 


e Cut Heating Bill 40% 
e End High Bay Heating Problem 


Do YOU HAVE this kind of a 
heating problem—heating a high 
bay building, particularly a build- 
ing with large truck doors that 
are frequently opened? 

An Ohio foundry has a note- 
worthy solution to the problem: 
fifteen gas-fired infra-red heaters 
installed in the overhead of its 
foundry building. The infra-red 
heaters, which heat the area di- 
rectly rather than by convection 
warm air, have made the 
foundry a far more comfortable 
place to work. This in turn has 


from 


employee morale and 


stepped up production. 


raised 


Uses Less Gas 
According to the Ohio Fuel 
Gas Company, convection heating 
for the foundry would have re- 
quired about 5750 mef of gas per 
heating heason. The 15 gas-fired 


94 


infra-red heaters, with a_ total 
rated input of 1,320,000 btu’s, re- 
quire about 3500 mcf per season 
for the 12,200 sq ft work area. 

Heart of the infra-red heater 
is a rayhead, consisting of a hous- 
ing and a ceramic mat. Gas is 
metered through an orifice in the 
burner housing = and 
through an air aspirating chamber 
to a mixing tube. The air and gas 
mixture burns on the surface of 
the mat at a temperature of ap- 
proximately 1650 F. Of the 12,000 
btu’s input to each rayhead, 60 
per cent or 7200 btu’s are trans- 
ferred from the burner to the su- 
per-heated surface of the mat as 
infra-red rays in wavelengths that 
will be absorbed by most mate- 
rials. 

These rays are much like the 
sun’s rays which warm only the 
bodies that absorb them and not 
the air through which they pass. 


passes 





Because of this, conventional cal- 
for determining the 
amount of heat for a _ building 
where systems create a_ blanket 
of air around a person to reduce 
body heat losses, are not applic- 
able to infra-red’s direct heat. 
Seven of the 15 units are sus- 
pended along the foundry’s cen- 
ter bay 35 ft above floor level. 
Each unit has 3 banks of 4 ray- 
heads—12 in all. The number of 
rayheads per unit is determined 
by the height at which the heater 
is placed. At 12 ft, 2 rayheads are 
used; at 15 ft, 3 rayheads, and 
at 18 ft, 4 rayheads. Above 24 ft, 
2 or more banks of 4 rayheads, 
with parabolically shaped reflec- 
tors 12 inches deep, are used. The 
units are effective up to heights 
of about 60 ft. The manufacturer 
is Perfection Industries, 1135 
Ivanhoe Road, Cleveland. 


For More Information Write No. 208 
on Inquiry Card—Page 35 
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NO TROUBLE CALLS WITH PUSHMATIC 


bolted connections are standard on every breaker 


Ever hear of “nuisance tripping” in resistant, positive connection always. convenience and control quality 
circuit breakers? It occurs regularly 
in many plants boosting mainte- 
nance, hampering production costing 
plenty. But not when Pushmatic® is 
on the scene. Here is a circuit breaker 


you can depend on. More than a 
dozen individual tests are given each 
and every Pushmatic before packag 
ing. The result is proved performance 


every time. Get Pushmatic and end 
that thinks for itself —that puts an Other Pushmatic plusses: Pushbutton trouble calls 


end to trouble calls. And here’s why 


Unlike plug-in type breakers, a Push- i i 
matic bolts to a bus bar. cannot work 


loose and cause excessive heating 


No complicated installation either. It 
can be installed simply and quickly 
by merely tightening a captive screw 
onto the bus bar 


BEPCO 


: Dog Electric Products ( yam § Division of I- Circuit Bre 
> . . , wees 82. Mich. BullDog Export Dwision: 13 E he Ss 
= \ Ss % o 5 ure ) m i — th St 
It I r ide \ high | ressure, Ic W In Canada: BullDog Electric Products Co. (Canada) Ltd.. 80 C! 


layson 





STAMPINGS DIVISION 


“One Piece or a Million” 


LAMINATED SHIM COMPANY, INC. 
...0on most Bid Lists 
2401 UNION STREET, GLENBROOK, CONN. 


For 


(reeeel 


More 


Information 


FOR THE MONEY... 


Need just a few Stampings at the experi- 
mental or pilot stage? Our Machine Cut 
Method uses no dies! Applying custom-built 
slitters, cutters, notching dies, slotting dies, 
bending tools and stock punches—plus spe- 
cial techniques and skills—we deliver small 
quantities at very low cost. 


FOR THE SHOW... 


Need a short run! More than a few Stamp- 
ings, but still not enough to warrant high pro- 
duction quantities? Our Low-cost, Short Run 
Tooling Method does it! Simple contour dies 
and special purpose presses keep costs down. 
Newly expanded facilities speed deliveries. 


TO MAKE READY... 


Need production runs? You'll be interested 
in our modest die charges on larger quanti- 
ties. Our regular Production Tooling Method 
—designed to deliver highest quality at lowest 
unit cost—will readily solve your Stampings 
problem of any magnitude. 


STAMPINGS PROBLEMS GO... 


Our nation-wide service does it! Specialized 
experience determines the best of 3 methods 
...to produce top quality stampings. ..stand- 
ard or special...one or a million. ..faster, and 
at lowest possible cost. Let us quote your next 
stampings job. Brazing, welding or assembly 
jobs, too. There’s a factory-trained sales engi- 
neer in your area—it pays to know him well! 


penal 


arf 


METALLIC GASKETS «© ELECTRONIC CHASSIS 


STAMPINGS 


BY LAMINATED SHIM CO. SPECIALISTS 


CLAMPS - 


' 
—— 


WASHERS 


BRAZED ano BENCH ASSEMBLIES 
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Crate Handling 
Attachment 


A crate handling attachment 
performs two separate functions: 
handling equipment in cardboard 
cartons; and handling equipment 
in cardboard wire bound crates 
with capacities up to 1500 Ibs. 
With the attachment, cartoned 
material can be loaded, unloaded, 
transported and stacked without 
the use of pallets, forks or dun- 
nage. Capacity up to 1500 Ibs. 
For handling cartons, a beveled 
angle at the top of the frame of 
the attachment fits under the 
folded-over cover of the carton. 
The side of the carton adjacent to 
the truck rests against a 
backing plate. For handling open 
wire-bound crates, the attachment 
is equipped with two hooks which 
engage the crate under its top 
board. The hooks are adjustable 
both in width and height to fit 
practically any sized crate. The 
hooks swing out of the way when 
cartons are being handled. The 
device is quickly detachable. It 
is hung on the truck carriage and 
is readily interchangeable with 
standard forks. The lifting hooks 
are quickly adjustable for most 
conventional width or _ height 
Can be made 
specially in tandem to handle as 
many as 4 appliances at once. The 
open frame construction affords 
the operator optimum visibility. 
Lewis-Shepard Products, Inc., 
Dept. R8-29, 125 Walnut St., Wa- 
tertown 72, Mass. 

Write No. 18 on 


wood 


crate or cartons. 
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Yale Materials Handling Divis 
Products: Gasoline, Electric 


A YALE PRODUCT FOR BOOSTING PROFITS 


ONE YALE TRUCK DOES THREE JOBS ECONOMICALLY 


K-46 equally efficient in warehousing, on loading 
ramp, for mounting and dismounting operations 


If your requirements call for a one-truck fleet, 
the versatile Yale K-46 is the truck for you! 

Three features give this economical Yale truck 
an extraordinary degree of usefulness. Compact- 
ness makes it a good narrow-aisle truck. Maneu- 
verability makes it the perfect truck for loading 
and unloading on the delivery ramp. Standup 
cockpit permits easy, fast mounting and dis- 
mounting... gives the driver a clearer view for 
loading operations and aisle movement. 

The K-46 is the ideal truck for profitable short 





turing Company. Manufacturing Plants: Philadelphia, Pa n Leandro, Calif 
users «Hand Tr 


orksavers « Wareh 


cycle operations. Compact as it is, this economi 
cal truck has all the features of the large Yale 
electric trucks. Exclusive Magnetic Cam-O 
Tactor for controlled acceleration and smooth 
travel—rugged durability — low-cost operation 
dead-man control and other safety features 
Capacities, 2,000 and 3,000 Ibs 

For information about this stand-up electric 
truck, a cost-cutter in Yale’s line of electric trucks 
(capacities 1,000 to 200,000 Ibs.), call your 
Yale representative, or write for brochure #5112 
The Yale & Towne Manufacturing Co., Yale 
Materials Handling Division, Philadelphia 15, 
Pennsylvania, Dept. KT 1-H 


YALE 


INDUSTRIAL LIFT TRUCKS 
TRACTOR SHOVELS - HOISTS 


YALE & TOWNE 


Forrest City, Ark 


icks e Industrial Tractor Sh «Hand, Air and Electric Hoists 








ECONOMIC 


FACTS ON 


FASTENERS 


ete) (eM al-t-(ollale mele i tm 
‘aat-(eiallallale meer) t— 


this was cold headed instead 


@ Buy cold headed parts... 
produced with less scrap, 
in less time than machining 


@ You get stronger items, 
in one piece, at big savings 


Above you see an automotive part 
formerly machined, along with scrap 
turnings. Compare with the piece 
below—where metal has been forced 
to cold flow into shape in one of 
RB&W's heading machines. 
(That’s the same equipment that 
produces RB&W bolts, thousands per 
hour, at rock bottom cost.) 

It’s obvious that cold headed parts 
save money. (Little or no scrap loss, 
faster production.) Not so apparent 
is the fact that the cold headed piece 
is actually stronger, too. The cold 
working does it. Also gives a better 
finish and oftentimes closer 
tolerances. 

Cold headers used for fasteners 
can be adapted to almost any small 
parts now machined or forged as one 


cold 


‘ 
% 

* 
77? 


P ,.° 


4 
| 


or more pieces. That’s where an ex- 
pert can help you. Avail yourself of 
the RB&W Fastener Man to analyze 
your requirements. People who have 
already done so are profiting from 
RB&W’s vast cold heading facilities 
and ability to supply large volumes 
at substantial savings. Russell, 
Burdsall & Ward Bolt and Nut 
Company. 


RB-W 


114th year 


Plants at: Port Chester, N. Y.; Coraopolis, Pa; 
Rock Falls, !ll.; Los Angeles, Calif Additional 
sales offices at: Ardmore (Phila), Pa.; Pittsburgh; 
Detroit; Chicago; Dallas; San Francisco, Sales 
agents at: Milwaukee; New Orleans; Denver; Fargo 
Distributors from coast to coast. 


RB&WwW FASTENERS~STRONG POINT OF ANY ASSEMBLY 
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Magnetic Separator 
For Coolants 


Magnetic separator used for the 
ferrous contaminants 
from grinding and other metal 
working coolants. Unit is con- 
structed of a durable Fiberglas 
tray supported by a magnetic re- 
tainer plate. Constructed so that 
heavy Alnico magnets and grav- 
ity tend to collect the contaminant 
in regular rows of tufts. Tufts 
act as filters to remove non-fer- 
rous materials. Capacity of 15 gpm 
of water soluble oil or chemical 
type coolant. Cleaning the unit 
consists of removing the tray, 
shaking the solids from it and 
replacing it. This takes less than 
minute. Can be used on 
grinders, honers, gear shavers, 
broaches, milling machines, screw 
machines and other machine tools. 
Kebby Company, 2320 Custer 
Ave., Rockford, Illinois 


Write No 


removal of 


one 


19 on Inquiry Card—Page 32 


. 


Square Shows “Out-of- 
Squareness” At Glance 


~ 


Six inch Direct Reading Cylin- 
drical Square No. 558 shows vari- 
ations from square in units of 
.0002” directly on the cylinder 
and eliminates the need for trans- 
fer instruments. 

One end of the cylindrical 
square is precisely ground and 

(Please turn to page 100) 
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Longer Lasting 


ALCO 


‘ 


ALLOY STEEL PRODUCTS COMPANY @, 





Products 





(Continued from page 98 


FIR PLYWOOD 
PURCHASING GUIDE 


lapped ‘“‘out-of-square.”’ When the 
cylinder is rotated, its angle with 
the surface will at 
point match the angle of the work 
piece and shut out light against 
the work. Out-of-squareness is 
then read directly in .0002 in. by 


base some 


following the dotted curve nearest 
to the top edge of the working 
piece to the top of the cylinder 

Cylindrical square is approxi- 
mately 2-12 in. diameter and 6- 
I high overall and measures 
to a 6 in. height. Surface finish is 
6RMS or better and the diameter 
within 


Insist on DFPA dee 


Grade-Trademarks 


is ground and honed to 


DEPA grade trademarks attest qual 


ity, performance and value. They ap 
pear only on plywood manufactured, 
inspected and laboratory-tested under 
the DF PA quality control program to 
assure conformance to U.S. Commer 


cial Standard quality requirements. 


Choose the right grade tor each job 


DEPA quality-tested fir plywood 
Exterior 
(waterproof glue for permanent out 
loor exposure); 2. Intertor (moisture 


comes intwotyvpes: 1 


Within each type are 
grades to meet the exact needs of any 
Most popular grades are 
(other grades including 


appearance 


given job 
show n below 


« 


and 


( 


with 


< 


Manufacturing 
Products 


Rhode 


QOOL in 


Ends are ground, lapped 


ind serrated to reduce friction 


decrease inaccuracy from 
Cylinder is case hardened 
black dotted 
Brown & Sharpe 
Co., Industrial 
Division, Providence 1, 


Island 


Write No. 20 on 


lust 
clear, curves 


ind numerals 
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Nylon Feeding Finger 
Pads Will Not Seratch 


for use indoors, tem panels made of other western soft 


outdoor uses and sheathing 


EXTERIOR-TYPE | 


resistant glue) 


porary woods, also available) 


INTERIOR-TYPE 


TYPICAL USE . . 
(Moisture-resistant glue) 


(Waterproof glue) 
Where appearance of both 
sides important. Cabinet 
doors, single thickness 
walls, etc 





EXT-DFPA-A-A | | INTERIOR -A-A-DFPA 


PlyShield 
(A-C) 


Where only one side will 
be seen. Siding, paneling, 
signs, fixtures 


PlyPanel 
| ~ (A-D) 


- ee 


Ext. PlyForm’ 

(B-B) } feteaew 
Maximum Re-use | < 
fpenssinnnieensoceenesn —— 


corena PlyScord | 
~ & (C-D) 


—_—_—— | 


Special concrete form 
grades. Both faces sound, 
solid, smooth 


Int. PlyForm’ 
(B-B) 
~ Multiple Re-use 


Nylon Feeding Finger Pads feed 


ock to hand and automatic screw 
cK 


Unsanded structural and 
maintenance panel 
Sheathing, crating, temp- 
orary screening 


Exterior Glue 
PlyScord 





without scratching. Are 

ble for use 

SIZES: Standard tir plywood thicknesses ; 
t’ wide, 8 Other thicknes 
irfed panels up to 30° and 50 


uch as brass. 
long ses and sizes are " 
] tie nd { 
long and plasules alt 
} } 1 
vund or polished stock 
Exterior 


TEXTURED FIR PLYWOOD Fir 


several smart 


plywood OVERLAID FIR PLYWOOD 
textured panels fir 

peciil decorative applications such 

ling, paneling, displays 
These include Texture One-EFleven Ex 
plywood (deep parallel shelving. concrete 
ttern hiplapped ind) panels stty 
th attractive brushed, striated, or ¢ 


marking 1s 
round, 
De- 


overlay. per whe freedom from 
both | Available in 

panel H is hard, glossy , * 

sion-resistant (use for long-lasting nd hexagonal types 

forms Medium den on for ] 


ome in plywood with resin-tiber 


manently fused to one or sides of 


ind fixtures abra 


signs 


ter or i’ ’ » 
iaebog’ snug, no-shp fi 


with 
per (ideal naster 


siding : : . cei. jaocé } 


L1i¢€ ests nave 


edges overlaid plywood is smooth 
{ texture similar to drawing 1} feeding M1 


ssed surfaces paint base for signs, fixtures 








onstrated their durability an 


é 

hanget dicate the e 
ition guide. Order for all-round use. Brown & Sharpe 
Includes Manufacturing Company, Indus- 


pivwood 
letailed 
ialtv: panels. Commer trial Division Provi- 
Offer good USA only a : ‘ ’ 
Tacoma 2. Wash... Dept. 192 dence 1, Rhode Island 


Write No. 21 on 


| 
FREE WALL HANGERS — Handsome 18”. onomy of nylon 
Handy tir plywood grade- use 
one tor evervone in vou 
Also available, speciti 
description all) grades 
cial Standards req 
Douglas Fir Plywood 


wall 
specifi 
firm who specities fir 


ition portfolio 


* 
- 


SIZES, Spec Products 
iirements 


\ssox 
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ANNOUNCING... 


NEW PERFECTION IN 
SAW BAND 


having 33 times longer 


FLEX LIFE 


perfect weld Regardless of the type of machine you use, this new DoALL saw welding 
service improves your sawing applications and reduces your saw blade costs. 
New techniques and new welding equipment——developed by DoALL for custom- 
welding of saw blades to specified lengths—assure you of a superior weld. Yet 
this improved welding service is offered at no increase in price 


Here are guaranteed advantages of DoALL marked weld: 


1. Welds are stronger than the welded areas produced by any 
other equipment available. This is important because all saw 
bands must be joined by welding. And the tool is no better 
than the welded section. The DoALL identification stamped 

WEAK in the welded area is your positive guarantee of a better weld. 
SECTION 


Teeth are perfectly matched. Mismatched teeth are a thing of 
INVITES the past. So are uneven welds and weld breakage. A uniform 
cutting edge with no off-beat spacing of teeth insures smoother 
performance, maximum precision at all times. This perfection 
of weld and the guarantee of tooth set, hardness and tooth 
form make DoALL saw bands ultra-precision cutting tools. 


BREAKAGE 


Sy 
s 

9 

5 

9 

* 

4 

> 

. 

7 

+ 

‘ > 
. 
il 


No undercut by grinding wheels. Note the upper illustration 
at left. This undercutting is typical of what happens when the 
welding flash is removed by grinding wheels. The thinner 
section and annealing caused by grinding heat are responsible 
for many saw band failures. The DoALL weld shown below it 
DeALL is smooth and uniform and will not “‘click’’ as it goes through 


the guide. 
GUARANTEED 


WELD Saves you money . - + cuts welding costs. This new DoALL 
custom-welding service costs less than doing it in your own 
shop. Each band is clearly marked as to blade type, width 
and pitch so that the operator can positively identify the right 
tool for the specific job. This service, covering both carbon 
and high-speed steel blades, is available on/y through your 
local DoALL store. Orders are filled promptly. Telephone 
your local DoALL store today. 


“ 
— a ee ee i 


\ 
2 


~ — —_ »~ 
| Find 
|| Your DeALL Store 


Lear 
‘cs. | The DoALL Company, Des Plaines, Illinois 
ee 
nef } ae Sea Your y} a 
None er+ = f ly yr 


THIS IS A Machines end Bede: Sertece Grnders Baa 


MEASURING SHOP SUPPLIES 
TYPICAL DoALL STORE MACHINE TOOLS eccccceceseecee CUTTING TOOLS ceccccecceceees INSTRUMENTS 
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The Norton Measure of Value 
... the true measure of savings 


on materials you buy for your 


production is the cost-per-piece 
produced. 


PURCHASING 





~The economic truth of the above statement 
applies to all manufacturing and is especially true 
in grinding wheels. 

There are less expensive grinding wheels than 
Norton wheels — and on the invoice they may look 
like a bargain. But if the wheels purchased fail to 
perform efficiently on the production line or incur 
production delays because of poor quality or mis- 
application a higher cost of production is the 
price actually paid. 

In brief, the true measure 
is not how much you paid for it 
get from it. Here is what you « 


Norton Company git 


You can 
produce 
oreater 
Savings 
than you 
can buy 


“ee eee 





WNORTOND 


ABRASIVES 
MAKING BETTER PRODUCTS TO 
MAKE YOUR PRODUCTS BETTER 
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Mele) 4), ic) 
FOR 


QUALITY 
PLUS 
ECONOMY 
IN 

MOLDED 


PLASTIC 
PARTS? 


No matter how 


ehegtachc Bere je coatile-lelelt Mmelim@ellicog 


craftsmen can design and produce a low-cost plastic 
product of superior quality to meet your size and 


quantity 


requirements 


Special facilities also avail- 


Fle} (micomudele aeltian Zoltan e)coreltinelel:Mecele) (sec Mu etc mel, 


today! 
attention 


(on Oba delaal 
aaleliel-la-) 
of the NEW YORK OFFICE 


Vialer-ter-t 


YP STAN DARD PLASTICS 
ne 


CORPORATEDO 


MAIN OFFICE AND FACTORY 


All inquiries receive our prompt and interested 


Le. 


a ¢ mae 


303 FIFTH AVENVE TEL. MURRAY HILL 6-0327 


62 WATER STREET TEL. 1-1940 


ATTLEBORO, MASS. 


For More Information Write No. 


216 on Inquiry Card—Page 32 
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POLAND AAAANAMAARDAnLs 


Now Registered) 


for double assurance 
of quality 





—Another Progressive Step by PAGE! 

e Top quality of materials has al- 
ways been a distinguishing feature 
of PAGE Chain Link FENCE. This 
well-known value plus PAGE stand 
ards of workmanship in fence erect 
ing by members of the Page Fence 
Association have given continuing 
assurance of reliable protection and 
good appearance. Now another for 
ward step adds to value certainty. 
Each newly erected fence will be 
identified by a PAGE “REGISTERED” 
metal plate and a dated, numbered 
and signed Registration Certificate 


A PRODUCT OF PAGE STEEL & WIRE DIVISION, 


For More Information Write No 


will be given to the owner. Regis 
tration of your new Page Fence and 
certification of its quality are assur- 
ance of long, dependable service and 
lasting satisfaction. 

PAGE will help you to choose the 
RIGHT fence for YOU a wide va 
riety of fence styles and four supe 
rior fabric materials —including the 
new acco Aluminized F . For in 
formation and name of nearest Asso- 
ciation member, write for Folder DH-26, 


Address: PAGE FENCE ASSOCIATION 


National Headquarters * Monessen, Pa. 


from 


abric 


AMERICAN CHAIN & CABLE COMPANY, 
217 on 


INC, 
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Liquid Springs Give 
Constant Resilient Force 


Using liquid compressibility, 
these holding fixture liquid springs 
provide constant force 
size and tolerance 
work pieces. This 
eliminates costly air and hydraulic 
including piping, valves and ac- 
cumulator. Units produce a damp- 
ening as well as action. 
Slight dampening action prevents 
failure of part in event of sudden 
movement of a machine compo- 
nent. Six models in this Series 
6000 Taylor Liquid Springs are 
the equivalent of from 3 to 40 coil 
springs of the same diameter and 
length. The smallest model in this 
series is 2” long and 34” in diam- 
eter with spring force at maxi- 
mum stroke from 800 pounds to 
8000 pounds and preloads from 80 
pounds to 4200 pounds. 

Write No. 22 on 


resilient 
regardless of 
Variation in 


spring 
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Easy Reading 
Vernier Scales 


Self-guiding vernier scales can 


be easily mounted on any 


sion machine tool. Vernier 


preci- 

can be 

easily and accurately read without 

magnification due to the expanded 

graduations standing out in sharp- 
ly contrasting black on a 
chrome finish. Flat scales 

(Please turn to page 108) 

For More Information Write No. 218 
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Now...MORE ball auras types and a bright, new neg. 


Hoover is MF pov: know! eading producer of open bearings for maximum capaci 

shielded and sealed type if deep-groove ball bearing All th ese new bearings meet 

double row bearings and water pump irings. These standards. All are made with 

Hoover products have earned f nding reputatior raceways and Micro-V« 

for quality millionths of an inch. All are 
Now, three new series are added to the Hoover line performance and long life 

1 pillow block bearing a mpanion flange bearing New, too, is the distinctive blue 

2 LOO extra light beari for maximum shaft and designed to help you recognize Hox 

he per Max and to remind you that they are to; 


NOouer 


BALL AND BEARING COMPANY 
5400 South State Road, Ann Arbor, Michigan 


fice and Warehouse: 2020 South Figueroa, Los Angeles 7, California 


minimum 


S$) 





Honed and Biwe- Vides exo Gaaee entenate, 
is a DuPont trademark 





~ AVOID RISK If 


you 
Duy 


Steel... 


USE OUR INVENTORY to continue your cost-reduction program 


When business slows down, you get 
tough, tighten your belt, and cut back 
teel inventory because you free capi 
tal that way and save on costs of 
pace, handling, taxes, obsolescence and 
wastage. You avoid big-inventory risks 
by buving from a Steel Service Center 


That's good business. 


But when business speeds up again, do 
you soften and let these economies 
plus your protection from risk—go out 
the window? 


Doesn't it make sense to continue your 


cost-reduction program? Why not con 
tinue free-of-risk steel buying from your 
Steel Service Center... get all the steel 
you need delivered when you say, cut 
to exact size and ready for use 


Compare all your costs of inventoried 
steel with what our steel will cost you 
Use the chart at the right. Or get the 
booklet What's Your Real Cost of Posses- 
sion for Steel? from your nearby Steel 
Service Center. American Steel Ware 
house Association, Inc., 540 Terminal 


Tower, Cleveland 13, Ohio. 


The American Steel Warehouse 


... YOUR STEEL SERVICE CENTER 


For More Information Write No. 219 on Inquiry Card 


Page 32 


COST OF POSSESSION 
FOR STEEL IN YOUR INVENTORY 


Per ton delivered 
Cost of capita 
Inventory 
ace 
Equipment 
t of operation 
pace 
Material handling 
Cutting & burning 


& wastage 


TOTAL 


COST OF FREEDOM-FROM-RISK STEEL 
FROM YOUR STEEL SERVICE CENTER 


++ 


ut-to- size, and delivered 


TOTAL 


PURCHASING 
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IRON OILITE 21 Pom BEARINGS 


“bronze” 
performance 
at far 


less cost 


The important difference between the porous bronze bearing ™ ; 

(right) poor the all-new Iron OILITI arte Bearing (left) is yu 2 Aam r2 Lo 
cost. While both bearings give long, maintenance-free service, 

Iron Oilite 212 bearings now open the door to major savings of IRON OILITE 212 Bearing 1” ID x 
for many equipment manufacturers 14" OD x 1” Length ond full informe 


tion on request. Consult the Oilite engineer 


1 in your area. Find him in the Yellow Pages 


Performance-proved in life tests and on actual products, Iron 

Oili 412 : : 1. : f ° I under bearings or write direct to Amplex 
ilite 212 bearings have a service life equal to porous bronze Address Dept. F.1 

when used for products where corrosion is not a problem and 

mechanical strength requirements are within tolerable limits. 





A high oil content approximately 20‘. by volume — assures COMPARISON OF 
adequate lubrication for the lifetime of many end products. In TYPICAL PHYSICAL PROPERTIES 
addition, a unique built-in service factor gives Iron Oilite 212 

bearings extraordinary protection against temporary overloads. Iron Oillte 
They perform best when carrying medium to heavy loads at a= = 
relatively low speeds and readily equal the performance of bronze Porosity, 

at the high speeds required by home appliances, fractional horse- Verran ahiiaes 


ower motors, power tools, light machinery and other products Ultimate Tensile 
I : } 
Strength, (psi 10,000 18,000 


It’s another Amplex first . . . a typical example of how Compressive Yield 

Amplex serves a growing number of original equipment manu- Point, (psi 9,500 20,000 

facturers with “better quality at lowest cost’. Use Amplex’s exten- Rockwell Hordness RH - 35 RE - 65 
> receare 1 enoinee o ‘litiec ¢ antage 

sive research and engineering facilities to your own advantage. Specific Gravity 6.1 - 6.5 64-67 

Savings can be impressive if you require bearings in volume. 











the mal trusted. name ow powder matalliurges / 


AMPLEX DIVISION 


CHRYSLER CORPORATION, DETROIT 31, MICHIGAN 


S © PRECISION PARTS ¢ METAL FILTEF ° 


For More Information Write No. 220 on Inquiry Card—Page 32 
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With these 3 RRIERAID 


Jam-Proof Pipe Threaders 
my power drive threading is 


Sate -v watching to keep them 


from jamming...save me a lot of time, too! 


22" to 4" Pipe 
RIFEID 4PJ 


Jam-proof . .. drive pinion 
kicks out automatically—real 
safety when power threading. 
Workholder sets to size before 
putting on pipe. Other exclu- 
sive advantages, Special 4PJ 
for conduit. 


See and try these popular R’Raip 
Threaders...at your Supply House. 


eS Se SS SE SS ee ee ee 
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~ 
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~ 
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I to 2” Pipe 
RIiFaIb 
65R-TC 


Jam-proof—can’t jam if you forget it 
... Threads 4 sizes of pipe and conduit 
with 1 set of dies . . . True-Centering 
workholder—no more crooked threads 
—but adjustable for drip threads. Far 
more for your money —compare! 


. 
4" to 6” Pipe 

_ 1 oF) 

RIEEID 161 
Jam-proof for safe power thread- 
ing. 1 set of dies threads 4”, 
4'2’", 5’ and 6” pipe and 
conduit — sets to size fast. 
Workholder sets to size before 
putting on pipe, a work-saver 
feature. Many other reasons 
why the 161 is your best buy! 


WAAAY 
Wil] 


Elyrigg Ohio, U.S.A. 
THREADED PIPE... it's Tight... it's Best... Costs Less! 
For More Information Write No. 221 on Inquiry Card—Page 32 
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(Continued from page 104) 


nate parallax and distortion, and 
SIP engraved graduations per- 
manently guarantee extreme ac- 
curacy in any length. Problems 
due to back lash, lead screw wear 
and miscount of turns are elimi- 
nated by the direct reading ver- 
nier scale. Scales do not depend 
on rubbing, mating surfaces so 
therefore wear can never destroy 
the original accuracy. Entire scale 
and vernier can be rotated within 
its bracket— up to catch the best 
light when reading down to pro- 
tect the face from dirt and chips 
when not in use, or when fixtures 
overhang; may be turned out to 
permit easy reading. 

Installation is simple. Wherever 
possible, existing screw holes are 
used to eliminate drilling and tap- 
ping. Edgecomb Engineering & En- 
graving Co., 1105 North Holly- 
wood Way, Burbank, California. 
Write No. 23 on Inquiry Card—Page 32 


Line of V-Drives Reduce 
Size, Weight, Cost 


New line of V-belt drives fea- 
ture smaller and lighter sheaves 
and V-belts of higher capacity at 
substantially lower cost. Dyna-V 
line covers the complete range 
of horsepower capacities available 
in conventional drives. Savings in 
space, weight and cost are made 
possible by stronger metals for 
and synthetic rubbers 
and fibers for belts. The majority 
of industrial drives can be handled 
with belts only *s-inch wide, and 
sheaves that are greatly reduced 
in both width and outside diam- 
Offered in two standard 
groove sizes to meet all except 
the largest industrial require- 
ments. Dodge Manufacturing 
Corp., Mishawaka, Indiana. 

Write No. 24 on Inquiry Card—Page 32 


sheaves, 


eter. 
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SOLENOID 
CHATTER 
ELIMINATED... 


with the NEW NAMCO “H’”- Series Solenoid 


Stainless Stee! Ways | 
——— De NP FR 
ee 


é 
Plur ger s 
Stainless Stee! 

Retainer ened 
Saf 





Stainless 


Stee! “og - -.. $0 quiet in its closed position, so 
er Be rugged, so adaptable to any design 





Coil 


Core problem, your application headaches 
. are reduced to mere details! 


Its noiseless holding operation permits sole- 
noid applications never before considered 
practical. The usual chatter and clatter in 
the closed position is eliminated by a unique 
design that provides a positive three-point 
contact in the “holding position.’’ Add to this 
Namco’s stainless steel ways that provide 
improved performance and longer life; supe- 
rior electromagnetic qualities, and the 
result is a silent performer you can’t afford 


to overlook. 
Namco standard solenoids are available 


in a wide range of pull and push types. 
THE NATIONAL 


ACME COMPANY ( ustom -engineered solenoids in every size 
191 East 131st Street capacity and type can be made to meet your 
Cleveland 8, Ohio specifications. Write us about your applica 
Soles Offices: Newark 2, N. J., Chicago 6, Ill., Detroit 27, Mich. tion problems stating specific requirements. 


For More Information Write No. 222 on Inquiry Card—Page 32 
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Office-to-Plant Pneumatic 
Tube Network 


Office-to-plant pneumatic tube 
network enables a company to as- 
semble orders for shipment with- 
in minutes after sales are made. 

The 410 foot tube network 
stretches from the inventory con- 
trol department in the administra- 
tive wing to the order program- 
ming department at the far end of 
the adjacent warehouse. It not 
only facilitates faster filling of out- 
going orders, but brings informa- 
tion on incoming steel shipments 
to the attention of the telephone 
sales staff sooner. 

After a sale is completed over 
the telephone, the salesman leaves 
his desk with the completed order 
form, erases the entry from a 
giant inventory chalkboard in the 
sales office, establishes credit, and 
immediately turns the order over 
to the inventory control depart- 
ment. Here the paper work is 
assembled routed to the order 
programming department by the 
big tube. 

A few minutes later the pro- 
gramming director puts the work 
order back into another tube di- 
rected to the receiving stations 
nearest the location of the steel 
which has been ordered. The or- 
der is picked up by crane, sheared 
if necessary and wrapped in heavy 
kraft paper for shipment. 

When the order is shipped, the 
paper work is put back into the 
tubes for the final time and routed 
to the billing department where 
the invoice is prepared. The order 
filling process utilizes the tube 
network on four separate occa- 
eliminating 
dling considerably. 

On incoming shipments, the re- 
ceiving manager sends notification 


manual han- 


SLONS, 


110 


of the arrival through the tube 
to an inventory recorder who 
posts the information on the sales 
room chalkboard immediately. 
The system gives telephone sales 
men up to the minute informa- 
tion on hand which they can then 
offer their customers. Rolled Steel 


Corp., Skokie, Ill. 
Write No. 25 on Inquiry Card—Page 32 


Foil Container Machine 
Operates Up to 
60 Containers Per Minute 


Automatic die-closing machine 
for aluminum foil containers uses 
board or rigid all-foil lids. This 
ACM-200 closing machine oper- 
ates at speeds up to 60 containers 
a minute depending on product 
viscosities. Production rates can 
be adjusted instantly and the ma- 
chine features positive indexing 
into and discharge from the clos- 
ing die. Based on simple mechan- 
ical principles. Has no compressed 
air, hydraulic or electronic devices 
to go out of adjustment. Normally 
the only maintenance required is 
cleaning and lubrication. To help 
customers further reduce over- 
head costs, a lid depositor with 
a “no container, no-lid” detector 
is also available which derives its 
motive power from the machine 
itself. Arrangements for leasing or 
purchasing this equipment may 
be made through the company’s 
sales offices in major cities or 
through Kaiser Aluminum & 
Chemical Sales, Inc., Foil and 
Container Division, 919 North 
Michigan Avenue, Chicago 11, 
Illinois. Deliveries are scheduled 
for four to six weeks after orders 
are placed, 

Write No. 26 on Inquiry Card—Page 32 
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MEEHANITE CASTINGS ARE MADE ONLY 
BY MEEHANITE FOUNDRIES 


The American Laundry Machinery Co., 

Rochester, N. Y 
Atlas Foundry Co., Detroit, Mich. 

Bonner Iron Works, St. Louis, Mo. 
Barnett Foundry & Machine Co., 

Irvington, N. J 
Blackmer Pump Co., Grand Rapids, Mich. 
E. W. Bliss Co., Canton and Toledo, Ohio 

and Hastings, Mich. 

Centrifugally Cast Products Div., The 

Shenango Furnace Co., Dover, Ohio 
Compton Foundry, Compton, Calif. 
Continental Gin Co., Birmingham, Ala 
The Cooper-Bessemer Corp., 

Mt. Vernon, Ohio and Grove City, Pa. 
Empire Pattern & Foundry Co., Tulsa, Okla. 

and Bonham, Texas 
Florence Pipe Foundry & Machine Co., 

Florence, N. J. 

Fulton Foundry & Machines Co., Inc., 

Cleveland, Ohio 
General Foundry & Mfg. Co., Flint, Mich 
Georgio Iron Works, Augusta, Ga. 
Greenlee Foundries, Inc., Chicago, III 
The Hamilton Foundry & Machine Co., 

Hamilton, Ohio 
Hardinge Company, Inc., New York, N. Y. 
Hardinge Manufacturing Co., York, Pa 
Johnstone Foundries, Inc., Grove City, Pa. 
Kanawha Manufacturing Co., 

Charleston, W. Va. 

Kennedy Van Saun Mfg. & Eng. Corp., 

Danville, Pa ; 

Koehring Co., Milwoukee, Wis 
Lincoln Foundry Corp., Los Angeles, Calif 
Nordberg Manufacturing Co., 

Milwaukee, Wis. and St. Louis, Mo. 
Palmyra Foundry Co., Inc., Palmyra, N. J 
The Henry Perkins Co., Bridgewater, Mass. 
Pohlmon Foundry Co., Inc., Buffalo, N. Y 
Rosedale Foundry & Machine Co., 

Pittsburgh, Pa 
Ross-Meehan Foundries, Chattanooga, Tenn 
Sonith Foundries of FMC, Indionapolis, Ind 
Standard Foundry Co., Worcester, Mass. 
The Stearns-Roger Mfg. Co., Denver, Colo. 
Valley Iron Works, Inc., St. Paul, Minn 
Vulcan Foundry Co., Oakland, Calif 
Washington Iron Works, Seattle, Wash. 
Dorr-Oliver-Long, Ltd., Orillia, Ontario 
Hartley Foundry Div., London Concrete 

Machinery Co., Ltd., Brantford, Ontario 
Otis Elevator Co., Ltd., Hamilton, Ontario 


WRITE FOR 
YOUR FREE 
SINGLE COPY 


Bulletin 37-A: ‘Proof That Meehanite Bridges 

The Gap Between Cast Iron and Steel 
Write today to Meehanite Metal 
Corporation, Department 2B 
714 North Avenue, New Ro- 
chelle, New York. 


MEEHANITE® 


PURCHASING 





REASONS WHY DESIGN ENGINEERS 
SPECIFY MEEHANITE CASTINGS 


AS 


1. CASTING SOUNDNESS 

Of all casting properties this is the 
most important and is the BIG 
reason engineers specify Meeha- 
nite metal. They know from ex- 
perience that Meehanite castings 
possess uniform strength and so- 
lidity through all sections, regard- 
less of complexity of design or 
size his assurance of casting 
soundness permits them to design 
with confidence 


4.’DIMENSIONAL STABILITY 

Meehanite metal has found wide 
favor with design engineers be 
cause it exhibits an unusually high 
degree of dimensional stability in 
the “as cast” and also in the hard- 
ened condition. The ability to cast 
to close tolerances provides en- 
gineers with greater freedom in 
design and contributes directly to 
reductions in weight and machin- 


ing costs 
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2. FOUNDRY CONTROL 

The reliability of castings is meas- 
ured not by the maximum tensile 
strength value a foundry can sup- 
ply in a single casting, but by how 
consistent the strength values are 
maintained. Meehanite foundry 
technique assures delivery of cast- 
ings that have uniform high 
strength properties from one to a 
thousand. This control is vital to 
the engineer. 


5. LOW MACHINING COSTS 
Engineers striving to cut costs as 
well as metal, turn to Meehanite® 
The uniform structure of Mee- 
hanite® permits high speeds and 
feeds to be used with safety. Free- 
dom from white edges and hard 
spots increases tool life. Meehan- 
ite metal shows a higher strength 
to machinability ratio than steels 
or unalloyed irons of equal 
strength and takes a high polish. 


3. ENGINEERING PROPERTIES 
There are 26 types of Meehanite 
metal. Each has a distinctive com- 
bination of properties which in- 
clude high elasticity, strength 
and toughness, excellent impact 
strength, good damping capacity 
and superior wear resistance. This 
makes it easy for the engineer to 
select the type best suited to his 
conditions of service. 


6. OUTSTANDING PERFORMANCE 
Meehanite metal is saving Indus 
try thousands of dollars each 
year in reducing the final cost of 
the component and increasing 
service life. A typical example is 
illustrated. In this application 
Meehanite metal Tooth Caps for 
heavy-duty land clearing rakes 
provide long wear life without 
failure under severe impact con- 
ditions 


MEEHANITE BRIDGES THE GAP BETWEEN CAST IRON AND STEEL. 


MEEHANITE METAL 


MEEHANITE METAL CORPORATION, NEW ROCHELLE. 


For More Information Write No. 223 on Inquiry Card—Page 32 
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ONTINER 


Clean Right SOOT Remover, a na- 
tionally known brand of decar- 
bonizer manufactured by the Miller 
Product Co., is packaged in a vari- 
ety of sizes and types of Cleveland 
Containers developed for quick- 
and-easy use by industry and 
homeowners alike! 


Illustrated are a SPRAY GUN 
CAN and three sizes of CONVO- 
LUTE FRICTION PLUG CANS 
made of fibreboard. 


Let our Engineering Department 
help develop a container... or a 
complete line of containers . . . 
ideal for your product . . . and at 
low unit cost. 


Why pay more? 
For quality products . . 
call CLEVELAND! 


SOO) semovet 


/ . . Write for 
\ € latest 


a all 
REMOVER 


Citans 
On oa coat ‘ 
Stoves amo runnact 


illustrated 
Packaging 
Brochure 








PLANTS & THE S 


| ALES \ 
SALES OFFICES: CLEVELAND CONT orrices: \* 
CLEVELAND AINER NEW YORK City 
DETROIT 
co. 


WASHINGTON, D.C. 

pened ROCHESTER, N.Y. 
MPHI 

aaoeee aes 6201 BARBERTON AVE. + CLEVELAND 2, OHIO. WEST MasrFonD, 

Ptymoutm, wis, ALL-FIBRE CANS * COMBINATION METAL AND PAPER CANS 

JAMESBURG, N. 4. * SPIRALLY WOUND TUBES AND CORES FOR ALL PURPOSES, 

FAIR LAWN, N. 


. 
ABRASIVE 
DIVISION 
CLEVELAND CONTAINER CANADA, LTD. - 


Plants and Soles Offices: TORONTO AND PRESCOTT, ONT. Seles Office: MONTREAL CLEVELAND 
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Speed Changer Gives 
Smooth, Instant Changes 


Vari-Tex speed changer line in 
horizontal and vertical units gives 
smooth, instant speed variations. 
Speed changer’s four position 
motor mounting and two position 
gear mounting make it possible 
to readily adapt the unit to vary- 
ing space conditions. Its one-piece 
motor and driver sheave shaft 
supported between bearings at the 
ends reduces shaft deflection and 
increases efficiency. Other fea- 
tures: low weight per horsepower, 
small physical size, “in-service” 
lubrication, and large case open- 
ings to permit easy internal main- 
tenance. Easy to read speed range 
indicator mounted adjacent to the 
hand wheel provides quick, ac- 
curate speed indication. All discs 
and shafts are splined for postive 
power transmission with no in- 
dividual disc keys to work 
Allis-Chalmers Manufac- 
turing Co., Milwaukee 1, Wis- 
consin. 

Write No. 27 on Inquiry Card—Page 32 
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“ll buy anything you want, .. . just 
don’t send me anymore giant calen- 
dars. . .” 


PuRCHASING 





OVER 1500 ITEMS 
for Business, Industry 
and Institutions 


WORK BENCHES 


SORTING FILES 


FLAT DRAWER FILES 


AT 
RACKS 
STORAGE CABINETS 


# 


THIS CATALOG ILLUSTRATES 
THE WORLD'S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 


IT’S FREE! 








* QUALITY PROTECTED 
BY LYON 


PART 


i — ES “ " 
RCHANDISING UNITS | s 


MADE TO YOUR 


SPECIFICATIONS 


Vv FABRICATING | ¥ ASSEMBLING 
v FINISHING v¥ PACKAGING 


Look for the "QP”’ 
on every Lyon Carton. 
It is your assurance 
of quality equipment. 


See your Lyon Dealer 
for prompt delivery of 
the world’s most diversified 
line of steel equipment 


LYON METAL PRODUCTS, INC. 
General Offices: 133 Monroe Ave., Aurora, Illinois 
Factories in Aurora, Illinois and York, Pa 
Dealers and Branches in all Principal Cities 





® 
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For Accuracy In Your Spring Steel 


Use UDDEHOLM 





The Spring Steel 
Used To Measure 





Accuracy 








Feeler Gages arc used as a standard of accuracy — good reason 
why so many of them are made from Uddeholm spring steel. ‘Their UDDEHOLM SPRING STEELS 
own tolerance limits are extremely close-— and feeler gage manufac- Annealed Clock Spring Steet 
Camera Shutter Blade Steel 
Doctor Blade Steel 

Knife Steels 

Razor Blade Steel 

Reed Steel 

Rule Steel 

Saw Steels 

Tape Steels 

From Warehouse Stocks... Tempered Spring Steels 
Tempered Clicker Die Steel 
Textile Steels 

tempered in a wide variety of grades, sizes, tolerances and finishes Thickness Gage Steels 
Widths run from !¥" to 1614”; thicknesses from .001'’ to .125”. Trowel Steels 

Slitting, edge-fhling and heat treating facilities are also available Valve Steels 


at warehouse 


turers have long depended on Uddeholm to supply this accuracy. 


Uddeholm feeler gage steel is typical of the quality you can expect 
from all Uddeholm spring steels not only in dimensional accuracy, 
but in superior flatness, straightness of edge, and surface and edge 
finish. In performance too, Uddeholm spring steel will give your 


product longer life, greater fatigue resistance. 


Uddeholm spring steels are available annealed or hardened and 











Uddehoim Spring Steel Quality Guarantees you... 
@ Maximum Fatigue Strength e@ Uniform Hardness e@ Accurate Dimensions 


e@ Fine Micro Finish e Excellent Wear Resistance 


Write For Our Spring Steel Stock List 


«iy UDDEHOLM COMPANY OF AMERICA, INC. 


Tool and Die Steels Offices and | New York: 155 East 44th Street, MUrray Hill 7-4575 
Cold Rolled Spring Steels Warehouses | Cleveland: 4540 East 7Ist Street, Dlamiond 1-1110 
Los Angeles: 5037 Telegraph Road, ANgelus 2-5121 





District Representatives 





CHICAGO. Frank |. Mackin, Leroy E. Marshall, 45 East Washington, STate 2.1649 DETROIT. Warren H. Nugent, 17304 Lahser Road. KEnwood 5-6340 
PHILADELPHIA: Frank T. Campagna, 1418 Walnut St, PLooypacker 5-2114 PITTSBURGH. Lohmever Steel Co. 345 Mount Lebanon Blvd., | Ocust 3-012? 


i ite No. 226 on Inquiry Cord—P 32 For More Information Write No. 227 on Inquiry Card—Page 32> 
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Timken tapered roller bearings from the storage area feed through the shipping center on modern conveyor system. 


WHOLE NEW CONCEPT IN SHIPPING 
TAKES A LOAD OFF A P.A.'S MIND 


By coupling the most modern electronic computer system with 
the latest in warehousing techniques, and an efficiently-stored 
inventory of over 12,000,000 bearing parts, the Timken Com- 
pany can now give you the fastest bearing delivery in the world. 
You get an acknowledgment on most of your orders—with a 
shipping date—within 24 hours. All bearings, up to 14” O.D., 
go out from a single point, the Bucyrus, Ohio, Shipping Center, 
to make your handling easier. 


And because the new system controls production, it helps 
assure delivery when promised. It's another reason the Timken 
Company can say, ‘First in bearing value for 60 years’. The 
Timken Roller Bearing Company, Canton 6, Ohio. Cable: 
“TiMROSCO”. Makers of Tapered Roller Bearings, Fine Alloy 
Steels and Removable Rock Bits. 


When you buy Timken 
bearings you get... 


- Quality you can take for 


granted 

Service you can't get any- 
where else 

The best-known name in 
bearings 


Ihe pace setter in lower 
bearing costs 








MORE SKILL 
EVERY HAND 


A 5 


: Vitalloy Forged 
‘ COMBINATION 


Box and Open Head 


Doing Double Duty! 


Combining, loosening and setting down 
of stubborn nuts with one wrench. Same 
size opening on both ends increases 
speed on production lines... Billings 
wrenches have that fine balance which 
makes using them more nearly a pleas- 
ure, not a job... Drop forged from spe- 
cial analysis alloy steel, heat treated, 
and produced with the Billings quality 
control recognized by industry as the 
standard for today’s critical require- 
ments .. . skilled hands like Billings! 


BUY ’EM 
from your 


BILLINGS DISTRIBUTOR 


BILLINGS 


WRENCHES 
SHOP TOOLS 


Since 1869 Tools and Forgings of Quelity 


THE BILLINGS & SPENCER CO. 
HARTFORD 1, CONN. 


For More Information Write No. 228 
on Inquiry Card—Page 32 
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Resin Improves Moisture 
Resistance and Flame 
Retardance 


Silicone modified filled encapsu- 
lating resin (Fosterite SFR BT- 
3199) is designed for use in treat- 
ing electronic components that re- 
quire high moisture resistance and 
flame retardance. Transformers 
encapsulated with the new resin 
have passed severe humidity and 
flammability tests, giving greater 
reliability, with resultant savings 
in weight, space, and most costs, 
compared with casting techniques 
Recommended for treatment of 
components such as _ filament, 
power and plate transformers for 
communications, fire control, 
radar and guided missiles. Micarta 
Division, Benolite Plant, Westing- 
house Electric Corporation, Man- 
or, Pennsylvania. 

Write No. 28 on Inquiry Card—Page 32 


Polyester 
Molding Compound 


At Reduced Cost 


Glass reinforced polyester mold- 
ing compound, Thermaflow 105, 
all-around proper- 
ties suitable for most structural 
applications. Major advantages 
are: at least 20° lower cost than 
s milar molding 
pounds; excellent surface smooth- 
ness and gloss; and exceptionally 
uniform strength throughout the 
molded part. Gives designers and 
molders a top quality, general- 
purpose molding compound hav- 
ing chemical resistance and flexu- 
ral and impact strengths ample 
for most uses. Offers the best 
strength-to-cost ratio of any avail- 
able molding compound. Test spe- 
cimens cut at random from Ther- 
maflow 105 parts molded under 


possesses t he 


quality com- 


ordinary commercial conditions 
have a flexural strength of about 
16,000 psi and a notched Izod im- 
pact strength of 4.5 ft Ib/in. notch. 
Considerably higher strength val- 
ues are obtained from standard 
ASTM test bars: Flexural strength 
20,000 psi, and Izod impact 
strength 12.0 ft Ilb/in. notch. 
Strength properties combined 
with the lower cost of the material 
bring high strength polyester 
molding compounds within econo- 
mic range of most high volume ap- 
plications where good physical 
properties, excellent surface char- 
acteristics and uniform part qual- 
ity are required. Atlas Powder 
Company, Wilmington, Del. 
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Tool for Easy Handling 
Small, Fragile Parts 


rd 


The VAC-U-GRIP tool is used 
where smallest size parts have to 
be handled in a fast, easy, and 
accurate manner. It eliminates the 
damage to delicate components 
often experienced with tweezers. 
Tool is connected to the vacuum 
system by a suitable length of 
lightweight, flexible, plastic tub- 
ing. A solenoid-operated valve be- 
tween the vacuum line and the 
pick up element is controlled by 
a foot-operated switch that allows 
the operator to release the suction 
when the part is correctly posi- 
tioned. System can be furnished in 
single or double stations each in- 
cluding VAC-U-GRIP tools, inter- 
changeable tips, solenoid valves, 
manifold, foot-operated switches, 
and all necessary tubing and con- 
nectors. System requires a 115- 
volt 60-cycle power. Connection 
shielded leads permitting electric- 
al testing can be furnished as an 
accessory. Carman Laboratories, 
Post Office Box 328, Bedford, 
Mass, 
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FINEST in bearing performance 


...BEST in bearing service 


YOURS with BCA 


BCA PERFORMANCE 


Dependable performance over extra 
long life Pyate bbb acbalel- Mme bale (-) an dat 
severest kind of service Meets -Wachehetat:) 
experience with users of BCA ball bear- 
Saletan Mat: aecta ME ate l-Jh mettle lel Mel olestated 
equipment as well as for replacements 
in automotive, agricultural and in- 


dustrial applications 


BCA SERVICE 


A background of 60 years of specializ- 
bale Mb bale dal-Uhe(-1-31e fale bale Mb aalebattliclel atta ime 
quality ball bearings assures you of 
reg bUoUGbS{-tc MME C-lod abablolet Mets O'alel- Mic bale Me tt 
St} ce baler: we atehech2:) mn dal MM ol cle ba bate! 
application 


Working closely with engineers and 
manufacturers, BCA has frequently 
been able to contribute much to the 
solution of bearings problems, econo- 
paabl-\- MB bali sacle hb letelelaMmebals MB tact slaeh7-aal-tal 
BaWm leat be saat-baldisl-tade)aaatetale-s 


P Watbabloatt- Mb i(-> ot tht a mB baMbactebalthicleiattatats, 
permits BCA .to give you immediate 
service and prompt, as-promised 
delivery ... whatever your bearing 
requirements. ; 


Bearings Company of America Di- 
vision, Federal-Mogu|1-Bower Bearings, 
Inc., Lancaster, Pa 


BEARINGS COMPANY OF AMERICA 
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"Quality perfection is our business 
—Standard Steel helps us 


maintain it—and more”’ 


Alclyde Engraving is in a fascinating business. Chances are the dash- 
board trim, instrument panels, and scuff plates on your car were 
embossed on Alclyde rolls—this firm manufactures the major part of 


all rotary register embossing rolls used by the automotive industry. 


The packaging, labeling and plastics industries are also heavy users i 
of Standard-forged, Alclyde-engraved rolls. And in all fields in , 
: a sitesi 5 sylclatien s “Yes, Standard Steel Works, in supplying us with 


which design changes are a frequent and vital competitive factor, matched, flame-hardened forged steel embossing 


Alclyde must deliver perfection in a hurry. rolls, meets our rigid specifications for steel analysis 


and accurate machining. Nothing is more vital to an 
That's why we at Standard have geared ourselves to give Alclyde engraver than to have perfection all along the line. 
the quality perfection and service it requires. In fact, it’s the But in addition, we appreciate the worm, personal 
. relationship which exists between us. The people at 

service we can give that all of our customers particularly appreciate. 
Standard appear to be really interested in our 
business and problems,” says Frank W. Broderick, 
president Alclyde Engraving Co., Chatham, N. J. 


Won't you discuss your quality and service requirements with us? 


Write Dept. 5 A. 


Standard Steel Works Division Lon’ 


BALDWIN: LIMA: HAMILTON BLH 


URNHAM, PENNSYLVANIA RR 1s haft >ar wheels ¢ Gear bianks * Flanges * Special shapes me 
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ag PERMACEL Tap, mace 


pep : e 
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PERMACEL New Brunswick. N. J. TAPES * ELECTRICAL INSULATING MATERIALS « ADHESIVES 


For More Information Write No. 231 om Inquiry Card—Page 32 
JANUARY 19, 1959 119 





NOW for the FIRST TIME 


PositivE 


LOCK WASHERS 


AT NO EXTRA COST! 


This Is The Machine 
That Mokes It Possible 


Be SURE with NON-LINK 
POSITIVE Lock Washers — 
the “barbs"’ moke 
the difference 
This illustration shows how 
NON-LINK POSITIVE Lock 
Washers combine the advan- 
tages of tooth-type washers 
with the proven spring-power 
of regular lock washers. Ar- 
rows point to the teeth or 
*barbs'’ in both the nut and 
the bearing surface. At the 
same time, the spring-power 
maintains the tension which 
assures a permanently tight 

ossembly 


Automation Eliminates 
Costly Operations 


A new, high-speed fully automated proc- 
ess (Patent Pending), developed by 
POSITIVE produces these superior lock 
washers at low cost because it eliminates 
slow, costly manual operations formerly 
required. As a result, you can now buy 
NON-LINK POSITIVE Lock Washers 
in 9 Popular Sizes (A.S.A. Medium) at 
the same price you are paying for con- 
ventional spring lock washers. 


9 Popular Bolt and 
Screw Sizes (A.S.A. Medium) 
3/16”, 1/4", 5/16", 3/8", 7/16", 
1/2”, 9/16", 5/8", 3/4” 


Test their superior holding power and 
be convinced that they combine all the 
advantages of tooth-type washers with 
those of live action spring lock washers. 
NON-LINK POSITIVE Lock Washers 
have long been known as the sure way 
to keep bolts and nuts tight —and re- 
member, now you can buy them at the 
same price as regular lock washers. 


Send for FREE Trial Order 


if you will write us on your company letterhead, we'll gladly send you 
FREE a small quantity of NON-LINK POSITIVE Lock Washers in any or all 
of the 9 popular sizes listed above (A.S.A. Medium Section). 


! 
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Plastic Ties for Industrial 
Wiring Harnesses 


Plastic tie to bind wiring 
harnesses neater and faster. Made 
of nylon base Moldarta material. 
Offers many advantages over the 
old string tie method. Ratchet-like 
design makes the plastic tie self- 
adjusting to a wide range of wire 
bundle diameters; it will reduce 
the time required to tie a bundle 
by about 30 percent; tie is fungus 
and moisture resistant, resulting 
in a long useful life. Tooth form 
allows bending to a low limit of 
1/32-inch radius. The notched 
leader facilitates gripping the tie 
for tightening. Tapered surfaces 
at the rear of the ratchet buckle 
and the 7/8-inch-long smooth 
tapered surface permit ease in 
threading the leader through the 
buckle. A double tooth is used in 
the buckle to obtain ratchet hold- 
ing ability almost equal to the 
basic tensile strength of the strap. 
The “V” ridge along the underside 
of the tie prevents side slip. Also, 
the flat surface of the leader eli- 
minates the danger of cutting into 
the insulation of the group of 
wires. A special plier has been de- 
veloped to aid the wireman in the 
rapid tying of wires. The jaws of 
the plier are designed to facilitate 
gripping the tie for rapid tighten- 
ing, and clipping the excess strap 
after installation. While the ties 
may be installed without the use 
of the special plier, the tool offers 
a definite advantage in applica- 
tions involving a large number of 
wire ties. Westinghouse Electric 
Corporation, Component Products 
Department, 4-S-18, East Pitts- 
burgh, Pa. 
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Somebody saved Mb. Con this fastening 


But something was missing when costs for the cas 
tellated nut and cotter pin unit were figured. The 
extra expense of field service calls; the cost of “down 
time” to the customer; the value of your company’s 
Add these factors 
in. then the one quarter cent for the double 
dependability of an Elastic Stop nut becomes the 
lowest cost insurance you can obtain for the protec 


reputation as a manufacturer 


tion of your equipment and your reputation 
No component, part or material which fails under 
the stresses of normal product performance can be 
economical. ..no matter how low the initial cost. Fail 
ure of the smallest part is failure of the equipment. 
Because they cannot be shaken loose because 


the exclusive nylon locking insert retains original 


locking torque throughout the most rugged operat 
ing conditions — Elastic Stop nuts insure against 
breakdowns through fastener failure. And, because 
Elastic Stop nuts eliminate the possibility of product 
failure caused by loosened fasteners . . . they are truly 
the most economical fasteners available 

For detailed photos showing how some of Amer 
ica’s foremost manufacturers of heavy equipment 
have insured critical bolted connections with Elastic 
Stop nuts on such units as rock drills, scrapers, snow 
plows, off-the-road trucks write to ESNA. Or, for 
first hand proof, tell us the preferred size and we'll 
Dept S-24-115, 


America, 2330 


send you test samples. Address 
Elastic Stop Nut Corporation of 
Vauxhall Road, Union, New Jersey 


DOUBLE DEPENDABILITY 


The dependability built into every Elastic Stop nut builds itself 


nto the dependat 


f every product on which it is used 


ELASTIC STOP NUT CORPORATION OF AMERICA 
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THE MODERN TOOL...AT WORK FOR MODERN INDUSTRY 


What else do you get 
with Polyken tape? 


You get a VERSATILE PRODUCT LINE 


Paper-backed tapes for masking, protecting, packaging 
..plastic-backed tapes for insulating, sealing and splic- 
ing .. . cloth-backed tapes that bind and waterproof... 
specialty tapes for heat-sealing, bonding, reinforcing. 








You get MANUFACTURING EXPERIENCE You get RESEARCH from 4 LABORATORIES 


Over 50 years of experience in the production of quality- A constant program of pioneering work in adhesives is sup- 
controlled adhesive tapes ...in up-to-the-minute facilities plemented by basic research in tapes and related fields at 
like this new multimillion-dollar plant. four different company laboratories. 


And—you get SPECIAL SERVICE 


Polyken representatives trained in the use and ® 
application of industrial tapes are ready to help 
you. For the nearest Polyken distributor, look in 
the phone book under “Tapes”’ or write to Polyken 


—oh Sales Division, 309 W. Jackson 


| wettociwe || Blvd., Chicago 6, Iinois. INDUSTRIAL TAPES 


| in The 


| ‘Yellow Pages’ | m™e KENDALL company 


ae 
—— Polyken Sales Division 


v 


INDUSTRIAL TAPES ° PROTECTIVE COATINGS e PLASTIC FILMS 
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There is no substitute for Stainless steel 


im automobiles 





No other material is as bright, strong and 

resistant to rust and wear as Stainless Steel. 

It gives every car the clean, exciting beauty that 
selis in the showroom and re-sells on the used car lot. 
Look for Stainless Steel on your new automobile. 


Specify McLouth high quality sheet and strip 
Stainless Steel. McLouth Steel Corporation, 
Detroit 17, Michigan. 


Mc LouUTH STAINLESS STEEL 





Information Write 


Above is the alchemists’ 
symbol for glass, 

a formula ingredient 

in medieval attempts 

to make gold 

Below is another symbol 
It's Lancaster's emblem 
for design flexibility 

—a modern way to help 
you make gold from glass. 
Lancaster custom-designed 
glass parts add durable 
good looks, increase 

sales for your products 
Write for booklet, 
““Glass—To Brighten 

Your Product's Future."’ 
Lancaster Glass 
Corporation, 

Lancaster 4, Ohio 
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. 


High Speed Control for 
G-E Voltage Regulator 


A new high speed control unit 
is available as an optional feature 
on General Electric’s Inductrol 
induction voltage regulators. Unit 
responds to voltage changes in 
two cycles or less, providing extra 
precise and flexible voltage con- 
trol for electronic, military, or 
commercial applications. Applied 
where extreme accuracy and 
speed is needed. Is temperature 
‘ompensated over a_ range of 

60C to +60C while obtaining 
operational accuracy of +1‘,. The 
high speed control can be used 
for integral or remote mounting. 
It is available for use on regula- 
tor ratings from 850 volt amperes 
to 1000 Kva from the Voltage 
Regulator Product Section, Gen- 
eral Electric Corp.., Pittsfield, 
Mass. 
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Chassis Grease Gives 
Longer Auto Life 


Front end shimmy, vibration, 
and annoying squeaks and noises, 
caused by wear on steering as- 
semblies and front end suspension 

familiar problems which have 
plagued motorists for years, may 
now be significantly reduced with 


Molysulfide chassis greases. Test 


9 
Please turn to page 128 
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It meets the 
performance-cost 
requirements of 


many applications 


Bushing with a Bearing alloy lining 


Now you can specify economical rolled, split steel bushings lined with 
bronze, babbitt, copper or aluminum alloy to provide bearing load- 
carrying qualities with the advantages of low cost. They are available 
in many lengths and diameters, with straight, clinch, butt or special 


seams. They can be ball indented and have oil holes, grooves, notches, 


slots, as required. Quality controlled manufacturing to meet your 
specifications. We provide complete engineering service. A copy of 
the ‘Formed Bushing Design Guide’’ will be sent on request. 


FEDERAL MiOGUL DIVISION 


FEDERAL-MOGUL-BOWER BEARINGS, INC., 11977 SHOEMAKER, DETROIT 13, MICHIGAN 
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THESE 


ALABAMA 

BIRMINGHAM 

Hinkle Supply Co., Inc. 

The George F. Wheelock Co. 
MOBILE 

Oliver H. Van Horn Co., Inc. 


ARKANSAS 


LITTLE ROCK 
Lyons Machinery Co. 


ARIZONA 
PHOENIX 
Arizona Hardware Co. 


Ducommun Metals & Supply Co. 


TUSCON 
Arizona Hardware Co. 


CALIFORNIA 

LOS ANGELES 

American Wholesale Hdwe. Co. 
California Nut & Bolt Co. 


Ducommun Metals & Supply Co. 


Keliher Hardware Co 

The R. J. M. Company 
Union Hardware & Metal Co. 
Warren & Bailey Co 

SAN DIEGO 


Ducommun Metals & Supply Co. 


Western Metals Supply Co 
SAN FRANCISCO 

A. J. Glesener Co., Inc. 

C. W. Marwedel 

Pacific Metals Co., Ltd. 


COLORADO 


DENVER 
M. L. Foss, Inc. 


IOWA 

CEDAR RAPIDS 

Globe Mach. & Supply Co. 
DAVENPORT 

Globe Mach. & Supply Co. 
DES MOINES 

Globe Mach. & Supply Co. 
SPENCER 

Globe Mach. & Supply Co. 


KANSAS 

WICHITA 

Elifeldt Mach. & Supply Co.. 
Standard Products, Inc. 


KENTUCKY 
LOUISVILLE 
Neill-LaVielle Supply Co. 


LOUISIANA 

BATON ROUGE 

Oliver H. Van Horn Co., Inc. 
NEW ORLEANS 

Dixie Mill Supply Co., Inc. 
Oliver H. Van Horn Co., Inc. 
SHREVEPORI 

Oliver H. Van Horn Co., Inc. 


MARYLAND 

BALTIMORE 

L. A. Benson Co., Inc. 
Lyon, Conklin & Co., Inc. 


MASSACHUSETTS 

BOSTON 

G. R. Armstrong Mfrs. Supplies, Inc. 
Chase, Parker & Co., Inc. 

Haymarket Hardware Co. 

Stamas Metal Products Co., Inc. 
CAMBRIDGE 

Austin-Hastings Company 
Kaufman's Industrial Hdwe. Co. 


DISTRIBUTORS offer immediate delivery of 2 7 K 


CONNECTICUT 

BRIDGEPORI 

Lindquist Hardware Co 
HARTFORD 

Laurel Supply Corp 

Tracy, Robinson & Williams Co 
NORTH HAVEN 

Page, Stecle & Flagg Co 
STRATFORD 

Ellsworth Steel & Supply Co. 


DISTRICT OF COLUMBIA 
WASHINGTON 

Lyon, Conklin & Co., Inc 

York Corrugating Co 


FLORIDA 


HIALEAH (DADE COUNTY) 
Marshall Bolt & Nut Co 


GEORGIA 

ATLANTA 

Atlantic Sheet Metal Corp 
Conklin Tin Plate & Metal Co 
Pye-Barker Supply Co 


ILLINOIS 

CHICAGO 

Albany Steel & Brass Corp 
Samuel Harris & Co 

Indiana Cap & Set Screw Co 
Langdon Industrial Supply Co. 
Lebovitz Bros 

B. R. Paulsen & Company 
Pulver Machinists Supply Co. 
ROCKEORD 

Samuel Harris & Co. 
WAUKEGAN 

Samuel Harris & Co. 


INDIANA 
INDIANAPOLIS 


Service Supply Co., Inc. 
Vonnegut Hardware Co 


LYNN 
Lynn Hardware Co. 
SPRINGFIELD 

Carlisle Hardware Co. 
Stacy Supply Co. 


MICHIGAN 

DETROIT 

Charles A. Strelinger Co. 
GRAND RAPIDS 

Hayden Supply Co. 
MINNESOTA 

MINNEAPOLIS 

Minnesota Steel Supply Co. 
Vincent Screw & Bolt Division 


MISSISSIPPI 
JACKSON 
Oliver H. Van Horn Co., Inc. 


MISSOURI 

KANSAS CITY 

Elifeldt Mach. & Supply Co. 
SI LOUIS 

Sligo, Inc 


NEBRASKA 
OMAHA 
Paxton & Gallagher Co 


NEW HAMPSHIRE 


NASHUA 
Edgcomb Steel of New England, Inc. 


NEW JERSEY 

BELLEVILLE 

Tri-County Industrial Supply 
JERSEY CITY 

York Corrugating Co 

NEWARK 

The Abrasive Machine & Supply Co. 
Industrial Bolt & Nut Co 

NORTH PLAINFIELD 

Laurel Wholesale Hardware Co. 
PALISADES PARK 

Secure Fastener & Tool Co., Inc. 
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PASSAIC 

Wholesale Hardware Co., In 
TRENTON 

Warren, Balderston Co 


NEW YORK 

BROOKLYN 

David Levow 

National Bolt & Nut Co. 
BUFFALO 

Don F. Johnson Co 

R. C. Neal Co., Inc 

FLMIRA 

Gierston Tool Co., Inc 
JAMESTOWN 

Gierston Tool Co., Inc 

NEW YORK 

Morris Abrams, Inc 
Colonial Hardware Co 
Industrial Fasteners Corp 
Kass Hardware & Supply Co 
D. E. Kesseler Co 
Keystone Bolt & Nut Corp. 
SYRACUSE 

LeValley McLeod, Inc. 


OHIO 

CANTON 

Canton Supply Co 
CINCINNATI 

E. A. Kinsey Company 
CLEVELAND 

Kimball Company 
White Tool & Supply Co. 
COLUMBUS 

E. A. Kinsey Co 
Vorys Brothers, Inc 
DAYTON 

E. A. Kinsey Co., Inc 
Ohio Metal & Mfg. Co. 


Tapping Screws in 


LIMA 

Clevenger Co., Inc 
YOUNGSTOWN 
Stambaugh-Thompson Co 


OKLAHOMA 
OKLAHOMA CITY 

Hart Industrial Supply Co 
TULSA 

Hart Industrial Supply Co 


OREGON 

PORTLAND 

American Steel Wareho 
J. E. Haseltine & Co 
Pacific Metal Compan 


PENNSYLVANIA 
ERIE 

Erie Industrial Supply Co 
LANCASTER 

Harold E. Smith Co 
PHILADELPHIA 

Alden Supply Co., In 
Carter, Donlevy Co 
Maddock & Compar 

T. C. Ulmer, Inc 
PITTSBURGH 
Standard-Machinists § 
READING 

Thomas Body Parts Co 
YORK 

York Corrugating Co. 


RHODE ISLAND 
PROVIDENCE 
Franklin Supply Co 


TENNESSEE 
MEMPHIS 
Lewis Supply Co 


TEXAS 

DALLAS 

Bosco Bolt, Nut & Screw Co 
Moncrief-Lenoir Mfg. Co 
FORT WORTH 

Oliver H. Van Horn Co., | 


JANUARY 19, 1959 


c. 
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Moncrief-Lenoir Mfg. Co. 
Peden Iron & Steel Co 
Oliver H. Van Horn Co., Inc. 
UTAH 
SALT LAKE CITY 
Pacific Metals Co., Ltd. 
WASHINGTON 
SEATTLE 
Campbell Industrial Supply Co. 
SPOKANE 
I agic Metals Co 
J. Ek. Haseltine & Co 

ACOMA 
Campbell Industrial Supply Co 
WISCONSIN 
MILWAUKEE 


Mortensen Industrial Supply Co., Inc 
CANADA 
BRITISH COLUMBIA 


VANCOL VER 

Black Bros., Ltd 

Marathon Equipment & Supply Ltd. 
ONTARIO 

HAMILTON 

Vallance, Brown & Co.. Ltd. 
LONDON 

Thames Industrial Supplies, Ltd. 
TORONTO 

Aikenhead Hardware, Ltd 
Marathon Equipment & Supply Ltd. 
Railway & Power Eng. Corp., Ltd 
QUEBEC 

MONTREAL 

Caverhill, Learmont & Co., Ltd. 


bulk from their own shelves! 





Production-run quantities, emergency lots, standard sizes, whatever 
your fastener needs .. . your Industrial Distributor has Parker-Kalon 
quality fasteners on-the-shelf and immediately available! 


Fastener manufacturers aren't always handy. Often they're out of 
state, hundreds of miles away . . . unable to give you the fast action 
you expect and get from your nearby Industrial Distributor. By 
maintaining adequate fastener stocks your distributor acts as a 
dependable warehouse, cutting your stockroom costs, holding in 
reserve against your fluctuating needs, the fasteners you require 


What's more, your P-K Distributor is fully aware of new developments 
in the fastener field. His experience with assembly problems common to 
many manufacturers, makes him a veritable ‘clearing house’’ of short 
cuts, new techniques and ideas. He is ready to work with you, your 
engineers or production men in the solution of fastening problems 


Make use of your P-K Industrial Distributor. He's ready, willing, and 
definitely able! A neighbor who knows you and the way your plant 
operates, his business is built around service. That's why warehousing 
Parker-Kalon Fasteners for your convenience makes good sense to 
him—why taking full advantage of his service and availability adds up to 
good dollars and cents for you! 


CONTACT THESE DISTRIBUTORS FOR SAMPLES, 
TECHNICAL DATA AND IMMEDIATE DELIVERY FROM STOCK, 


PARKER-KALON fasteners 


PARKER-KALON Division, General American Transportation Corporation 
Clifton, New Jersey 
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The first Raynile Belt installed by Hewitt-Robins in 1948 is still in 
service, with a record of extreme ruggedness; exceptional resistance 
to ripping and to impact; and improved troughing and training. 
This is good reason why these Hewitt-Robins conveyor belts 
have become the FAMOUS NAMES ON THE BIG JOBS 
EVERYWHERE for handling all kinds of bulk materials: 


RAY NILE; for operating tensions of 90 to 130 Ibs. per inch per ply. 


SUPER RAYNILE; for operating tensions of 150 to 200 Ibs. per 
inch per ply, improved with miracle fabric to do jobs previously 
thought impossible. 


RAYNILE SUPREME; with miracle fiber for tensions over 200 
lbs., stronger and more flexible than steel. 


Let the many years of Hewitt-Robins experience, engineering, and 
research in developing the best in conveyor belting benefit your 
operation. To find out how H-R products and services can help you, 
consult your classified telephone directory for the nearest H-R 
representative, or contact Hewitt-Robins, Stamford, Connecticut. 


@HeEwnrrt- 


CONVEYOR BELTING ANDIDLERS...POWER TRANSMISSION DRIVES 
INDUSTRIAL HOSE ...VIBRATING CONVEYORS, SCREENS & SHAKEOUTS 


e Pr t Manufacturing Plants in Buffal NY e Chicag Hl @ King of Pr 


Holland e Johan hors § th Af se / f sland e M » e Pa 


For More Information Write No. 239 en laquiry Card—Page 32 





Products 


(Continued from page 124 





results of significance to the mo- 
torist show that “Moly” grease as 
compared with conventional chas- 
sis grease, reduces wear in the 
vital steering and _ suspension 
parts, of automobiles. Such wear 
is generally the cause of poor 
steering, noise, and untimely, 
costly, parts replacement. For in- 
stance, replacing worn steering 
linkage is expensive and danger- 
ous if ignored. In the test, pas- 
senger car steering components 
(tie rod ends, steering ball, steer- 
ing idler) lubricated with “Moly” 
grease showed an aggregate of 
38 percent less wear than those 
lubricated with a quality chassis 
grease. Climax Molybdenum Com- 
pany, 500 Fifth Avenue, New 
York 36, N.Y. 

Write No. 33 on Inquiry Card—Page 32 


Tungsten Carbide Sprayed 
For Hard Facing 


Spray-powder material permits 
hard facing with sprayed tungsten 
carbide. Coating speeds are 110 to 
150 square feet per hour, .001” 
thick. Any required coating thick- 
ness may be applied. Coatings are 
torch-fused after spraying. The 
close control of coating thickness 
permitted, plus the comparatively 
smooth surface produced, mini- 
mize finishing operations. Appli- 
cation: parts subject to extreme 
wear conditions, such as buffing 
fixtures, sanding templates, pol- 
ishing masks, tool joints, metal 
patterns, etc. Metallizing Engi- 
neering Co., Inc., 1101 Prospect 
Ave., Westbury, Long Island, N.Y. 
Write No. 34 on Inquiry Card—Page 32 
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WOLVERINE // LONG LENGTH COILS 
ARE // LONG ON SAVINGS 








Manufacturing refrigerators, air condi 
tioning units or, for that matter, any 
thing requiring copper tubing? 

If you are you can save time, money 
and space simply by specifying Wolver- 
ine Tube’s long length bunch or level 
wound coils. 


Level wound coils are idk for contin- 
uous feeding of automatic equipment 
(For example, the illustration in this 
advertisement, shows the quantity pro 
duction of return bends.) Level wound 
coils permit high speed unwinding 
without the danger of the tubing be- 
coming snarled or tanelk They often 
eliminate the necessity of standby oper- 
ators. Both level wound and bunch 
coils provide greater inventory flexi- 
bility resulting in production economics 
as well as substantial savings in floor 


space requil ements 


Why not get complete information 
about savings made possible by these 
Wolverine products! This advertise- 
ment attached to your letterhead will 
bring competent counsel from Wolver- 
ine. Mail it—Topay! 


& WOLVERINE TUBE 
4 ns ieeeaee ds eine th inc 
A) 17250 Southfield Rood 
Allen Park Michigan 
PLANTS IN DETROIT, MICHIGAN AND DECATUR, ALABAMA, 
SALES OFFICES IN PRINCIPAL CITIES 
Export Dept., 13 E. 40th St., New York 16, N. Y. 
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Office Equipment and Supplies 





79% of Forms Writing 
Made Automatic 


For THE first time in indus- 
trial history, white collar person- 
nel out-number blue collar work- 
Factory automation boosts 
production, but the average office 
is unequipped to handle the in- 
creased paperwork. 

Office equipment manufacturers 
are spending millions of dollars 
on research to correct this sit- 
uation, and they are achieving 
some very promising results. 


ers. 


Synchro-Tape 

One of the most recent develop- 
ments is by Remington Rand Divi- 
sion of Sperry Rand Corporation. 
Called the Synchro-Tape _ type- 
writer, this new machine attacks 
the forms-writing problem. 

In the average office, 75% of the 
data written on original forms is 
repeated over and over again 








throughout the year. This data can 
be stored on master tapes or 
edgepunched cards. 

Here is how this new machine 
and system would work in the 
average purchasing department: 


Creating master tapes—Type a 
product specification once and the 
data is captured on a master tape 
(or edgepunched card) automatic- 
ally. Tape can be filed for re-use 
in writing product data automa- 
tically in the future. 


Requests for quotation—Master 
tapes are drawn from files and 
fed to the automatic typewriter 
which writes product data on Re- 
quest for Quotation forms auto- 
matically. Vendor information is 
entered automatically by feeding 
vendor master tapes, or it can be 





“The firm will present you with a chair of your own after ten 


years service.” 


130 


typed manually. Automatically, a 
by-product tape is punched con- 
taining any or all of the typed 
information which will be re- 
quired in the purchase order. 


Purchase orders—Successful ven- 
dor’s tape is fed to the machine 
which types everything on the 
purchase order except the date 
and order number. These vari- 
ables are entered by a typist as 
the machine pauses at the proper 
columns. Automatically, a new 
composite tape is punched. 


Receiving report—At the ware- 
house, the receiving report is also 
typed automatically by feeding 
the latest composite tape to the 
typewriter. The quantity is en- 
tered by a typist. A copy is sent 
to the office for auditing. 


Voucher or remittance advice— 
This is written from the audited 
invoice, with all vendor data 
typed automatically from the tape 
produced with the purchase or- 
der. A new by-product tape is 
created for automatic analysis. 


Purchasing Analysis and Inven- 
tory—The tape created with the 
voucher or remittance advice 
is converted automatically to 
punched cards for processing 
either on the premises or at a 
service bureau. 


The Synchro-Tape can become 
a useful tool for the purchasing 
agent concerned with the problem 
of paperwork. For it will enable 
him te devote more of his valuable 
time to the creative aspects of 
his purchasing operation. 
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International Paper announces 
dazzling new SPRINGHILL, BOND 


Amazing new bond paper is actually whiter than surgical 
cotton—yet costs no more than “off-white” bonds! 


BOUT A YEAR AGO, a brilliant new bond 
A paper started rolling off a machine 
at International Paper's Mobile mill 

It was extraordinarily white. Countless 
tests by a famous research laboratory 
proved that it was measurably whiter 


than surgical cotton, salt, even chalk! 


Extremely printable 


Springhill Bond is more than just white 
It’s level and uniform, too. And crisp. Just 


try to pick up a sheet without making a 


crackling noise! 
We insure excellent printing results by 


cutting a sample ream from every reel 


ind having it tested on actual printing 
presses. Springhill Bond is made to order 
for offset and letterpress printing 

Compare Springhill Bond for white- 
ness, for finish, for opacity, for “crackle.” 
We think you'll agree, you just can’t offer 
your customers a finer unwatermarked 
bond 

New Springhill Bond and Mimeograph 
ire available in white and six colors in a 


full range of stock sizes and weights. The 


Springhill line is also available in Dupli- 


cator and Ledger papers. 


4, <<-, . 
oe Ok 


ids? “Pid 


Look for this attractive new design. Handy 
x 11 reams. All cartons 


zip openers on 8 
control humidity. 


polyethylene-lined to 


INTERNATIONAL PAPER 220 East 42nd Street, New York 17, N.Y 





* Low igitig! cost 
* Low replacement 
* Rugged and durable 





‘These desk sets save 
replacement and repair dollars! 


It’s a fact! Almost all pen repair Esterbrook’s 32 precision points 
problems result from dropped or are instantly replaceable — tit all 
abused points. Its no problem for Esterbrook pens, regardless of model. 
ou if your company distributes And, Esterbrook desk sets are vali 


Esterbrook desk sets to employees priced —always dependable! 


Esterbrook FEED-MATIC*® base desk set 
Holds up to 6-month supply of ink. Reservoir in’ base 
seals ink against evaporation and dust—teeds enough ink 


to the point to write 570 words. Spill-proot. Black, colors 
(Model 444) $4.50T 


Esterbrook DESKMASTER® fountain pen desk set 


Fastest selling desk set in America —¥Esterbrook’s precision 
fountain pen in a lustrous, porcelain base. Compact, eth 
cient. In popula colors and black (Model 112 

Black $3.75T 


Esterbrook RECORDER? ball point desk set 


Writes 6 months in normal office use \ truly dependable 
ball point! Comes in choice of ink colors, fine or medium 
point. Deluxe Black, colors, $3.95 Slack S2.95T 


All desk sets available with chain and adhesive base tor public counter 


use. Also doubles tor use with two ink colors 


f Last pra per single unit. See vour suppher tor « ' . 
“TM. te k F 


10-DAY FREE TRIAL Get one of these quality Esterbrook desk sets from 
your regular dealer, Use it 10 days. TE vou aren't completely satisfied, 
return it to your dealer with ne 
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A new Underwriters Labora- 
tories approved insulated filing 
cabinet was introduced recently 
by the Mosler Safe Company, 320 
Fifth Ave., New York 1, N. Y. 
Styled by industrial designer 
Henry Dreyfuss, it is available in 
two, three, and four door models 
with an interchangeable lock for 
key or combination. Each drawer 
may be individually locked mak- 
ing each drawer a safe in itself. 
Letter size or legal size papers 
can be accommodated in the full- 
drawer filing units. The file will 
protect its contents from fire up 
to 1,700°F. for one hour. 

Write No. 35 on Inquiry Card—Page 32 
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An “Inandout Register” is avail- 
able from The Heirloom Com- 
pany, P.O. Box 87, Kenmore 17, 
New York. It solves the prob- 
lem of controlling the information 
for switchboard operators and re- 
ceptionists. Personnel operate it 
from the front and the operator 
checks it from her side. Made of 
fine woods and hand finished, it 
can be ordered for as few as five 
or aS many as sixty names 
Write No. 36 on Inquiry Card—Page 32 
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e 
NCR 
no carbon / required 
First NATIONAL Banx 
MINNEAPOLIS 








ASSETS PURCHASED OR RECEIVED 


SECURITY NATIONAL BANK SAVINGS AND Trust CO 
ST LOUIS mrssouRi 


MULTIPLE COPIES 
WITHOUT CARBONS 


It's done with NCR PAPER!...up to eight legible copies 


Your business forms can now be produced ball-point pen or pencil and eight or more Your forms can be printed on NCR Paper 
by your presen! form ipplier The coat 
. is much lower than y think and you'll 

paper or even carbonization. Yes, thanks to writer. Because it requires no carbon in- epee dg e 
- 2 - be pleased by the way NCR Paper pro- 
the research laboratories of The National erts, NCR Paper is a great time-saver and — duces clearer, cleaner copies. Phone your 


‘ 
l 


Cash Register Company, an amazing paper mudging of copies and fingers is eliminated. supplier today and ask abo 
° ’ : getting your forn wrinted on 
has been perfected that make erfect copit It ‘ imple to use too Just jut together yelling j Jas 

I I , I 4 I b NCR Paper 


in multiple copies without the use of carbon with a business machine or electric type- 


of requisitions, invoices, sal r any everal forms that have been printed on 
of hundreds of business applications where NCR Paper—insert them in a business ma- TRADE MARK REG. U. 8. PAT. OFF. 
clear, clean copies are required chine or typewriter and the copies come out * 


Up to five legible copies cin be made on clear, clean and easy to read. 


NCR Paper with a standard typewriter, , 
IMINATES 
THE NATIONAL CASH REGISTER COMPANY, Doyton 9, Ohio dane PAPER 


1039 OFFICES IN 121 COUNTRIES ° 75 YEARS OF HELPING BUSINESS SAVE MONEY 
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Massage 
in the 
President's 


Chair 


Quality rotary 
motor creates 
gentle massage 


Finger-tip control 
turns on and selects 
degree of massage 


HARTER MODEL 65 EXECUTIVE POSTURE CHAIR 


lensions . . decisions . . deadlines got you all tied up in knots? Just lean back in a 
Harter 65 Executive Chair, seleet the Swedish massage action you prefer and relax. 
Cool, extra-deep, molded foam rubber cushions in seat back and arms transmit 
massage, gently relieving tensions all over. In a few minutes return to your work 


refreshed and alert. The bigger vour job. the more vou'll appreciate this chair. 


With the massage turned off. you have the aristocrat of all executive posture chairs, 
Five precise controls fit the 65. to vou. In the lithe new base, in upholsteries, in 


metal finishes, nothing has been spared to make the Harter 65 the finest. 


Write for literature — we'll send name of your nearest Harter dealer. 


HARTER CORPORATION, 129 PRAIRIE, STURGIS, MICHIGAN 





+ HARTER Byes 
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A new office photocopy ma- 
chine for the production of either 
one or a hundred copies is now 
being marketed by Peerless Photo 
Products, Inc., Shoreham, L.L, 
New York. The process, called 
“Quick Silver”, is a new fast- de- 
velopment chemical-stabilized sil- 
ver-photography process which 
uses a single sheet of sensitized 
paper to make a copy. By expos- 
ing the original in contact with this 
sensitized sheet, a right-reading 
negative stat (white on black) is 
obtained by a single pass through 
the machine. This negative stat 
itself can serve as the finished 
copy, or it can be used as a master 
copy to make one or more posi- 
tive copies by repeating the copy- 
ing procedure. 

Write No. 37 on Inquiry Card—Page 32 


The American Photocopy 
Equipment Company, Evanston, 
Illinois has introduced a new pho- 
tocopying machine. It makes black 
on white copies of any printed, 
typed, written, photographed or 
drawn original up to 11” wide. Its 
outstanding feature is a synchro- 
nized operation that permits an 
original and photocopy paper to 
be inserted just once. A paper is 
inserted in the machine, exposed 
to the light source, and returned, 
while the photocopy paper con- 
tinues automatically through the 
machine to be developed. 
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FOR DUPLICATING — Hammermil! 
Graphicopy Papers offer a com 
selection for all 


FOR PRINTING — Accurately cut 8\4 x 11 
and 812 x 14 sizes, plus freedom from 
curl, assure trouble-free operation 


FOR OFFICE USE—New line includes 181 
different items in 19 grades, available in 
weights, finishes, colors you need 


UNCING NEW HAMMERMILL 
GRAPHICOPY PAPERS FOR EVERYBODY 
SES 8% x11 PAPER 


idea that makes —— ————— 


ple te 


duplicating equipment 


Hammermill Graphicopy Papet t new 


} 


it easy to buy, store and use the right paper for every job 


supplier HAMMERMILL GRAPHICOPY PAPERS INCLUDE : 


181 items in ammermil 


are now available from your Hammermill 
Each of the | Hammermill Bond - Cockletone Bond - Management Bond - Whippet 
Bond - Hammermill Mimeo -Bond - Whippet Mimeograph - Hammermill 
Duplicator - Whippet Duplicator - Hammermill Double Purpose 
Master Paper - Hammermill Offset Wove - Hammermill Offset 
Vellum +» Hammermill Offset Super-Smooth - Glossette Coated 
Offset - Deepiake Offset - Hammermill Opaque - Hammermill Cover 
+ Hammermill index - Hammermill Translucent - Hammermill Braille 


| Graphicopy line 
All you 


. choose the 


is individually numbered gy easier 
do is consult the handy per lectior uide 
paper you want, then pick up the phone and order by number 


ill quality plus the 
and 81> x 14 


Be sure you get 
convenience of ordering a// your x 1] 


Ask 


papers from one source 


the "Paper Selection Guide” wall chart 
Paper Company, 146] 


Hammermill 
Road Erie 6 Pa 


or write 


your Hammermill supplier tor 


East Lake 


HANDY PAPER SELECTION GUIDE— 


Makes it easy to order the right paper 
Ask your Hammermill supplier for your 
copy of this time saver 


Pape Setecten Gade ts 
Hammernd Graghecopy Papers 


E-Z CARRY PAK*— Makes it a snap to 
remove Graphicopy Papers from the new 
Hammermill E-Z Paper Pak Carton’, 


the easy-to-open carton. * Patent Pending 


ALWAYS LOOK FOR THIS TRADEMARK 
— Hammermill Graphicopy Papers, the 
new easy way to get the right paper for 
every printing, duplicating and ofhce usc 
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Here’s the 

New, Modern Way 
to Make 

Carbon Copies! 


1, Pick up the number of $ea Foam 
Bond CARBONSETS you need. 


2. Place your letterhead on top 
and slip into typewriter. 


3. Snap out carbons and copies 
are ready for routing. 


SIMPLE « FAST ¢ CLEAN 


Be sure to specify CARBON 
SETS by name, the only one 
using famous Sea Foam Bond. 
Write on company letterhead 
for sample kit. 


Write Dept. P-159 


BROWNVILLE 
PAPER 
COMPANY 


BROWNVILLE, NEW YORK 


For More Information Write No. 246 
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Features of the new, large-scale 
Univac II Data-Processing Sys- 
tem are described in a folder just 
published by Remington Rand 
Division of Sperry Rand Corpora- 
tion. Operating either on 80 or 
90-column cards, it provides di- 
rect recording of information on 
magnetic tape 


Write No. 39 on Inquiry Card—Page 32 


The addition of a front wheel as 
a calibrator for precision cutting is 
a feature of the manual office pa- 
per cutter being marketed by 
Michael Lith Sales Corp., 143 
West 45th Street, New York 36, 
N.Y. In addition to this new fea- 
ture the “Triumph’’, as it is called, 
is portable and can be operated by 
anyone with a high degree of 
safety and precision. The new pa- 
per cutter is available in two 
SIZeS: 14” and 18” 
Write No. 40 on Inquiry Card—Page 32 
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A new 2-color catalog covering 
the 1959 line of office accessories 
of Delta Products, Division of Air 
Accessories, Inc., P.O. Box 1440, 
Fort Worth, Texas is now avail- 
able. It includes a new line of 
formed plastic convenience trays, 
wastebaskets and letter trays in 
addition to chair mats, desk tops 
and office and industrial signs 
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fe) SO lele):: 


ffers draftsmen 

an important new concept 
a comprehensive line of in 
struments and accessories 
meticulously matched to 
achieve a new high in 
professional perfor 

mance 


ADAPTO - 
CLUTCH 
LEAD 
HOLDER 


and 


EJECT OMATIC 
LEAD DISPENSER 


Two Koh-!-Noor prod 

ucts designed to° work 

together for greater con 
venience. Lead holder's non 

slip clutch takes all 17 degrees 

of Koh-I-Noor lead: Ejectomati 
Dispenser feeds lead to holder 
without need to touch: it 


RAPIDOGRAPH 
NON-CLOGGING 
“TECHNICAL” 
FOUNTAIN PEN 


A smoothly performing rul 
ing, lettering and tracing 
pen that uses India or regu 
lar ink with equal facility 
A tremendously convenient 
time-saving, reliable instru 
ment. Fully guaranteed. In 


five precision line widths 


*OOE.E FINE #1 FINE #3 BROAD 


#OEXTRA-FINE #2 MEDIUM 


Write for descriptive literature 


by 
KOH-I-N NOOR 


of course 


Bloomsbury 4, New Jersey 
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A stereo version tape recorder 
has been announced by the High 
Fidelity Products Division of the 
North American Philips Com- 
pany, Inc., Hicksville, Long Is- 
land, New York. The new unit 
features push button controls, 
twin tracks for tape and three 
speeds, 742, 354, and 1% inches 
per second. The unit consists of 
tape drive mechanism, two pre- 
amplifiers with controls, one 
power amplifier and a wide-range 
speaker with extra powerful mag- 
net. 


Write No. 42 on Inquiry Card—Page 32 


Two new photocopy units have 
been introduced by Remington 
Rand Division of Sperry Rand 
Corporation. The “Star” will ac- 
cept documents up to 942” wide 
while the “Mercury” can handle 
papers up to 1542”. Total elapsed 
time for most reproductions is 20 
seconds. Either machine can be 
operated by any office personnel 
and the machines can be located 
in any convenient place 
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. .. Congratulations, . . . your name 
has been picked out of 500 Purchas- 
ing Agents to give us the “order of 
the month.” 
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At last! a typewriter carbon with built-in 


ENDURANCE INSURANCE 


NU-KOTE—/Jirst plastic-base typewriter carbon ever— ou 
ordinary carbons 3 to 1! NU-KOTE copies stay cl p hands 
clean. One weight and finish. Sharp, clear copies first last. 


any typewriter, for just about any copy job imaginabl 


For a FREE SAMPLE of NU-KOTE, ju 
attached to your company letterhead. 


Burroughs Corporation, Burroughs [ 
Dealer Sales Dept., Detroit 32, M 


in Canada write 
Acme Carbon & Ribbon Company 


N ar’ rs) 
Firm 
Address 


City d 
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NATIONAL CHA/RMAN 
H. E. CROSS 











WESTERN 
VICE CHAIRMAN 
E. O. HAYMOND 


Ew | 








- 
~~ 








VICE CHAIRMAN 
ASA. LIAISON 
C.W. GOODMAN 








a OISTRICT 

eee 
R.J.HOOD JR. 
This organization chart of the Na- 








tional Association of Purchasing 
Agents value analysis-standardiza- OUIRMAN” 
tion committee is designed to help K. A. CRUISE 








VALUE ANALYSIS 


STANDARDIZATION 
COMMITTEE 


ae 








EASTERN 
VICE CHAIRMAN 


E.P. KRON 











DisTRICT os 
CHAIRMAN 


F. M. NEIL 








OsTRUCT 5 CHAIRMAN 
LB. WHITEHOUSE JR 
VICE CHAIRMAN 
FB PINSON JR 








District © 
CHAIRMAN 
R.S. RICE 


5. 
3- 





purchasing agents become more fa- 
miliar with their NAPA committee 


“Det 7 CHAIRMAN Bh OeTRUCT @ CHAIRMAN 

members. C.c. 616K F.B. HUDSON JR. 
vice CHAIRMAN VICE CHAIRMAN 

Lid HB HENDRIX JE FITZGERALD 


. TASS 
a 9 
EwSOM 


a 




















Greeting Marshall Edwards, Seventh District edu- 
cation committee chairman, as he disembarks from 
his flight are these members of the Purchasing 
Agents Association of Chattanooga (1 to r): Joe 
Goodner, Chattanooga Medicine Company; Mr. Ed- 
wards; Jim McDowell, local edudcation chairman; 
R. B. Bayston, Chattanooga Boiler and Tank Com- 
pany; and H. D. Kenny, public relations chairman 
of the association. Mr. Edwards spoke to the associa- 
tion members at their meeting held at the Hotel 
Patten. He emphasized using the resources of the 
NAPA to help P.A.’s keep up with new ideas and 
to become truly professional purchasing agents. 


, 


The Dallas Purchasing Agents Association awarded 
a $500 scholarship to Donald W. Keck, center, a 
business administration student at Southern Method- 
ist University, Dallas. Jim La Haye, Johnson & 
Johnson, presented the award, while Frank Milnar, 
professor at S.M.U., looked on. The award is made 
on the basis of scholastic standing and attitude. In 
addition to helping a deserving student, the award 
encourages cooperation between Dallas business and 
Southern Methodist University. 





TYPICAL SCHRADER SIMPLIFIED VALVE DESIGN 


«+ another reason why your air system installations will perform best. 
A—Mounting holes always conveniently located. 
B—"0" rings used for surest airtight seal. 


C—Dil-resistant synthetic rubber used in washers for 
positive leakproof seat. 


O—Stainless steel springs: rust resistance, longest service life. 
E—Sturdy plated plungers, quick acting, smooth-operating. 


F—All parts designed for greatest air flow, longest life 
and simplicity of replacement and interchangeability. 


INSIDE EVERY SCHRADER VALVE 
YOU CAN SEE SCHRADER QUALITY 


Plus hundreds of Air Cylinders and accessories for every need 


Send for Schrader Catalog 
| on full line of air control products. 
i 
® 
|; A. SCHRADER’S SON ® Division of Scovill Manufacturing Co., Inc 
473 Vanderbilt Avenue, Brooklyn 38, N. Y. 


ediviionof SCOVILLE =| QUALITY AIR CONTROL PRODUCTS 
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HUSSEY 
COPPER 


Your job is not an easy one, and 
anybody that can offer you a fast, 
complete service is a welcome 
neighbor. Your nearby Hussey ware- 
house offers this kind of service on 
copper in every form from complete 
stocks. Seven strategically located 
warehouses are stocked to serve you 
and delivery is prompt. For larger 
production requirements, complete 
mill service is at your command. 


C.G. HUSSEY & CO. 
(Division of Copper Range Company) 
Rolling Mills and General Offices 
PITTSBURGH, PENNSYLVANIA 

For More Information Write No 


7 CONVENIENT 
WAREHOUSES 


PITTSBURGH (19) 

2850 Second Ave. 
CLEVELAND (3) 

5318 St. Clair Ave. 
CINCINNATI (37) 

1045 Meta Drive 
NEW YORK, 
LONG ISLAND CITY (6) 

34-39 Thirty-first St. 
CHICAGO (18) 

3900 N. Elston Ave. 
ST. LOUIS (1) 

Central Terminal Bidg. 


PHILADELPHIA (30) 
1632 Fairmount Ave. 
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Cleveland Hosts Salesmen 


G. R. Moore, vice president, 
sales & advertising, Thompson 
Ramo Wooldridge, Inc., was the 
featured speaker at sales-purchas- 
ing meeting of the Purchasing 
Agents Association of Cleveland. 
Mr. Moore discussed the relation- 
ship within a company between 
the sales and purchasing func- 
tions. 


Tri-City Ass’n Man Named 
to Vice-Presidency of 
District 3 


W. H. Davis, District 3 vice-pres. 


Mr. Howard Ahl, executive sec- 
retary of the National Association 
of Purchasing Agents, has an- 
nounced the appointment of W. 
H. Davis to the vice-presidency 
of District 3, due to the untimely 
death of George A. Forbes, Cen- 
tury Electric Company, St. Louis. 
Mr. Davis is director of purchas- 
ing at the Rock Island Steel Divi- 
sion, Macomber, Inc., formerly 
Rock Island Bridge & Iron Com- 
pany. He is past-president of the 
Tri-City Association and still ac- 
tive in this group. 


Northeastern P.A.’s Visit 
Capitol Records 


A regular meeting of the Pur- 
chasing Agents Association of 
Northeastern Pennsylvania began 
at the Dippre restaurant in Scran- 
ton. Immediately following lunch, 
the members left for the Capitol 
Records Plant, Scranton, Pa., 
where they were taken on a plant 
tour. 
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Here Production Counts... 





For eggs, there is no finer production 
facility than a hen. And, for pro- 
duction facilities unrivaled in the 
ippliance and equipment motor field, 


look to Emerson - Electric. 
Remember . 


@ Emerson-Electric’s unique produc- 
tion facilities assure you on-time 


deliveries. 


@ We produce custom -engineered 


motors to suit your specific needs. 


Put more than 65 years of 

experience to work for you 

Call, wire or write Dept 

M-354 today The Emerson 

co, St lovis Ti a Dai ote). Ei a i cleus | il emma ea) 
. 


Electric Mfg. ‘ 
21, Mo 
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This enlarged wiring compartment saves 
hook-up time on the assembly line 
Wiring compartments on G-E motors 
ire now roomier and easier to work 
with. An enlarged opening allows 
greater accessibility. A narrower ter- 
minal board makes 
it easy to bring in 
leads from conduit. 
There are no extra 
studs on the board 
to result in “hook- 
up confusion.”’ Eas- 
ier, more accurate 
wiring results. How 
much can this extra 

value save you? 


GENERAL @@ ELECTRIC 


aia 


—— 


FAST CONDUIT 


FAST LEAD 


CONNECTION CONNECTION 


Special speed nut permits conduit connection 
from outside; cuts connection time 50% 
Conduit connection is greatly simpli- 
fied by single-thread speed nut welded 
inside the motor shell. This feature 
permits connection’ of conduit from 
outside the motor 
in half the time 
normally required 
with conventional 
lock nut. No waste 
of time fumbling 
with a loose nut, no 
possibility of drop- 
ping it in the motor 
or on the floor. It’s 
a real time saver! 


GENERAL @@ ELECTRIC 


Now plug-in connectors on all terminals 
cut wiring time in half 

For the first time on all single-phase 

Form G motors, General Electric 

offers time-saving quick connectors 

on all external and internal contacts.* 
Wiring time is cut 
in half. (Studs have 
been retained for 
conventional wir- 
ing.) Simply plug in 
the leads. Fast, posi- 
tive connections are 
assured. Try it your- 
self. You'll like this 
new General Elec- 
tric extra value. 


* Explosion-proof and a few special motors excepted. 


GENERAL @@ ELECTRIC 


JUST ASK YOUR GENERAL ELECTRIC SALES ENGINEER 


142 
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Be sure to consider these 6 big reasons why General Electric Form G motors 


New permanent instructions and data 
simplify installation and servicing 
Operating data on Form G motors is 
both legible and permanent to help 
you select, install and service without 
guesswork. The nameplate is engraved, 

then paint-filled for 


—_— extra readability 


uN Oiling instructions 
wa are lithographed on 
a Le the terminal box 
cover plate. Lets 
your customers 
know exactiy how 
little maintenance is 
required. See this 


extra value! 


GENERAL @@ ELECTRIC 


Built-in grounding lug permits fast, easy 
grounding to meet UL standards 
Now on Form G motors you get a 
built-in grounding lug that meets UL 
standards for grounded third lead 
when required. With a self-forming 
screw you can make 
ground connections 
quickly, easily and 
inexpensively. This 
feature assures safe, 
permanent grounds 
There's no chance of 
disconnection dur 
ing maintenance 
Ask for details about 

this extra value. 


GENERAL @@ ELECTRIC 


COMPACT, 
LIGHTWEIGHT 


Small, light Form Gs easy to assemble; 
cut handling and shipping costs 
Up to 50 per cent lighter, 40 per cent 
smaller than old-style designs, General 
Electric's Form Gs are easier to handle, 
faster to install. Compact motor re 
quires less mounting 
space and material; 
cuts down “assem- 
bly-line fatigue” 
caused by heavier 
motors; reduces 
stock space and 
shipping costs. You 
in't help but save 
with compact, light- 
weight Form Gs! 


GENERAL €@ ELECTRIC 


ABOUT THE NEW FORM G “EXTRA VALUE” FEATURES 


JANUARY 19, 1959 
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Association News 


Affleck Honored at Washington, D. C., Association 


(5 oRDON B. AFFLECK, presi- 
dent of the National Association 
of Purchasing Agents, was the 
principal speaker at a_ recent 
meeting of the Purchasing Agents 
Association of Washington, D. C. 

In his talk, Mr. Affleck dealt 
first with the need for greater 
professionalization among pur- 
chasing officials. He then stressed 
the need for higher standardiza- 
tion and a more concentrated ef- 
fort in promoting educational 
seminars in local chapters of the 
National Association of Purchas- 
ing Agents. Following this, he 
pointed out the need for increased 
financing and the dangers _in- 
herent in deficit financing in pro- 
fessional organizations such as the 
NAPA. In conclusion, he _ pre- 
dicted early increases in member- 
ship dues, suggesting that local 
chapters provide ambitious pro- 
grams before they vote for any 
such increases. 

One of the highlights of the 
evening was the presentation to 
Mr. Affleck of a Key to the City of 
Washington, D. C., by the Honor- 
able Schuyler Lowe, director of 
general administration for the 
District of Columbia, who was 
representing the Board of Com- 
missioners for the Nation’s Capital 
at this meeting. 


» 


Viewing the proposed self-service 
library of the Washington D. C, As- 
sociation are, from left to right: 
D. A. Cook, president of the associ- 
ation; Len Larson, chairman of the 
education committee; Gordon B. 
Affleck, president of the NAPA; 
Jack G. Brandamore, vice president 
of District Five; Paisley Boney, 
chairman of public relations, Dis- 
trict Five, from the J. C. Stevens 
Co., Greensboro, N.C.; Walter M. 
Prichard, treasurer of the Washing- 
ton Association. 
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Schuyler Lowe, director of general administration for D. C., 
proudly presents a Key to the City of Washington to Gordon B. 
Affleck, president of the National Association of Purchasing Agents. 
Looking on, left to right, are: Jack G. Brandamore, vice president 
of District Five; D. A. Cook, president of the Purchasing Agents 
Association of Washington, D. C.; and George Frediani, national 
director of the Washington, D. C. Association. 
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An entire 

NEW F zalls 

Plant devoted 
exclusively to the 
making of 


of Chrome, 
Commercial-type 


Carbon and 
Pre Cc i Ss i on Stainless Steels, 


BA LLS Brass, Bronze, 


Monel Metal, 


and Special 


... the best—Strom combines 

40 years’ experience with the 

most modern methods and 

machinery to produce the 
world’s finest balls. & 


é 


Materials 


Erwin, Tennessee - Telephone ERwin 2-1141 


SHOT — BALL CO. 


Pacific Coast Representative: R. J. SCHENK, 716 South Main Street. Santo Ana, California 
‘ 
Southwestern Representatlve: E. E. GRAHAM & Co., 3701 Navigation Bivd., Houston 3} Texas 


Chicago Representative: ROBERT YOUMANS, 6110 West 26th Street Chicago 50 Iinois 
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Utah Ass’n Simulates 
Dinner In Sky 


The Utah Purchasing Agents 
met with the Utah Association of 
Sales Executives for their annual 
joint dinner meeting. Western 
Air Lines’ new and novel Cham- 
pagne Fiesta Flight to Mexico 
City was featured through the 
dinner which was served as 
though on board a plane, com- 
plete with several WAL stew- 
ardesses. Richard P. Ensign, a 
native of Salt Lake City, head of 
a management development com- 
mittee at WAL and director of 
their In-Flight Services, spoke on 
“The Challenge of Change,” de- 
scribing particularly their mer- 
chandising efforts in selling air 
transportation. A good turnout 
from both organizations enjoyed 
a most interesting evening. 

An earlier plant visit was made 
to the editorial office of the Salt 
Lake Tribune where the group 
observed the processes of gath- 
ering and compiling the news for 
a daily newspaper. The visit in- 
cluded a tour of the printing plant 
of the Newspaper Agency Corpo- 
ration which does the printing of 
both city newspapers, the Salt 
Lake Tribune and the Deseret 
News. 

With membership now very 
close to the 100 mark, the Utah 
association has formed a new ac- 
quaintance and reception com- 
mittee under the chairmanship of 
Vice President Clyde A. Theobold 
for the purpose of helping new 
members to become acquainted 
and properly oriented in the asso- 
ciation. 


NAPA Appointment 


Donald R. Taylor, North Amer- 
ican Lace Company, Inc., Phila- 
delphia, Pennsylvania, has been 
appointed a member of the na- 
tional committee on textiles by 
National Chairman F. Victor Han- 
away. 

Mr. Taylor will submit a bi- 
monthly report on the raw cotton 
situation for the textile market 
report which is published in the 
N.A.P.A. Bulletin. 
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Now! Buy one truck 


The Clarklift fork trucks pictured above are 
demonstrating a new dual function. They stack 
30% higher than equipment of similar, retracted 
mast height . . . can a/so drive through low boxcar 
doors and other tight clearances. Actually, it 
means you're getting two machines in one 

Utilizing Clark’s new Triple Stage Upright, you 
are able to take better advantage of the full height 
of your warehouse vet, use the same fork truck 
for loading rail cars or highway trucks, low-door 


Photo courtesy of Cities Ser 


do the job of two! 


elevators, etc. The Triple Stage Upright enables 
your equipment to work full time, and on many 
varied jobs with no stacking height loss, no 
clearance problems, no work stoppages 

A specification sheet showing complete details 
is available on request. 
Simply write: Triple 
Stage Upright, Clark 
Equipment Company, 
Battle Creek, Michigan 


EQUIPMENT 


ARK 





HAMMER 


cut costs with 
B&D accessories 


Every job goes faster when you 
use the right tool . . . and the ac- 
cessories built for that tool. 


With over 2,000 ac- 
cessories in the line, 
you're always right 
when you buy 
B&D because Black 
& Decker has the 
right one for every 
application. 


GRINDING 
WHEELS 


So remember 
whether your need 
is hammer tools, 
screw-driver bits, 
wire wheel brushes, 
grinding wheels, 
polishing pads or 
any other accesso- 
ry for a Black & 
Decker tool . . . call 
your local Black & 
Decker Distributor. 
He stocks ’em all. 


WIRE WHEEL 
BRUSHES 











SCREW 
DRIVER 
BITS 


TOOLS 


INSIST ON THE BEST 


lack& Decker 


ACCESSORIES DESIGNED FOR THE TOOL 
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Dayton Group Goes 
to Joint Meeting 


Thirty-five members of the Day- 
ton Purchasing Agents Associa- 
tion attended a joint meeting in 
Springfield, Ohio of the Cincin- 
nati, Columbus, Dayton, Lima, 
ind Springfield Purchasing Agents 
Associations. :_The meeting was 
held at the Shawnee Hotel. 

Speaker of the evening was Na- 
tional President Gordon Burt 
Affleck. President Affleck’s talk, 
“Expanding Sphere of Purchas- 
ing,” presented a great challenge 
to all purchasing people. Mr. 
Affleck stressed the importance of 
self-education. He said that pur- 
chasing agents should make use 
of the vast amounts of printed in- 
formation available to all. He rec- 
ommended obtaining the most 
value from the purchasing dollar, 
and living within the budget by 
having sufficient funds to cover 
the budget. 

Secretary Walter Everhart, who 
devotes a great deal of his free 
time to the boy scouts has, in a 
sense, been rewarded for his ef- 
forts. The Miami Valley Chapter 
Boy Scouts of America presented 
the coveted Eagle Scout Award to 
his son Scott. Congratulations to 
Scott Everhart. 


Brown & Sharpe President 
Speaks At Ann Arbor 
P.A. Meeting 


Henry D. Sharpe Jr., president 
of the Brown & Sharpe Mfg. Com- 
pany, spoke at a meeting of the 
Ann Arbor Purchasing Agents 
Association on the subject of 
“Purchasing for Profit.” Relating 
his subject to the activities of his 
own company’s purchasing de- 
partment, Mr. Sharpe stressed two 
techniques that are yielding major 
benefits to his company. 

One: Keeping score on pur- 
chasing department ideas. Here 
emphasis is placed on the truly 
creative ideas, the ones that re- 
sult in significant changes in de- 
sign, materials, and specifications 


as opposed to cost savings that 
take place because of switching 
vendors or volume variances. 
Comparisons are made between 
the dollar value of these ideas and 
the dollar cost of operating the de- 
partment as a means to stimulate 
cost reduction thinking from mem- 
bers of the department. 

Two: Value analysis. In addi- 
tion to the conventional approach 
to value analysis, Brown & Sharpe 
has a unique program called 
“Product of the Month.” Each 
month a component or 
sembly of one of their products 
is put on display at each of the 
buyer's booths, These displays 
quite naturally attract the atten- 
tion of visitors and serve to direct 
conversation between buyer and 
vendor toward ways and means to 
product the part or unit on dis- 
play at lower cost. Vendors, rep- 
resenting a broad and diversified 
base of industrial experience, have 
proven to be a valuable source of 
cost reduction ideas. 

Mr. Sharpe concluded his talk 
by giving a number of specific 
examples of how each of these 
two techniques has resulted in 
substantial cost savings to the 
operations of his own company. 


sub-as- 


Executives of the Milwaukee Asso- 
ciation of Purchasing Agents met 
at the Miller Inn to plan for the 
1959 Products of Industry Exhibit 
which was held by the NAPA at 
the Milwaukee Auditorium. From 
left: H. J. Jungbluth, Oilgear Com- 
pany, general chairman of the ex- 
hibit; William G. Mett, Burlington 
Mills, secretary; and Howard W. 
Watson, Miller Brewing Company, 
publicity chairman. 
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PRODUCTION... CONSTRUCTION ia MAINTENANCE 


No. 12 Scrugun ® No. 11 Jig Saw 


wihathhes the job’s drilling, sanding, sawing, 


Save time whenever you need a 
portable electric tool ... simply 

call your local Black & Decker 
distributor. He stocks over 125 tools 

and 3,000 accessories to give you complete 
selection, fast delivery, tool know-how and 
personal service. Or, for complete tool 
information mail coupon at right. 


See and try new B&D tools at the Plant Maintenance & 
Engineering show, booths 1233 to 1235. 


THE BLACK & DECKER MFG. CO., Dept. 1701, Towson 4, Md. 


Send me information on 
Name 

Company 

Address 

City 


| ie 





INTRODUC 


NOW... 


select from a complete 
range of capacities 
and speeds...1/8 to 

2 tons and 8 to GO fpm. 


_ 
pa 
MN 


t, 


LODESTAR FEATURES 
INCLUDE: 


@ Safe, Heavy Duty 
Performance 


@ Lowest Headroom 
@ Push Button Control 
® Fully Enclosed Components 


@ Self-Adjusting Magnetic 
Brake 


@ Ultra-Modern Electric 
Braking 


e CM-ALLOY Flexible 
Link Chain 


® Minimum- Maintenance 
Operation 


® Lifetime Lubrication 


Request catalog 
and name of 

local stocking 
Aistributor. 


HOISTS 


Cc 


oo” ° 


important 
new models 


of the 


electric 
hoist 


NEW MODELS 
in 1/2, 1 and 
2 tons 


LARGER CAPACITY and FASTER SPEEDS 
... for speedier, lower cost 
materials handling 


@ Here’s your opportunity to slash 
lifting and handling costs. Put these new 
Lodestars to work where their 
increased speeds and capacity match 
your maximum requirements. 

Many thousands already in service 
demonstrate that you, too, can 

benefit from more efficient handling, 
lowered costs and increased 
productivity. 


CHISHOLM-MOORE HOIST DIVISION 

Columbus McKinnon Chain Corporation 
TONAWANDA, N.Y. 

NEW YORK e CHICAGO e CLEVELAND 


In Canada: McKinnon Columbus Chain Ltd., 
St. Catharines, Ont. 
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U.S. Steel Sponsors 
Evansville Meeting 


A recent meeting of the Pur- 
chasing Agents Association of 
Evansville was sponsored by the 
United States Steel Corp. The pro- 
gram for the evening was entitled 
“Production of United States Steel 
Sheets.” It was presented by R. 
F. Schneider, a district representa- 
tive of the United States Steel 
Corp. Mr. Schneider was assisted 
by H. R. Hollmann, a metallurgist 
with U.S. Steel. 


Detroit P.A.’s 
Make Plant Tour 


The Stainless and Strip Divi- 
sion of Jones & Laughlin Steel 
Corporation hosted members of 
the Detroit Purchasing Agents 
Association on a plant tour. 

Approximately 100 members of 
the Association met at Red Run 
Golf Course, Detroit, for lunch 
and a brief talk by M. K. Schnurr, 
division president. Members of 
the Stainless and Strip Division 
management group also attended. 
H. W. Arnold is the division pur- 
chasing agent. 

Following the luncheon, the 
group adjourned to the division’s 
Detroit plant and witnessed the 
various processes involved in the 
production of stainless, alloy, and 
carbon steel ingots, slabs, billets, 
bars, and wire. 


Little Rock Holds 


Christmas Party 


The Little Rock Association of 
Purchasing Agents held their an- 
nual Christmas Party at the West- 
ridge Country Club. Members and 
their wives were well represented, 
making the occasion very enjoy- 
able for both new and old ac- 
quaintances, 

After dinner, President Ken 
Chambers asked each member to 
introduce his wife to the group. 
This was, of course, very helpful 
for members and their wives in- 
asmuch as once a year meetings 
can try even the best memory. 
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AVE ORT came 


YOUR PACKAGING COSTS 


Gaylord’s approach to packaging doesn’t stop with the corrugated box 
itself. We take a fresh look at your entire packing and handling cost 
picture, then tailor a program to your exact measure. 


Regular cartons in big volume . . 


. engineered packaging . . . 
your nearby Gaylord man knows both. And he is cost-conscious either way. 


ST LOvuIS 


1 4 sy T Coast 
CONTAINER CORPORATION 





oivision or Crown Zellerbach Corporation 





PAR ... Originated by TRS with the invaluable collabora- 2. TRANSFER of parts between riveter stations by means of 
tion of some of industry’s top production engineers sliding or rotating fixtures or dial tables. Or through 
who sought a major break-through in the automation synchronization with conveyors. 
of assembly operations to reduce costs. 


3. SEQUENCING the operation of from 3 to 15 rivet setters 


PAR ooo name given hy TRS to its Production Automated which make all fastenings simultaneously or in any 


Riveting process .. . continuously developed and per- °% : 

desired sequence. 
fected for 3 years. Proved successful in some of in 
dustry’s most efficient plants. Now, TRS has sufficient 
engineers especially trained in the PAR process to 
serve all manufacturers. 


4. CONTROL of setting force as required by parts thickness 
or material characteristics. 


PAR ... It makes riveting practically a new fastening method 5. SENSING of improper conditions and stopping equipment 
through efficiently integrated and automatic . . . to avoid injury to parts, equipment or operator. 


1. FEEDING of tubular rivets or related products. 6. EJECTION of parts as required. 


TUBULAR RIVET & STUD COMPANY 


QUINCY 70, MASS. 


Midwest Office & Warehouse in Chicago. Branches: Atlanta. Buffalo, Charlotte, 
Dallas, Detroit, Indianapolis, Los Angeles, New York City. Philadelphia, Seattle, 
St. Louis. See “ Yellow Page s” for phone numbers 
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FORD 


almost tripled production 
—without adding to payroll 


_ Ford engineers wanted to step-up the production rate 
on a window gear and cam assembly, 
They called in TRS engineers. 


Here is the remarkable automatic TRS Machine 

that resulted. Because center distances would not 

permit employment of a Multi-Head Riveter, a 

triple drive machine was adapted by TRS engineers. 

This eight dial station set-up receives a gear and cam 

assembly . . . greases it . . . receives a shaft and housing . . . sets 
three rivets to fasten shaft and housing to the gear and cam unit. . . ejects 
complete assembly. The machine does everything but load the parts. 
Ford Motor Company know-how shows in the 

profitable solution . . . so does TRS ingenuity and experience. 

You get the benefit of TRS “recognized ability” 

when yoy buy any TRS Riveting Machine . . . from the 

simplest, standard type to a complicated special design. 

TRS offers more machines, 

i to more exactly meet your need . . . will lease but likes to sell 

. .. guarantees performance and sticks by you with all-out service. 


PAR ... It’s a TRS Process for very good reasons! cess, TRS was able to begin three years ago to develop 


Obviously, there are two critical elements in the PAR 
Process. Essential is the special and extensive knowl- 
edge and experience needed to design an integrated 
system of standard or multi-head riveters, feeders, 
transfers and controls for the particular assembly in- 
volved. Equally important are superior knowledge and 
experience in the design, tooling and application of 
Multi-Head Riveters because these are usually 
employed. 


TRS originated Multi-Head Riveters over three years 
ago and is the only experienced source of these ma- 
chines. Further, because this TRS development opened 
up new possibilities for automating the riveting pro- 


> e 
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\ 


S 
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You're not required to use TRS Rivets but you'll be better off if you do 


Advt. Copyright by Tubular Rivet & Stud Company, 1958 


the special experience and application engineers re- 
quired to fully meet the requirements of the PAR 
Process. 


PAR ..- A New Opportunity to Reduce Direct Labor Charges 
With this new help, hundreds of manufacturers .. . 


large and small .. . can effect substantial savings in 
direct labor charges, increase production rates, de- 
crease parts spoilage and machine down-time. Look 
into it now if your product can be riveted, and espe- 
cially if several rivets are involved. 

The yearly amortized cost of the TRS Multi-Head 
Riveter equipment is low because it will not be obso- 
leted by changes in product design or production line. 


To save more...To protect against equipment obsolesence...don’t buy any Riveting Machines until you investigate the PAR Process 


/ 


Vv 


There are no contracts or obligations involved in the 
PAR Process. However, it is true that the more auto- 
matic you make your riveting, the more important it Is 
to use rivets that reduce operating troubles and ma- 
chine down-time. And, we can give you good, factual 
reasons why TRS Tubular Rivets are more reliable in 
essential qualities and uniformity. Ask for the facts... 
judge for yourself. 
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_ First in the field . . . 
... and still way out in front! 


MILFORD 


HIGH SPEED STEEL 
BAND SAW BLADE 


When it comes to fast, accurate metal cutting, long blade life 
and lower costs per cut, MILFORD REZISTOR High Speed 
Steel Band Saw Blades are still way out in front. Chip loss is 
less than other comparable cut-off methods which means im- 
portant metal savings. Cutting is consistently faster, straighter 
and more accurate. Ideal for stainless steel and other hard-to- 
machine alloys, as well as for any tough production cutting 
work, Available in cut-to-length welded bands ready for use in 
heavy duty band saw machines. 


GET THE FACTS NOW ... Contact your local MILFORD 
Distributor today and ask for complete information on the 
MILFORD High Speed Steel Band Saw Blade. Your distribu- 
tor can arrange for an in-plant analysis of your cut-off oper- 
ations to obtain accurate estimates of time and money savings. 


BUY FROM YOUR MILFORD DISTRIBUTOR... <ce 
a local businessman, who stocks the tools and /[-; 
equipment you need. You'll SAVE TIME, 

CUT BUYING COSTS and REDUCE 
INVENTORIES. 


SAW & BAND SAW g, 


PUTT) = THE HENRY G. THOMPSON & SON CO. 


iy | Saw Blade Specialists for Over 80 Years 
NEW HAVEN 5, CONNECTICUT 

Saws + GROUND FLAT ° 
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Affleck at Denver Ass’n 


Gordon B. Affleck, president of 
the National Association of Pur- 
chasing Agents, was guest speak- 
er at a meeting of the Purchasing 
Agents Association of Denver 
held at the Brown Place Hotel. 
President Affleck spoke effective- 
ly of the need for purchasing men 
to be alert to opportunities to 
contribute to better management. 
He also commented on the future 
of the National Association in this 
period of transition. He paid trib- 
ute to the dedicated spirit of 
many men who have led it in the 
past and asked that this genera- 
tion pay its debt by passing on 
that spirit in greater measure. 
“Purchasing is relatively young”, 
he said, “but it is outgrowing its 
adolescence and is now a part of 
management”. He called it a 
profit-making function, not given 
to hocus-pocus, crystal-ball, short- 
cut methods any more. “There is 
no substitute for experience and 
hard work”, he said, and warned 
that the alternative for central- 
ized_ effective procurement is 
higher costs. 


Affleck Speaks at 
Chicago Ass’n Meeting 
The Purchasing Agents Associ- 

ation of Chicago held their month- 
ly meeting at the Morrison Hotel. 
Gordon Burt Affleck, president of 
the National Association of Pur- 
chasing Agents, was the guest 
speaker. William M. Davis, newly 
elected vice president of District 
3, and purchasing agent for the 
Rock Island Steel Division, Ma- 
comber, Inc., introduced Mr. 


Affleck. 


Kalamazoo Valley P.A.’s 
Hear Bank VP 


A recent meeting of the Kala- 
mazoo Valley Association of Pur- 
chasing Agents was held at the 
Hotel Harris. The regular busi- 
ness meeting was followed by a 
program presented by Program 
Chairman Paul Barthold, Beach 
Products Company, with Robert 
Johnson, St. Regis Panelyte, dis- 

(Please turn to page 158) 
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Working proof of Superior stainless quality—the year around 


Out front, and ever-bright— looking its best when the 
weather is worst--Superior Stainless in the millions of 


° windshield wiper assemblies on today’s cars speaks for 
enduring quality. The stainless strip is made right to 
behave right— uniform as can be, from coil to coil. 
e There’s a Superior grade to meet your application in 
every particular. Write. 


STAINLESS STRIP STEEL 


‘. >" —_—! 


Superior Steel 


CARNEGIE, PENNSYLVANIA 
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He's the P.A. who put ~. 
through the Bostitch Economy 
Man's suggestion to get ’em 
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each a Bostitch stapler - 


Users like their dependable, non-jamming action. 
They staple with just a gentle press, and they double 
That’s because—first of all—we make a variety of as tackers, too. 


Office efficiency does go up when every desk has its 


own Bostitch stapler. 


staplers to fit all kinds of office fastening jobs. There’s Your Bostitch Economy Man can show you the 
the portable Bostitch Traveler for supervisors and full line. He’ll explain the benefits of standardizing 
others who fasten papers in various locations; the on Bostitch. 

B12-Standard—fastens paperwork temporarily or per- Over 300 of these stapling experts work out of 
manently. And our B8R, the only stapler with an 123 U.S. and Canadian cities. Look him up under 


attached staple remover. We make other types, too. “Bostitch” in the phone book and give him a call. 


oe 
Fasten it better and faster with 8 0 S Y i I C H 


ie ee AND STAPLES 


721 BRIGGS DRIVE, EAST GREENWICH, RHODE ISLAND 
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The Dayton Rubber (°. 


Printer saves $100 per set with 
Longer Lasting Dayton Cog-Belts 


These are the Facts: 


Application Main drive on 4 multiple paper 


drill 


Fixed centers, back side idler. 
Standard type V-Belts lasted 
2 to & months. 


Drive Conditions 


Cog-Belt Result 


Cog-Beit *S——— 


Cog-Belt Savings 00 to d in replacement belt 


istallation time for 





POWE 


to hoost job efficiency 
with REMINGTON tools 


r or locking-button-type throttle 


rotary motor 


ee 


Durable, lightweight, easy 


Side to spindie-center di 


Drill, Model 381—%”" capacity; 
compact; 2.5, 115-volt motor; free 
speed: 800 amp; full ball-bearing, 
construction and precision-cut gears, 
Price $59.00° 


Flexible-Shaft Machine, Model 
8FGP—3-hp, totally enclosed dust- 
and vapor-proof induction motor 
geared for 4,500 rpm; 220/440 volts; 
sealed ball bearings. Price $370.00° 


Over-all length: 12 1 


Circular Saw, Model 106—10° 
blade; super-duty, super-torque 
worm drive; 13-amp. motor; 3,500 
rpm; rugged, lightweight: 20 Ibs. 
Price $195.00° 





Remington delivers power, 
mobility and easy handling 
to help you cut costly man- 
hours on the tough jobs. 
Remington Power Tools 
are designed and built for 
extra-long service with min- 
imum maintenance. Your 
Remington distributor 
stocks and services the 
industry's widest selection 
of power tools and parts. 


CHOOSE THE POWER MOST 
EFFICIENT FOR YOU. REMINGTON 
POWER TOOLS ARE AVAILABLE IN 
AIR - ELECTRIC - GASOLINE 
AND CARTRIDGE-POWERED 


MODELS 








Sander, Model 57S—?” discs, quick- 
change spindle lock; free speed 4,500 
rpm; heavy-duty ball bearings; 10 
amps; wt.: 14 Ibs. Price $88.00° 


Mechanics Maintenance Kit, Model 
MM-43—Air-powered (Model MM- 
40: electric-powered) impact wrench 


with multi-purpose accessories. 


Price $395.50° 


Remington | 


Remington Arms Compiany Inc., Bridgeport 2, Conn 


1N CANADA: Remington Arms of Canada Limited, 


36 Queen Elizabeth Bivd.. Toronto, Ont 


senecenseens FREE POWER TOOL CATALOGS ccucecesecsss 


Remington Arms Company, Inc., Bridgeport 2, Conn. 


Please send — without obligation 


Electric Tools (|) Alr Tools 


) Flexible Shaft Machines 


) Concrete Vibrators 





Chain Saws 


Position 


P.1 


catalogs on Remington Contractor & Industrial Tools checked below 


Stud Drivers 











State 
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Association News 





(Continued from page 154) 


cussing “Substitution of Mate- 
rials,’ with Jerry Jordon, St. 
Regis Panelyte, and Samuel Folz, 
The Brundage Company, assist- 
ing. The group gave various ex- 
amples of the need for product 
betterment and lower _ costs 
achieved partially by converting 
to a better material or procedure 
than the one now in use. 

The principal speaker of the 
evening was Dr. Edward R. Rick- 
ard, assistant vice president, The 
Detroit Bank & Trust Company. 
Dr. Rickard is well known in the 
Kalamazoo area, having been a 
member of the faculty at Kala- 
mazoo College, and director of 
the industrial relations clinic. 

Dr. Rickard stated that the re- 
cession is definitely over, and that 
the GNP will be at a 456 billion 
dollar rate by the end of 1958. 
He expects the cause of the re- 
cession to have been corrected 
by year end, namely lack of pri- 
vate investment by businesses 
coupled with a lowering of inven- 
tories, and that the GNP should 
be 458 billion dollars in 1959. 
This would mean that while 1959 
would not be a record breaker— 
it still will be a “good” year and 
a much better one than most peo- 
ple realize. 

President Clifford Gallaher pre- 
sided at the meeting, and an- 
nounced plans for the annual 
ladies’ night-Christmas Party to 
be held at the next meeting. 


. Sf, + 
jnerr 


could 
Herb. 
like salami on rye?” 


“Certainly glad you 
have lunch with me, 
You 
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CONTOUR TRENTWELD TUBING is 
available in a wide range of grodes 
including Hastelloy,* Zirconium, Zir- 
coloy, Titanium, 19-9-DL — and in 10 
basic tubing classifications (pressure, 
mechanical, aircraft, heat resistant, 
ornamental, sanitary, beverage, 
large diameter, shaping and formed 
tubing). 


*Trodemork of Hoynes Stellite Co 





get high strength and uniformity with 
TRENTWELD stainless and high alloy 
pipe and tubing (sizes range from 1s” to 40” O. D.) 


As Trent makes them, today’s welded pipe and 
tubing are as strong as — and even more uniform 
than — pipe and tubing made by any other method 
of manufacture. That’s because (1) an exclusive 
welding process (Contour Trentweld®) virtually 
eliminates any bead or undercut, and (2) cold 
working and annealing after welding make the 
weld equal in strength and corrosion resistance to 
the parent metal. 

Furthermore, Trent checks the quality of its 
pipe and tubing with a series of strict tests. All 
strip going into the welder is checked for width 
and tolerance. Samples of each lot are tensile 
tested. Periodic tests — flattening, reverse bend, 
flare and flange, coil and pressure — are conducted. 
Pipe and tubing for corrosive applications get 
rigid corrosion tests. And, if necessary, “single- 


wall” X-ray inspections, exclusive with Trent, can 
be made on any lot. 

Naturally, pipe and tubing made to these stand- 
ards can’t be surpassed for strength, uniformity 
and service. But get complete details — 


} TRENT TUBE COMPANY 
(ceeerens) Subsidiory of Crucible Stee! Company of America 
. General Offices, East Troy, Wisconsin 
Gentlemen: Please send me the 48-page 


Trent Tubing Handbook. 


Name____ 


Mail coupon for free 48- 
poge Trent tubing hond- 
book — contains complete 
date on physical, chemical, 
electrical properties, corro- 
sive date, theoretical 
weights, hordnesses, etc. 


Firm a 


Street 





City. 








TICS AND FIBR 


Heart of the best printed circuits — 


CDF Di-Clad 
LAMINATES 


Printed-circuit dependability begins at the base, and that’s where 
CDF excels. Only CDF offers the combination of Teflon* resin 
and glass fabric cloth for use under sustained temperatures of 
180°C. In addition, CDF offers a full range of Di-Clad laminates 
to meet every known demand of printed circuitry. High foil- 
bond strengths withstand soldering heats, reduce assembly re- 
jects. Full line of Di-Clad grades — glass fabric and paper-base 
— with Teflon*, epoxy, and phenolic resins. Assembly costs go 
down when the job is done on CDF Di-Clads! Write for CDF 
Di-Clad Folder DC-58. 

*duPont trademark for 


ts tetrafluoroethylene resin 





CDF PRODUCTS OF TEFLON 


CDF produces an unequalled range of electromechanical parts of 
Teflon* — such as small- and large-diameter thin-wall tubing, glass- 
fabric laminates, flexible insulating tapes, sheets, rods, tubes, and 
finished parts. Now also available: cementable Teflon in supported 
and unsupported forms; can be cemented to itself and to most other 
materials with commercial adhesives. If you have a potential use for 
a product made from unsupported or reinforced Teflon — from tapes 
to high-heat-resistant printed-circuit laminates your CDF sales 
is the to call. Meanwhile, write for the new CDF 
Teflon Folders. 


engineer man 


*duPont trademark for its te.cafluoroethylene resin 


CDF 
HIGH-HEAT 
ELECTRICAL 
TAPES 


tapes for hand or 
of glass-supported silicone rubber, 
silicone Micabond, with and_ without 
backings; and unsupported and glass-supported Tef- 
lon*. Color identification — CDF tapes of Teflon 
are made in the standard identifying colors. Call your 
CDF sales engineer, or write for test samples. 


*duPont traden 


Flexible 
winding, 


insulating automatic 
made 


varnish, 


vark for its tetrafluoroethylene resin 








DIAMOND VULCANIZED® 
FIBRE 


keeps costs down 
Known for over sixty years 
as the standard of quality in 
fibre, Diamond® Vulcanized 
Fibre is made in many grades 
(bone, fish-paper, trunk, 
commercial, built-up) and is 
available in sheets, rods, 
tubes, strips, rolls, fabricated 
parts, and formed specialties. 
H 44 Write for Catalog DVF-58. 
LOW-COST VULCOID is Resin-impregnated Vulcanized Fibre. 
Vulcoid (made only by CDF) is an intermediate insulation material. 
It combines the desirable arc-resistance and mechanical properties of 
vulcanized fibre with many of the good qualities of a phenolic lami- 
nate. UL-approved as Class A insulation in electrical equipment. 
Bearing applications requiring high precision have been successful 
with Vulcoid. Write for Bulletin V-58. 


160 


CDF 
CELORON® 
MOLDED 
PRODUCTS 


Celoron a molded-macerated and/or combination lami- 
nated base bonded with phenolic resins. High strength, long 
life, and low cost are the characteristics of molded electrical 
or mechanical parts made from CDF Celoron®. Its good 
electrical properties make Celoron an ideal molded insulator, 
while its high mechanical strength makes it an excellent 
material for gears, couplings, intricate loom parts, etc. 
Write for CDF Catalog C-58, or contact your nearest CDF 
sales engineer. 


P aa 


is 
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for electrical and mechanical applications 


DILECTO«, made in scores of grades, means high-quality laminated plastics made for 
rigorous duty in electrical, electronic, and mechanical equipment. Characteristics vary 
with the grade, so get the expert assistance of your CDF sales engineer 

RESINS AVAILABLE IN DILECTO 
Phenolic Epoxy Polyester 


Heat-resistant Phenolic Melamine Ieflon* 
Silicone 


BASES FOR DILECTO 
Glass Fabric Glass Mat 
Nylon Fabric Felted Asbestos 
Asbestos Fabric Non-woven Cotton Mat 
Cotton Fabric Paper (either cellulose or asbestos) 
CDF gives fast technical and delivery service on sheets, tubes, rods, 
fe fabricated parts of Dilecto plastics. Write for Catalog D-55-¢ 


juPont trademark for its tetrafluoroethylene resin 


or complete 





For a better motor or generator — : 


CDF ~ 
2 MICABOND® | PLASTICS 
INSULATING FABRICATION 


soe’ BY CDF 
PARTS Oem we 
CDF mica V-rings and slot liners insulate America’s best-selling SAVES YOU TIME MONEY WORRY 
motors and generators. Finest-quality mica splittings ’ ’ 


insure 
highest heat-resistance and insulation under severe operating 


ating Let CDF’s well-equipped machine shops assume the com- 
conditions plete responsibility for delivery of your fabricated parts 
Forms of Micabond® available: Sheets: Tubing; Tapes (with ; 4 y <_* 
backings of cotton. silk. paper, woven glass, and Mylart poly- as specified and on time © time is lost at CDF between 
ester film); Fabricated Parts of various shapes such as Mica raw-material production and final fabrication. When you 
segments. CDF supplies and fabricates Micabond to your let CDF do it for you, there’s no problem of shortages, 
strictest specifications — on time and at low cost. Call your rejects, waste. Undivided responsibility pays off for you! 
CDF sales engineer or write for samples of Micabond and 
Catalog M-58 
tduPont trademark 








THERE'S A CDF SALES OFFICE NEAR YOU 


BALTIMORE 14, MD. NOrthfield 5-0964 FT. WORTH 7, TEXAS FAnnin 3339 MINNEAPOLIS 2, MINN. FEderal 3-6666 TULSA, OKLAHOMA LUther 7-6189 
2451 Ellis Road 414 Camp Bowie 610 Plymouth Bidg 3388 204 S. Cheyenne St 
BIRMINGHAM 6, ALA VErnon 3-5713 GREEN S BOR BRoadway 4-0226 NEW YORK SCarsdale 5-160( 
110 95th Street, N 3 Min 2 Overhill Rd.. Scarsdale, N.Y Pacific Coast Representatives 
BOSTON SALES OFFICE GRanite 2-215 HARTF( RD Hartford-JAckson 9-0397 OMAHA3, NEBRASKA  ATlantic 6548 MARWOOD LIMITED 
1245 Hancock St., Quincy 69, Mass 5 Hardine $ Wethersfield 9. Conn 110 North 40th St SAN FRANCISCO 3, CALIF 
BUFFALO 3,N.Y WAshington 3929 ~ STON . TEXAS JAck . 9254 ORLANDO. FLA CHerry 1-3774 357 Ninth Street HEmiock 1-7893 
495 Ellicott Square Building 3a? Mercer Street Sen S08 2418 Rosedale St SEATTLE 4, WASHINGTON ELtiot 4747 
CHICAGO 11, ILL DElaware 7-6266 ep hres lyre > PHILADELPHIA Norristown 1714 First Ave. | 
120k Pain ive Build ,, t OLIS 5, IND. WAlnut 5-9883 Bridgeport, Pa BRoadway 5-0800 PORTLAND 4, OREGON CApital 3-5123 
OHIO erry 1-522 ; Ae PHOENIX, ARIZONA ALpine 8-78 209 S. W. First Ave 
550 Leader Building KANSAS CITY 11, MO LOgan 1-6014 oy ag ys — - LOS ANGELES 13, CALIF. MUtual 3241 
DAYTON 3, OHIO KEnmore 311 406 West 34th St PITTSBURGH 21, PA. CHurchill 1-0969 320 East 3rd Street 
39 N. Torrence St LOS ANGELES 309 Shields Bidg 
DENVER 2, COLO AComa 2-2236 3141 Century Blvd. ORchard 3-2266 ST. LOUIS 10, MO Mission 5-2253 Canodion Representative 
260 Denver Club Bidg Inglewood 4. Calit ORegon 8-5476 1246 Hampton Ave DIAMOND STATE FIBRE CO. OF 
DETROIT 35, MICH. BRoadway 3-0447 MILWAI KEE 19. WIS. Lincoln 1-7660 SPARTANBURG, S.C CANADA, LTD 
201 Officenter Bidg 6108 W. Lincoln Ave 


6108 834 Hayne Street SPartanburg 3-6397 46 Hollinger Rd., Toronto 13, Ontario, Can 
EXPORT DEPARTMENT: BRIDGEPORT PENNSYLVANIA a 


CONTINENTAL-DIAMOND FIBRE 


A SUBSIDIARY OF THE -Afus4/ COMPANY ¢ NEWARK 41, DELAWARE 
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Designed for today’s 


Service demands 


DARNELL 


RB CASTERS AND WHEELS ~@ 


“WITH 


PHENOLIC 


DARMHLOP HEN 


WHEELS 
Desigued 
TO SOLVE YOUR PROBLEMS 


High impact strength 


Resist oils, greases and most 


chemicals 


Wheels have beveled edges— 
protect floors better 


No rusting or corroding 
Non-marking 
Quieter rolling 


Will stand temperatures up to 
200° F. 


Look in the 
YELLOW PAGES 


SEND FOR NEW MANUAL 


PS Sb ea eel wel @ Manel) 
DOWNEY Lo ANCELES 

37.28 SIXTY-FIRST ST Ww 

36 NORTH CLINTON STREET 
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Cooperative Buying 
On The Rise 


(Continued from page 91) 


is always local feeling that tax 
funds collected locally should be 
spent locally. The local economy 
is to be financially supported by 
local spending. This short-sighted 
economic provincialism ignores 
the fact that if every community 
bought only locally, eventually 
every community could sell only 
locally. 

One other economic argument 
is that the small municipality can 
buy at about the same low price 
without joint action. Of course, 
once a vendor or manufacturer 
establishes a purchasing relation- 
ship with a municipality (prob- 
ably first through a cooperative 
plan) certain price concessions 
may be continued temporarily. 
Nevertheless, the small purchaser 
does not ordinarily demand a suf- 
ficient quantity to secure the low 
prices offered for bulk buying. 

There remain several practical 
difficulties in the administration 
of joint purchasing. The question- 
naire survey revealed administra- 
tive problems stemming from lack 
of leadership, lack of organiza- 
tion and lack of standardization 


Need Cooperation 


In the absence of an established 
organization, the operating re- 
sponsibilities are likely to be cen- 
tered on one or more of the pur- 
chasing departments of the co- 
operating agencies. This super- 
imposing of cooperative buying 
upon an already fully occupied 
purchasing department can be an 
unreasonable makeshift and dan- 
gerous omen of the eventual fail- 
ure of joint buying. 

Without adequate administra- 
tive machinery, records and re- 
ports essentially needed to guide 
decisions, future joint action may 
be scant. Members or potential 
members may find it very difficult 
to secure data and information 
about cooperative purchasing ac- 
tivities. Without the dissemina- 
tion of operating data, active and 
continual participation may slow 
down. 


ADVANCE 


TO GREATER 
(ee EEFICIENCY 


SEAMLESS 
FINGER GUARDS 
BETTER THAN LEATHER 


GUARDS 
AT 


LESS 
cosT 


For assembling, 
electrical spotting 
and handling smoll 
PAT parts. 
PENDING 
FOR GREATER SAFETY AND 
FREER FINGER MOVEMENT 
¢ Quality Plastic 
e Lined With 
Perspiration 
e More Comfort Absorbent 
e Longer Weor Cotton 


DISTRIBUTORS FRANCHISE INQUIRIES 
INVITED 


ADVANCE PLANTS IN 


Detroit * Chicago + Toledo 
Rome, Georgia 


WRITE FOR FREE WORK & SAFETY 
CATALOGS 


© Perfect Fit 
e Greater 
Strength 














Avance GLOVE MFG. CO. 
938 W. LAFAYETTE BLVD, DETROIT 26, MICH 


A beter work 
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you can rely on 


QUALITY 





when you order 
gray or alloyed iron 
CASTINGS 

from 

DECATUR 
Casting Co. 
Decatur, Indiana 


Phone 3-2700 


For More Information Write No. 269 
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BIG NEWS! 


.».FOR USERS OF ALUMINUM ROD AND SHEET 


- 



































Bridgeport Aluminum Now Available 


From Local Warehouse Stocks 


BRIDGEPORT ALUMINUM BRIDGEPORT ALUMINUM 
SCREW MACHINE ROD COILED SHEET 


Alloys: 2011-T3 2017-T4 2024-T4 6061-T6 Alloys: 1100 3003 5005 5050 5357 3004 
Diameters: 14” to 2’’ Round or Hexagonal Widths: Up to 24”. Gauges: .006 to .064 
Lengths: 12-foot standards Tempers: All commercial. Slitting service is available 


You can get immediate delivery of Bridgeport aluminum all Bridgeport brass and copper mill products. 
mill products from one of our local warehouses near With the addition of aluminum stocks, Bridgeport offers 
you. Made in Bridgeport’s mills on the industry’s most you a “‘one-stop”’ service for your aluminum, brass and 
modern equipment, Bridgeport aluminum rod and sheet copper needs. You also get expert technical advice and 
meet the most exacting standards for quality, dimensional assistance on any of your metals problems. All of thi 
tolerances and finishes...the same high standards as service is yours... just a phone call away. 

CHICAGO: LAfayette 3 l ANGELE RAymond 3-510] NEW YORK EXete 429 

CLEVELAND: CEdar 1-518 MINNEAPOL FEderal 9-7061 PHILADELPHIA. JEfferson 

DENVER. A NEWARK (Hillside) 3-004 PROVIDENCE. Williams 1 

TL CEntral 1 C SAN FRAN f 


co 


niin BRIDGEPORT BRASS COMPANY 


ales Offices in Principal Cities 


Specialists in Metals from Aluminum to Zirconium 


FAST, DEPENDABLE SERVICE ON YOUR BRASS, COPPER AND ALUMINUM NEEDS 


For More Information Write No. 270 on Inquiry Card—Page 32 
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AIR FREIGHT 


~~ 
aF 
é 
DOMEST! 


WRecon 94020 


‘Tes JET AGE IS HERE. Air-speed has 
doubled. This means new markets for you, 
lower inventory, more sources of supply, 
if you take full advantage of air freight. 

All the more reason why you should know 
about exclusive Emery Air Procurement 
Service. It’s already being used profitably 
by America’s leading corporations. Any 
company of any size can use it. 

Emery Air Procurement Service picks up 
your inbound shipment anywhere in the 
United States and delivers it right to your 
door, day or night, in the fastest possible 


164 


time. A phone call to Emery starts your 
shipment on its way. And Emery’s nation- 
wide teletype system keeps you informed 
of where your shipment is en route and 
exactly when it will arrive. 

And you get all this for the cost of trans- 
portation alone. 

Let our representative tell you how 
Emery Air Procurement Service can fit 
into your purchasing program--at a real 
saving to you. There is no obligation on 
your part. Just mail this coupon today. Or 
call us. We have offices in all major cities. 


—Gf/ EMERY 


PORATION 


‘WORLDS FASTEST TRANSPORTATION SERVICE - 


INTERNATIONAL 


It will 

pay you to 

see and hear 
this 10-minute 


story... 


PURCHASING 





/your purchasing program 
with jet-age air freight! 


CHECK THESE EMERY RATES [ 


=r 
... AND SEE WHAT YOU SAVE! A 


lm! EMERY air FREIGHT CORPORATION 


801 Second Avenue, New Yor 


2500 Mi. | 1700 Mi. | 700 Mi. a 


~T bur Aw | An I would like to hea 
Emery Express | Emery Express| Emery Express 
Bn cent Meme: Men a 


| 


¥00 #b.| "38.90 *77.40] °31.20 *55,00] 1910 *23.00 


Service. Please have your representatiy 


50 Ib.|'23.54 *39.70 


Company. 


| 
street __ 


200 ib. "69.00 "154.80 | "53.00 — *46.00 
| 


City 


| 
| 
| 
| 
: | 
9.38 *28.50/13.27 1250 | Nam 
| 
| 
| 
| 
7 
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send for the 
most widely used 


ELECTRONIC SUPPLY GUIDE } 


ALLIED’S 


COMPLETE 452-PAGE 
1959 CATALOG 


°S9 
ALi imc FADS 


send for it! 


your buying guide to the world’s largest stocks of 
ELECTRONIC SUPPLIES FOR INDUSTRY 


@ Transistors & Diodes @ AN Connectors 
@ Relays & Switches @ Transformers 
®@ Receiving & Power Tubes © Racks, Cabinets, Chassis 
@ Tools & Hardware © Test Equipment 
@ KNIGHT Public Address & Paging Systems 


Simplify and speed your purchasing of electronic sup- 
plies and equipment at ALLIED. We make fast, expert 
shipment from the world’s largest stocks of everything 
in Electronics. OEM prices are available on quantity pur- 
chases. Send today for your FREE 1959 ALLIED Catalog 

the complete Buying Guide to Electronic supplies for 
Industrial and Communications use. 


One Complete Dependable Source for Everything in Electronics 


ALLIED RADIO 


7 a 100 N. Western Ave., Dept. 143-a9 
% Chicago 80, Illinois 


send for 
a ol o 38th yeor FREE 


catalog 
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CLASSIFIED DEPARTMENT 


Contract Work e Used Equipment For Sale @ Business Opportunities 








Send orders to: CLASSIFIED DEPARTMENT . PURCHASING 
205 East 42nd Street, New York 17, New York 








WANTED SALESMAN CALLING ON INDUS- 
TRIAL ACCOUNTS TO SELL WELL KNOWN 
LINE OF FLASHLIGHTS AND BATTERIES. ALL 
TERRITORIES OPEN COMMISSION BASIS 
WRITE, BOX 52, PURCHASING, 205 E. 42nd 


RATES 
Undisplayed (set solid) ...........90¢ line 


Displayed ... : rw) $8.50 inch 








| ST., NEW YORK 17, N.Y 











WE’RE LOOKING TO BUY!!! 
* INVENTORIES °* 


OF DISCONTINUED OR OFF SEASON LINES 
"MACHINERY  °* 
PRODUCTION & SPECIAL BUILT 


© RAW MATERIALS — EQUIPMENT — PACKAGING SUPPLIES ° 


} USED IN ALL INDUSTRIES 
NOTE: — Our buying range is so varied that is is impossible to describe the 
many items we buy -—— we will make you a worth while offer for ANYTHING 


you have for sale. 
NATIONAL TRADING CO., 294 SUSSEX AVE., NEWARK 7, N. J. 














Interstate Contracts 
(Continued from page 93) 


place of contract, the place of per- 
formance or the intent of the 
parties. Perhaps this method will 
receive greater attention in the 
future. 


Other Ways 


Some courts break the contract 
down into its several parts in de- 
termining which law to apply. 

Examples: 

If the point in dispute involves 
the capacity of parties to con- 
tract, these courts would inter- 
pret it under the law of the place 
where the contract was made. If 
the problem involved perform- 
ance of the contract, the law of 
the place of performance is ap- 
plied. Also, some courts hold that 
the validity and effect of the sale, 
as the transfer of title, are de- 
termined by the law of the place 
at the time of the sale. 

What conclusions can be drawn 
from this discussion? Unfortu- 
nately, very few. Each state has 
its own laws regarding contracts, 
and each state’s courts have their 
own rule as to which laws will 
be used when a conflict of laws 
occurs. As trade activity becomes 
more widespread and diverse, 
purchasing people are finding that 
a greater percent of their pur- 
chases involves interstate trans- 
actions. It certainly appears that 
this is one field of law where 
Congress needs to act to rescue 
business from its present predica- 
ment. 

Confucious said, “To know 
what you know and know what 
you do not know, that is to 
know.” If it is impossible to come 
to conclusions as to which law 
applies in interstate sales con- 
tracts, perhaps it is not impossible 
to acquire increased knowledge 
by recognizing that the problem 
exists. 
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Totally Enclosed 
Fan Cooled 


Type TEFC 
Polyphase 


Custom Built ... But 
NOT Custom Priced! 


Here is the most successful development in Air Cooled 
Motors. Reduces friction 75% —cuts power costs. 
Handles any power load emergency without damage 
to motor. Always cool running for continuous service 
in high temperatures. Squirrel cage induction, high 
torque, low starting current. Fully ball bearing and 
quiet running too 


Yes, Electric POWER 
at its Money-Saving 
BEST — by VALLEY 


WRITE FOR DESCRIPTIVE LITERATURE 


VALLEY 


ELECTRIC CORPORATION 


4221 Forest Park Blvd - St Lows 8. Mo 


ca 
@ Other Models 


Type SN polyphase, High 
Torque, constant speed, con 
tinuous duty, squirrel cage 
induction. 

Type AN single phase, con 
stant speed, repulsion start, 
induction fun, continvous 


duty. 
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AMES 


Masters of 
Measurement 








PORTA-CHECK® 
A transistorized comparator 
for fast, accurate measure- 
ment to .00001”. 








For more than half a century, 
Ames measuring instruments 
have been regarded as the 
finest available. Wherever pre- 
cision is really important 
you'll find Ames indicators, 
gauges, micrometers and com- 
parators on the job. 


200 SERIES 


One of four sizes; made 
to AGD specifications. 











f 
— 


BCAMES 


CQ 


Canadian Office B. ¢ {mes ( 4 riole Parkway. Tor 


MANUFACTURERS F MICROMETER 


- iss 


DIAL INC ATOR ANC BAUGES 
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CHAMBERSBURG 


SPECIALIZING IN LARGE CASTINGS OF 
GRAY IRON, ALLOY IRON & DUCTILE 
IRONS * FROM 5000 to 150,000 LBS. 


For over 60 years, Chambersburg 
has been making large iron cast- 
ings. For the past two decades 
we have been serving builders of 
heavy equipment inthe electrical 
chemical, marine and machinery 
industries. Chambersburg ‘s unique 
CEMENT BONDED SAND MOLDING 
method results in closer dimen- 
sional accuracy and 
better surface finish 
Our new, modern 
foundry and latest 
casting techniques 
tend to lower costs 
Write or p 


your next hear) (ait 
new 


CHAMBERSBURG ENGINEERING CO., FOUNDRY DIVISION 
561 Derbyshire St. (Phone: COlony 4-7151 


Chambersburg, Penna 


PRECISION 
CASTINGS 
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RUBBER ROLLS and 
CONTACT WHEELS 


In sizes and coverings to do 
your job better at Less Cost 


Rubber Rollers for off industries, inctuding 
@ Guide Reils 
@ Pinch Rolls 


Segmented Rolls 


Competitively 
priced 


Write today 
and prices, 
prints for u 


651 Market Street Waukegan, Illinois 
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Employment Service 








PURCHASING MANAGER 


A company that is the 
leader in its field of engi- 
neered process systems of its 
own manufacture has an im- 
portant and challenging open- 
ing for a purchasing mana- 
ger. 

It is necessary that he have 
supervisory experience in the 
purchase of a wide variety of 
production and technical ma- 
terials; also that he have de- 
veloped programs for cost 
control via inventory and 
value analysis methods. 

It is desirable that he be 
between 35 and 45, with an 
engineering degree or a busi- 
ness administration degree 
and be familiar with engi- 
neered equipment purchases. 

This is an opportunity for 
a man with initiative to join 
a stable New England Com- 
pany. Write Box 509. 











Experience: Over fifteen years procure- 
ment administration. Development of 
purchasing systems, procedures and 
personnel. Heavy electrical and me- 
chanical experience in manufacturing 
and construction. High dollar volume 
subcontract negotiations. Cost evalua- 
tion of components to determine if 
more advantageous to produce or 
purchase. 

Education: Two years business admin- 
istration, two years mechanical draft- 
ing 

Will relocate. 

Write: Box 303 


Experience: Twenty years experience 
as sales representative industrial sup- 
plies, perishable tools, equipment, oper- 
ating supplies, non-ferrous metals. 
Rendered engineering service to method 
& tool engineers, plant superintendents 
& supervisory personnel. 

Write: Box 304. 


Experience: Director of purchases 
West’s leading industrial and oilwell 
supply co. Many administrative duties. 
District manager. — leading manufac- 
turer of welding fittings and flanges. 
General mgr. of wholesale dealer in 
pipe valves and fittings. Sales & pur- 
chasing. 

Education: BA—Economics. 

Will relocate. 

Write: Box 305. 


Experience: Purchasing agent two years 
for federal government. Experienced in 


168 


all phases of inventory control methods 
and procedures. Experienced in all 
government contractual proceedings. 
Education: Two years college. Con- 
tinuing toward degree in business 
administration in evening college. 
Prefer Philadelphia area. 

Write: Box 306. 


Experience: Ten years as P.A., active 
N.A.P.A. member, energetic, capable, 
good background in chemical, me- 
chanical and aviation. 

Education: Engineering graduate. 
Will relocate. 

Write: Box 307. 


Experience: Seven years buyer of all 
raw materials, packaging, plastic com- 
pounds, magnet wire, etc. 7 years pro- 
duction planner and material control 
for N.E. Div., major electrical appliance 
manufacturer. 4 years sales representa- 
tive for major packaging manufacturer. 
2 years manufacturing agent coils, 
packing materials, small parts. 
Education: 2 yrs. Business College 
Courses in production and material 
control, metallography. 6 mos. course 
in packaging. 

Prefer Baltimore and South. 

Write: Box 308. 


Experience: Three yrs. as senior buyer 
in aircraft industry, preceded by 5 yrs. 
as buyer of aircraft engine components 
and assemblies. 3 yrs. in automotive 
buying. Work in cost analysis and re- 
duction programs. Responsible for high 
dollar volume of close tolerance ma- 
chined parts, assemblies and weldments. 
Education: B.S. in Business Adminis- 





Listings in this department 
are offered without charge. 
Both purchasing department 
personnel interested in chang- 
ing jobs and employers in 
search of replacements or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, speci- 
fy whether you want the 
applicant’s form or the em- 
ployer’s form. Address all 
correspondence to Employ- 
ment Service Department, 
PURCHASING Magazine, 205 
East 42nd Street, New York 
17, New York. 











tration-Factory Management. 2 yrs. 
Metallurgical Engineering. Additional 
course in cost accounting and princi- 
ples. 

Will relocate. 

Write: Box 309. 


Experience: Seven years as buyer in 
steel and wire industry. Heavy ex- 
perience in electrical packaging and 
materials handling equipment. Also, 
well versed in most modern electro- 
galvanizing and nail manufacturing 
processes and purchase of same. Ex- 
tremely familiar with cost reduction 
programs, value analysis, price policies, 
etc. 

Education: B.S. Degree Major-indus- 
trial management. 

Will relocate. 

Write: Box 310. 


Experience: Nine years experience as 
P.A. for chemical manufacturing com- 
pany. Responsible for the purchase of 
chemical raw materials such as sol- 
vents, acids, metals and varied organic 
and inorganic chemicals. Also pur- 
chased lab equipment, maintenance 
supplies, drums, containers and other 
miscellaneous items. Experienced in 
traffic and inventory control. 
Education: B.S. Major in Management. 
Prefer N. Y. Metro, Area. 

Write: Box 311. 


Experience: Five years office manager 
and purchasing agent of stamping and 
precision casting firms doing $1,500,000 
a year business. Cost accountant, 
cashier and credit manager for six 
years. Claims manager of a large elec- 
trical wholesale house for several years. 
Can set up cost systems, inventory 
control, etc. 

Education: Two and a half years 
Accounting. Special courses in account- 
ing and office procedure. ‘ 
Prefer Detroit vicinity. 

Write: Box 312. 


Experience: Diversified experience in 
Detroit metal stamping and assembly 
plant serving the largest automotive 
and industrial manufacturers. Two 
years purchasing manager, six years 
in purchasing dept. Complete responsi- 
bility for all materials including annual 
steel purchases of one million dollars. 
Previous positions; receiving, account- 
ing and production control departments. 
Education: One and one-half years 
university accounting. Special purchas- 
ing course. 

Will relocate. 

Write: Box 316. 
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Count on for this 


2-way saving in bit costs 


You get 4 HY-PRO PHILLIPS Insert Bits henge. 


mode in types 

é ‘ and sizes to fit 

HY-PRO PHILLIPS Insert Bits cost rites 
Ld id d,.| }, only about one-fourth as much as solid 
Wy) \ ea |] Q J bits, and there is no extra expense for 
4 bis Sed re-sharpening. When a HY-PRO bit 
for the cost of 1 wears out, you simply replace it with 
ewes’ a new bit . . . and restore full driving 

a | = efficiency at negligible cost. 


conventional bit 








HY-PRO PHILLIPS Insert Bits are FORGED 


Tested and proved to 


High strength forged HY-PRO Bits 
outlast other bits aie deGieitiod: lashed snd proved to 


. 2tot1 have an average service life double 
a that of the best comparable bits. Many 
users report even greater margins of 
extra life for HY-PRO bits, often as 
gi ai high as 4 to 1. 
Best comparable bit HY-PRO Phillips Bit . 
Each bit drove the same number of screws 


Make your own tests— Compare bit life on your tough- 

est driving jobs. Figure all costs..Continental Assembly Special- oO 

minise Biss : heen, Ps nly CONTINENTAL 
ists will cooperate fully in conducting tests. You'll find HY-PRO y 

Insert Bits and Holders your best buy for lasting bit economy. makes BOTH 


Precision control with the same Phillips master tools assures PHILLIPS SCREWS 
uniformly accurate fit of HY-PRO Phillips Bits and HOLTITE 
. : and PHILLIPS BITS 


Phillips Screw recesses. Use this proved combination for the top 
efficiency you need in assembly — especially with power and 
automatic driving equipment — to avoid downtime, rejects, and 
weak fastenings. For full information, write: Continental Screw 
Co., 457 Mt. Pleasant St., New Bedford, Mass 


HOLTITE PHILLIPS 
WOOD * MACHINE * TAPPING 


THREAD FORMING ° 
SCREW COMPANY, NEW BEDFORD, MASS. SEMS * NYLOK 


HOLTITE FASTENERS oy. INSERT BITS AND HOLDERS 


HY-PRO TOOL COMPANY... DIVISION 
RESEARCH ENG. & MFG., INC. suBSIDIARY 


For More Information Write No. 277 on Inquiry Card—Page 32 
January 19, 1959 
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Your car is about 70 pct sheet steel 


The biggest safety feature of today’s automobile is 
the rugged strength of the sheet steel in its frame 
and body. Yet rigid and tough as sheet steel is, it is 
also amazingly plastic. Between the dies of a press it 
literally flows. Fenders, bumpers, decks conform 
precisely to the designer's dream. One giant punch, 
and a rugged, one-piece roof panel emerges, ready 
for the assembly line 

Thousands of tons of Bethlehem hot-rolled and 


cold-rolled steel sheets go into parts, components 


and sub-assemblies of American automobiles. Beth- 
lehem sheets are as uniform and as finely made as 
any on the market. 

If you work with sheets, perhaps we can help you 
turn a problem into a profit. For prices and deliveries, 


just get in touch with the nearest Bethlehem office 


BETHLEHEM STEEL COMPANY, BETHLEHEM 


On the Pacific Coast Bethlehem products ore sold by Bethlehem Pacific ( 


Corporation. Export Distributor: Bethlehem Stee! Export ‘poration 


erate 


BETHLEHEM STEEL @y7 


For More Information Write No. 278 on Inquiry Card—Page 32 
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How can a directory 


this size... 


— 2A" 


be COMPLETE? 


all consumer items are rigidly 
excluded — designed for 
industrial use only. 


cross indexing means no dupli- 
cation of product headings. 


chemicals listed separately 
with space-saving “key” 
method. 


company size indicated by 
average employment — an accu- 
rate and current measure. 


Next time you use a di- 
rectory check C-MPD. You 
will find it complete, accu- 
rate, and easy to use. 
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NEW INVENTORY SYSTEM 
SPEEDS RIVET DELIVERIES 


This new system keeps our inventory high so you can keep 


vours low. Its based on the SOO most-used standard rivets 
Judson L. Thomson ; ee eee 
Its backed up by productive capacity exceeding millions of 


now keeps 500 million rivets rivets a day. When your order comes in, semi-finished rivets 


ire quickly tinished to your specifications and delivery 


in stock to meet is geared to vour production schedules 


your everyday needs Next time you need rivets, order from Thomson because 
TWENTY MILLION A DAY — SPEEDS RIVETS YOUR WAY. 


JUDSON lL. THOMSO MFG. CO., WALTHAM 54, MASS. 


For More Information Write No, 152 on Inquiry Card—Page 32 





“Abrasive Tech” Shows the Way... 


Faster 


polishing 


of steel 
tubing — 


By using RESINALL METALITE cloth 
belts in a sequence of grits on a 3-head 
centerless grinder, stainless steel tubing 


is polished in a single pass. 


An “Abrasive Tech” method like this 





may speed your production, save you 
time and money. If you have a produc- 
tion or cost problem, Behr-Manning 
“Abrasive Tech” engineers may have 
the answer. Ask for a demonstration 
on your toughest job in your own plant, 
at our main Engineering Laboratories, 
or at any of the 17 well-equipped “Abra- 
sive Tech” Methods Rooms throughout 


the country. 


For name of Behr-Manning representa- 


tive nearest you, write Dept. PU-1. 


ve 
BEHR-MANNING Co. <y 


‘ao Y NEW Y 


A DIVISION OF NORTON COMPANY NORTON 


ABRasives 


g (Ca 
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